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IN THIS ISSUE: 


Manufacturers, Distributors and Jobbers 
Express Genuine Confidence in the Out- 
look for Nineteen Twenty-five Business 
in the Mill Supply Field—Unanimous in 
the Belief that the Next Twelve Months 
Will Prove Very Profitable for All Who 
Exercise Sound Business Judgment— 
Annual Review Shows That Severe 
Competition Cut Down Profits During 
the Past Year. 
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SARA AAARARABRBRSABSRAR 


EDITORIALS—Tune Up Your Engines—More Insidi- 
ous Legislation—Send in Your Cost Reports— 
Salaries of Postal Employes—Congressional Short- 
sightedness. 


AMNIIIIIASISISISISESISIIIIGII 


Atlanta Selected as Joint Convention City 


The Dealer From an Advertising Man’s Corner 
W. W. French 
“Reason Why” Salesmanship 
Frank Farrington 
Helena and Memphis Companies in Big Merger 


Many Dealers Overlook Very Profitable Line 
W. J. Gold 
New Products of Interest to the Distribufor 


General News From the Field 


tf i * 


Entered as second-class matter August 3d, 1917, at the post Published by The Crawford Publishing Co. 
office at Chicago, Illinois, under the act of March 3d, 1879. 537 South Dearborn Street, Chicago, Iil. 
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COMPOSITION HANDLES 
On “Genuine Detroit” Sight Feed Lubricators 


A new and better handle of composition will be 
supplied in future on “Genuine Detroit” Sight Feed 
Lubricators and on parts where wood handles have 
been used heretofore. Experience has shown that 
wood handles would quickly dry out and by their 
contraction loosen the screw: also they would split 





along the grain. They have thus been generally 
unsatisfactory. These new composition handles 
are made of a practically indestructible material 
and are moulded to a shape which gives a good 
grip for the hand. They are handsome in appear- 
ance and have a permanent hard rubber finish. The 
adoption of these handles therefore constitutes a 
very real improvement. 





It is the consistent policy of this company to 
offer such improvements as soon as possible on 
their various products and which practice combined 
with the best of manufacturing methods has made 
“Genuine Detroit” Lubricators highly satisfactory 
to users in all parts of the world. 





@ DETROIT LUBRICATOR (OMPANY. G& 
DETROIT, U.S. A. 
































MR. JOBBER 


Here’s the Kind of Cooperation 
That Means Easier Sales and More of ’Em! 






Watch our striking front covers and full pages in 
color this year. Have your men push Parker Vises 
along the lines of our advertising. We know you'll 
be pleased with the results. 


Yours for a bigger vise business. 


The Charles Parker Co., Master Vise Makers, Meriden, Conn., U. S. A. 


Ask M. F. O. for our new handy size catalog 
Better than ever before. 











nh 


When writing to Advertisers please mention MILL SuPppLies, 


se TT 


oe 








2 cnet ome 


i 

' 
' 
t 


a a 








RUWULL QUPPILUES 

















. eo 


B 


Y 








Ce ae 





Make 1925 Chother Red Cap Year 


Jobbers who concentrated their efforts on the CAPITAL “Red Cap” 
Line of Industrial brooms and brushes during 1924 found that it 
paid big profits. 


The established reputation for superior service and quality that the 
“Red Cap” Line has won, makes it easy to sell. The fact that the 
line contains a brush or broom for practically every industrial need 
gives an almost unlimited field for sales. The complete satisfaction 
that customers experience with CAPITAL “Red Cap” Brooms and 


rushes builds steady repeat business. 


We would be glad to explain full details of our sales-cooperation to 
all jobbers who are interested in making “1925 Another Red Cap 


ear.” 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Indianapolis, Ind. 





CAPITAL Brushes Brooms 








“The CHICAGO 


Power Transmitting App 





LOOSE PULLEY 














“DAGGETT” BALL BEARING 17 N. Desplaines St., 


Line’ Ball Bearing Loose Pulleys 


CONSIDER THEIR ADVANTAGES 


eee Simplest possible construction. 

Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 

Each pulley fitted with two high class Ball 
Bearings. 


This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 
Chicago Pulley & Shafting Co. 


MAIN OFFICE: 


Chicago, Ill. 
































hange s und 
m on American Pulle 

u n the United States and 
foreign countries. 





Worthy 


Companions 


HE American Pressed Steel Shaft Hanger 
now “teams up” with the American Steel 


Pulley to develop maximum efficiency in power 
transmission. 


The combination of these two “American” units 
is the result of 25 years’ experience in power 
transmission problems. 


The “American” Hanger is made entirely of steel, 
of unusual strength, and designed to provide a 
rigidity which will eliminate vibration. Its easy, 
smooth and graceful lines maxe it a pleasure to 
see, and in use it is an addition to the good 
appearance of any shop. 


The American Pulley Company’s guarantee 
stands back of both hangers and pulleys. 


If you are interested in greater and more efficient 
power transmission, you will want the special 
folder that describes in detail the new American 
“Pressed Steel Shaft Hanger. Write for it today. 


The American Pulley Co. 


Manufacturers of Steel Split Transmission Pulleys, Steel Sash 
Pulleys, Pressed Steel Shaft Hangers, and 
Pressed Steel Shapes 


Philadelphia, Pa. 


For complete list of distributors, see MacRae’s Blue Book 


MERICAN 





STEEL SPLIT 


HANGERS | PULLEYS 


PATENTED oe PATENTED 
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Clipper Belt Lacer 

within the reach of every buyer 

Manufactured by 
Clipper Belt Lacer Company 
Grand Rapids, Michigan 
Anyone can lace a belt with the ; 
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A YEAR OF 
ACHIEVEMENT 


1924 was “TOLEDOS” createst year. Never before was 
their popularity so conclusively proven. The ever growing 
demand from users of pipe tools for genuine trade-marked 
“TOLEDOS”, proves that the quality we build in 
“TOLEDO” tools and dies is appreciated and their superior 
efficiency will be insisted upon. 


"TOLEDS 


1 WARK OF QUALITY yw 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO 


KNOWN TO THOUSANDS 








NEW YORK OFFICE 50 CHURCH ST. 





“Toledo” Equipment Pays for 
Itself by the Labor it Saves 
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ALLEN 


the 30% stronger hollow screw 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the | 
steel around the socket-hole, and heat-treated scien- | 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal. at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%,” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket | 
Wrenches—Allen process. 





| 
The Allen booklet, with its charts of sizes and || 
prices, will make itself useful to every mill sup | 
bly dealer who sends for it. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 














Here’s the Inside Dope 
on the Edgemont Clutch 


It's made up of a very few sturdy parts. 
Figure 5 is the Edgemont friction, which 
works easily, quietly and releases in- 
stantly, with~plenty of adjustment for 
wear. 

Edgemont Friction Clutches 


should be in every dealer's 
catalog. 


THE EDGEMONT MACHINE CO. 
Dayton, Ohio 
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One of the many lathes 

n iy plant engaged 

in machining Stewart 

Brons. Note finished 

bushings in fore- 
1 


Jround, 


Quick profits from rapid turnover 


EARING metal is to the supply trade what tically 50 per cent of metal as compared with 
beefsteak is to a meat market. It is about unfinished 12-inch bars or _ bushings. These 
the most active commodity that the jobber or features mean sales. 
supply dealer handles. Practically every manu- = . * 
facturer or user of machinery buys it regularly. Carry Stewart Brons in stock. It is easy to 


handle, occupies small space and does not depre- 
ciate. 13-inch bars and bushings, finished all over 
are available in 259 sizes. We also supply numer- 
ous unfinished sizes for users who wish to do their 
own machining. Small pigs are available itor 
special uses. Rush orders can be filled within 
the hour of their receipt. 


Stewart Brons has the qualifications to make it 
an easy seller and a repeat order certainty. It is 
the perfect bearing metal. An alloy of lead and 
copper, it combines the perfect bearing qualities 
of the one with the wear resisting capacity of 
the other. 

At 600 degrees F. it sweats just enough lead to 


lubricate itself. It will not score shafts, even at Stewart Brons is being advertised to manufac- 
a temperature of 1000 degrees F. Its melting turers and users of machinery and they are being 
point is 1700 degrees F. Because it is supplied in referred to you for their supply. Are you ready 
13-inch lengths finished all over, it saves prac- for the demand? 


STEWART MANUFACTURING CORPORATION 


1504 Fullerton Ave., Chicago 
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Here’s a jobber who said “No!” But when he and our salesman 
went to work and figured up a mixed order just received from one of 


his customers, what did he find? 


The order amounting to $400, of which $50 was for taps, showed that 
the net profit on the taps alone 
He 


after all charges were distributed, 
exceeded the net profit on the whole of the balance of the orde 


got busy and instructed his salesmen to push GYD Taps. 


Of what use is volume without profit? Let every 
dealer sharpen his pencil and figure his various 
and begin with taps. 





lines 


























RATION. 


GREENFIELD, 2 MASSACHUSETTS 


Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 
Chicago Store—13 So. Clinton St. 





CORPO 





Canadian Plant: 
New York Store—15 Warren St. 








@TD Screw Plates, Taps, Dies, Reamers, Gages, 
i Tools, Twist Drills, Machine Tools 


Pipe 
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PULLEY 


with interchangeable cone centers are of the same 
turdy, dependable construction as all REEVES prod- 
unique cone centers, the clamping action 





of : rews cause the cones to be forced in- 
wardly, freezing solidly to the shaft and at the same 
time interlocking with wood pulley proper. No set- 
screws required. Keyway is provided for the reception 
of key if desired. 





WOOD SPLIT 


PULLE 


1as, for more than 35 years stood for the highest ideals 
in pulley design and construction. For t very heav- 





iest and most grilling duty the standard REEVES Pulley 
f never disappoints It performs with the utmost satis 
taction 


Get Dealers Proposition 


REEVES PULLEY CO., COLUMBUS, INDIANA 
Reeves-Bond Sales Co. 39 So. Clinton St. Chicago, Ill. 
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The best painters are — 
WHITING-ADAMS 
BRUSHES. 


‘| INJECTORS peepee 


years of satisfactory 
service. WHITING- 
ADAMS BRUSHES 


500,000 en 








satisfied users of U. S. Automatic 

Injectors requiring repairs and re- WHITING -ADAMS 
sured and proper profit to the job- 

ber through our established resale 

Injectors a satisfactory and profit- Send for 

able line for any jobber to handle. Illustrated 


placements, together with an as- BRUSHES 
prices, make U. S. Automatic 
Literature 





_ 














| American Inj C 
er! can nj ector 0. JOHN L. oeeagif ADAMS CO. 
: Boston, U.S.A. 

q DETROIT, MICH. aah eee 
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Pi urpose 


from the smallest coupling to a 
giant sheave or pulley, wherever 
a better appliance is desired, the 
accepted standard is the 


Oo , 
QO CO, 
Line of 


Power Transmission 
Machinery 


The question of quality is first 
in every product turned out by 
our factory. We know from in- 
vestigation that in some features 
we exercise more care than other 
manufacturers deem necessary. 
This, together with the use of 
the very best materials we can 
buy, the best help we can em- 
ploy, and the most exacting tests 
and critical superintendence, in- 
sures an ultimate result that will 
warrant your serious. consid- 
eration of Wood’s Appliances, 
whether you use or sell them. 
Just let us prove it. 


Our catalog No. 55 is simple, 
concise and to the point. Users 
and dealers alike will benefit by 
it. May we send you a copy? 
Today? 


T. B. Wood’s Sons Co. 


Chambe rsbur g, Penna. 


BY INVITATION 
MEMBER OF 





NEW YorK.u.$. 
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WAND AND POWER PUMPS FOR ALL USES 

















OONER or later you will have a demand for such a pump as 
this “Oil-Rite” Triplex Power Pump. When that time comes 
you ought to be fully informed about its many advantages and 
construction details. 

Fig. 99 (the catalog number of this pump) is designed for industrial 
service and general water supply. It is an automatically oiled, three 
plunger pump, in which the plungers 
are operated by connecting rods from 
gear driven eccentrics. 

Ask your distributor or write us direct 
for complete information. 


The Deming Co., 
Est. 1880, Salem, Ohio 


DISTRIBUTORS 
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Drilling Holes Costs 
Money! 


so do it the efficient way free from 
drill breakage by using 
LEIMAN 


bros. SENSITIVE 
DRILL PRESS 


The most 












SAND BLASTING 


MAKES PLATING 
QUICKER and BETTER 


sensitive drill press made 


Holds drills from 21/64 to No. 80. 
Every machine is made especially 
for this fine work so that when you 
get one you are buying right. 


MOTOR DRIVEN 


or for belt drive. 


Cleans moulding sand from castings and pat- 
terns and produces a mat finish or frosted 


effect—fine, medium or coarse. 


No experience necessary. Anyone can get 
the best results at the first try. 








Used on articles of 
METAL, GLASS, WOOD, FIBRE, 


Ae — BOTH HAND AND FOOT FEED makes the machine suitable 
RUBBER, CELLULOID, ETC. 


for any workman. A highly accurate machine with plenty of 
for drilling in metal, wood, celluloid, or any other 


power 
material. 
Hardware, USED BY Fad 
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LEIMAN BROS. 


SAND BLAST 


ELIMINATES DANGEROUS ACIDS 

INEXPENSIVE TO OPERATE 
All the dust is cenfined inside 

cabinet so that the operator 
without discomfort. 


A REAL LABOR SAVER 


If you brush, buff, dip or otherwise 

finish your goods the sand blast does 

it in short order and without expert 

labor. 

SEND US SMALL SAMPLES AND SEE 
WHAT IT DOES 





the 


works 





Name Plates, 
Brushes, 

Gas Fixtures, 
Glassware, 
Cameras, 
Combs, 
Electric Bulbs, 
Medals, 

Dies and Tools, 
Jewelry, 
Skates, 
Aluminum Jars, 
Silverware 
Caskets, 
Elevators, 
Buttons, 
Machinery, 
Gears. 

Bag Frames, 
Firearms, 
Suspenders, 
Telephone, 





LEIMAN BROS., 60-H Lispenard 


Makers of Good Machinery for 35 Years 








Electrical Goods. 








National Casket Co. 
Otis Elevator Co. 
Winchester Arms 
Franklin Die Cast- 
ing 
Claybourne Process 
Seth Thomas Clock 
Edison Phonograph 
Victrola 
Westinghouse Lamp 
Western Electric 
Spalding Skates 
Grip-N-Stix 
Pexto 
Delavergne 
Eastman Kodak 
Miller Lamps 
Corning Glass 
Reading Hardware 
DeVilbiss 
Fuller Brushes 
Thousands of other 
well known names 
are users too. They 
find sand blasting 
good—try it! 








LEIMAN BROS. 
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GAS COCK TESTER j LABOR 
for finding leaks instantly SAVING 
and indicating them unmis- OUTFIT 
takably fi 
WITH or WITH- sae 
OUT ELECTRIC GAS 

MOTOR COCK 

Tests MAKERS 


Thousands 
While 
You 
Test 
Hundreds 
in the 
Old Way 


A machine that makes testing a boy's 
job with the speed of many experts. 


St., New York 
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The 37th Year for O-B Valves 


Thirty-seven years ago—in 1888—the first 
valves were manufactured by The Ohio Brass 
Company. In those days just a handful of men, 
housed in one small building, produced all the 


O-B products. 








Today, well over 400,000 square feet of floor 
space and hundreds of men and women are busy 
in meeting the demands for O-B materials. 


And thru the years has come a confidence, 
among Plumbers and Steam Fitters, in O-B 
Valves. 





Are you profiting by this popularity? 


The Ohi 


Mansfield, 


NEW YORK, 50 CHURCH STREET 
PHILADELPHIA 
WM. P. HORN CO, PACIFIC COAST AGENTS 


@<rass Co. 


Ohio, U.S.A. 


CHICAGO, 343 SO. DEARBORN STREET 
1404 PACKARD BLDG. 


SAN FRANCISCO, PORTLAND, SEATTLE, LOS ANGELES 




























Glhe Easiest Thing, 
You Ever Sold 


AND HERE IS WHY 


First—It has absolutely novel constructive features which 
instantly appeal to your prospects. Does not have to 
be sold on bull or generalities. 


Second—We have one of the most efficient Dealer Co-opera- 
: tive Departments in the country to help you to advise 


the people they can buy it through you. 


Third—It stays sold—is a profitable business. 





Let us go into 
detail—with you. 








MARPAC TURING 
COMPANY 
WrSBONFOHIO 


IMPROVED 
HIGH SPEED 


HOIST 










AV TUBE O/LING SYSTEN 
B BALL-BEARING STEEL ORIVING PINION 
C BALL-BEARING LOWER SWIVEL HOOK. 
D SsUuPPLEMENTARY STEEL SUSPENSION PLATES 
E ANEW PROCESS ELECTRICALLY WELDED STEEL CHAIN 
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No. 6 Beaverette Easy Working Die Stocks 


Threads all four sizes, ly to 

inch, without changing die 
or bushings A thrend may 
cut while changing dies in othe 
ools. The two sets of dies 


covering the different thread 
} 





hes are held in one plate 

Both sets, however, are operated 

1y\ the sume control plate, 

ugh an arrangement of slots in which the dies ride so 
simply setting to the desired size retires the set not in 

Im \ univers | centering device does uway with loose 


The No. 6 is a compact tool, complete without loose parts 
Right or left hand, as specified, 
Price, No. 6, Complete ...... a eared are eall each $15.00 
. Extra Dies, R. or L., 13 or 14x 3g or 16x 4,4 


Inches per set 3.00 


No. 25 Beaver Easy Working Die Stocks 

Threads all sizes, i, 114, 
115 and 2-inch, or varia- 
tions from standard, with- 
out ch ingimg dies. One 
set ot dies cuts all sizes 
and is adjustable to cut 
standard, oversize or 
undersize thre ds. A uni- 
versal chuck centers all 
sizes. No loose bushings. 





Close nipples may be 


eut with this tool. In- 

stantly adjusted simply shift the handle to size and the 
tool is read It uses narrow receding dies that draw back 
with each turn, removing less and less metal, thus cutting a 
standard taper thi a and easing the work as thread is cut. 
Price, No. 25, Complete ....... 5... cccses ; each $30.00 


Extra Dies 1, 1 1, 1% nd 2-inch, R. H. per set 3.50 


No. 26 Beaver Easy Working Ratchet 
Die Stocks 


= Threads all sizes, 1, 114 
I'5 and 2-inch, withou 
changing dies. Provided with 
ratchet attnehment for 
threading pipe in ditches, 
against ceilings or walls, in 
corners, ete, Only 5 inches 
space Is required around the 
pipe. Can also be used as a 
regular stock. Contains a 
universal chuck which means pipe is always straight, without 
grip screws or bushings to bother. 


tai 7 


A 





Uses d tachable leader screw. The ideal tool for thread- 
ing in confined places or at the bench. 


Price, No. 26, Complete , weeeee..e. Cnch $35.00 
“Extra Dies, 1, 144, 11% and 2-inch, R. H. per set 3.50 


No. 30 Beaver Easy Working Die Stocks 
2 


For the oil-well trade for cut- a? 
ting 2, 2'5 and 3-inch threads 
of 11!% thread pitch only on 

ubing or standard pipe. 


] 


Not made for regular water 
| ise the dif- 





rec 
f ce inthread pitch between 2- 
inch and 2!'5-inch would limit 
its range and in the heavy 8- 
thread pitch a genred tool is 
re rey ble. 

One set of chasers threads all sizes and is adjustable. In 
bu ng new dies only one set is bought Instead of three No 
dies to lose, Six cu ting chasers are used, producing smoother 
and more pertect joints. 

Price, No. 30, Complete............. ccecee .....each $60.00 

” Extra Dies to Thread 2, 2'6 or 3-inch per set 9.00 

Resharpening Dies. .. pel naan apna ae _ 1.50 
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A Recognition of Your Individuality 


HE new series of mill supply catalogues that are 

being built on the Donnelley Unit Selection Plan 
are compiled entirely from the jobber’s standpoint, 
keeping in mind that the jobber should have the same 
freedom in selecting the articles to appear in his cat- 
alogue as he has when he buys the goods themselves. 


|. Everything applying to a given article is shown in one com- 
pact group—the heading, the illustration, the description, 
the dimensions, and the prices. This makes it possible for 
the buyer to consult the catalogue more rapidly and more 
easily, and to minimize errors in placing orders. As soon 
as the buyer locates the illustration of an article, he has 
located everything pertaining to it. 


2. The catalogues are compiled in separable, self-contained, 
interchangeable units. The jobber does not have to select 
by pages, nor even by columns. He selects by individual 
units without extra charge. Fach jobber’s catalogue is, 
therefore, “built to his measure” as regards selection of 
LOK cls. 

3. The compiling units are of one-sixteenth of a page or mul 
tiples of that size. This makes it possible to give to each 
article the space it requires without waste. 

+. The jobber controls not only the sequence of the pages, but 
the grouping of the articles on the pages by units, thereby 
securing a distinctive individuality not otherwise possible. 
He shows only the goods that he wishes to show, and he 
shows them in the arrangement he desires. 

5. The catalogues can be furnished in either 712x105¢ page 


size, or in 734x10% page size. 


6. A decided reduction is made in the number of pages re 
quired to cover a given line of goods as compared with 
other catalogues of the same page size. This is accom- 
plished by the unusually large Donnelley type page size, 
the careful, compact style of compilation, and the fact that 
the jobber “hand picks” what he considers the good sellers 
of a line, without having to show the poor sellers, unless he 
wishes to include them also. This reduction in the number 
of pages in the Donnelley catalogues is a matter of funda- 
mental importance to the jobber from the standpoint of 
the real cost of his catalogue. 


Year aiter year Donnelley’s afford the best there is 
in mill supply catalogues: by far the most extensive 
experience; the only highly specialized organization 
of practical supply men, compilers, checkers, indexers, 


and so on, in the United States; compiling, printing 


and binding complete in one organization, with undiv- 
ided responsibility and the highest financial standing; 
and the LAKESIDE Press standard of quality. We seek 
to serve you on this basis. 


ed 


PRP MNES TETAS 
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The Main Compiling Room and Office of the Donnelley Jobbers’ Catalogue Department 


This department comprises approximately 130 supply men, 
compilers, correspondents, indexers, and so on. Their entire 
time is given to the compiling of catalogues for jobbers of 
mill, plumbing, and electrical supplies, and automotive acces- 
sories. In this organization more than 1000 editions of 
catalogues have been compiled, for jobbers located from 
New York to Honolulu and from Montreal to Los Angeles. 





The supply men in the department have had practical experi- 
ence, having been associated with jobbers in Alabama, 
California, Georgia, Indiana, Illinois, Kentucky, Minnesota, 
Missouri, New York, Ohio, Pennsylvania, Tennessee, Texas, 
Virginia and Wisconsin. This organization is an integral 
part of The Lakeside Press, which has the largest cata- 
logue printing and binding facilities in the United States. 


When Real Service 


Means Money to You 


Facilities Count 


JOBBERS’ CATALOGUE DEPARTMENT 


R. R. DONNELLEY @&© SONS COMPANY 


731 PLYMOUTH COURT CHICAGO, ILLINOIS 
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the full page advertisement shown opposite will 
appear in The SATURDAY EVENING POST. 
Two and one-quarter million people every month in 
1925 will have the Black & Decker message strik- 
ingly presented by means of a full page in The 
SATURDAY EVENING POST. 





Practically every conceivable line of trade offers an 


opportunity for the use of Black & Decker Electric 
Tools. 


Thousands of industrials use these tools for produc- 
tion work, and tens of thousands of plants of all 
kinds use them for maintenance. 


Black & Decker Electric Tools are used, not only 
in plants producing articles fabricated from metal 
and wood, but for maintenance in plants of all 
kinds—textile mills, oil refineries, perfume fac- 
tories, canneries, car builders, locomotive manufac- 
turers, ship yards and even in hotels, office build- 
ings and apartment houses. 


This is only one of the many aggressive measures 
which Black & Decker are taking to make the 


handling of their line profitable to Black & Decker 
jobbers. 
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Use This Caster 


nstead of a Crane 












Br | 


Swivel 
Caster 





Patent Applied for 





The need for a swivel truck caster which is 
capable of transporting loads usually assigned to 
a crane has existed for a long time. There are 
storage spaces in practically every plant which 
could be utilized, if there were a practical way of 
moving very heavy materials and stock to and 
from these spaces. There are many manufacturing 
operations which could be speeded, and much time 
and labor saved, if materials or products could be 
shifted instantly and easily from one place to an- 
other. 








It is with considerable pride in achievement that 
we offer this Bond Roller Swivel Truck Caster as 
a solution to this transportation problem. 


CONSTRUCTION 


In this phantom view 
of the head of this Cas- 
ter, you will notice two 
raceways, one containing 
tapered and shouldered 
rollers and the other, 
high carbon steel balls. 
The rollers carry the 
weight of the load, and 
the balls are placed to 
protect the king pin from 
side thrusts and shocks. 


Ordinary cylindrical 
rollers would not func- 
tion properly, as too 
much friction is engen- 
dered by their tendency 
to run in a straight line 
instead of conforming to 
the circular raceway. 
Plain tapered rollers 
present too much con- 
tact surface to allow in- 
stant swiveling when 
under pressure of a very 
heavy load. 

This tapered and 
shouldered bearing was 
designed to overcome 
Pat. App. For these difficulties. That 

it has accomplished its 
purpose has been proven in exhaustive tests. 
The results achieved have been truly astounding STRENGTHS 
and have actually placed this caster in competi- _ 
tion with plant railroads and cranes. 








Cc. C. 


Bond Foundry & Machine Co. 


Manheim, Lancaster Co., Penna. 


For nearest distributor see MacRae’s 
Blue Book 


























Belt Joints that will 
not tear apart 
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READY TO APPLY FINISHED JOINT 


BRISTOL’S 


Patent Steel Belt Lacing 


is unsurpassed in efficiency. It can be 
easily applied to all kinds of belting includ- 
ing leather, rubber and fabric. 


Made of cold rolled steel, with sharp points 
that penetrate the belt without injuring 


the fibers. 





No special tools 
are required, 


simply a ham- 
mer. 


The points are clamped on the pulley side and 
leave no rough spots or large metal surfaces to 
hammer on the pulleys. 


It can be applied in two or three minutes, and 
thus is a big time saver. 


You are selling service when you sell Bristol’s 
Patent Steel Belt Lacing. 


Have you our Catalog No. 717-H? We will be 
glad to mail you one, together with trade 
discounts. 


THE BRISTOL COMPANY 
Waterbury, Conn. 


Branch Offices: 
Boston New York Philadelphia Pittsburgh 


Chicago Detroit St. Louis San Francisco 
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“Quality does count” 


Not all buyers are “price” buyers. 


While it is true that some buyers 
are still tempted by the salesman 
who offers them belting at a 
“price”, more and more attention 
is being paid now-a-days to qual- 
ity; for it is the quality of a belt— 
the stuff that goes into the belt and 
the way it is made — that de- 
termines its service - rendering 
capacities, while it is upon the ser- 
vice-rendering capacities of the 
belt that the buyer bases his pur- 
chase. 


And for this reason, modern belt 
buyers are placing their business 
with those mill supply houses who 





handle recognized quality lines. 
And the name “Schieren” stamped 
on the belting you sell justifies the 
buyer in placing his business with 
you because he knows that in buy- 
ing Schieren belts he can expect 


what his eyes cannot see—real 
VALUE. 


Main Office and Factory 


ane 
ee 


Distributing Branches and Dealers in All Leading Cities 
Throughout the World 


Tanneries: 
Bristol, Tenn. 


DUXBAK 
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A Manual of | 
Belting Application written 
So you Can understand it. 
Owe mile omuenelitire 
will appreciate this readable 
book. Send for your copy / 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 
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ncrease their output 25% 


The Right FiledWall Do It! 


yi 


Delta File Works A\ Philadelphia,Pa. 
‘Buy Fileage as you buy Mileage 





Send this Coupon 
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ILEAGE is an entirelv new 
and vitally important idea 
in the sale of files. 


It is being introduced to 


; the trade by means of 2-color inserts 


like this, followed up and supported 
by a complete Direct-by-mail Campaign 
embracing letters, booklets and broad- 
sides. 

This campaign will sell more files and 
make more profits for you. May we send 
our representative to explain how your 
selling effort may be advantageously 


linked with this new method? 


Fill Out the Coupon Today 


























CORED 


and Solia 


BARS 











Not only the highest 
quality bearing metal 
obtainable but the plus 
value of something na- 
tionally advertised, 
nationally known and 
nationally accepted. 
We will esteem it a 
privilege to discuss 
prices, terms and con- 
ditions of jobbing rep 
resentation. 














THE BUNTING BRASS & BRONZE CO. 


TOLEDO, OHIO 


Branches and Warehouses at 
NEW YORK CLEVELAND CHICAGO PHILADELPHIA SAN FRANCISCO BOSTON 
245 West 54th St. 710 St. Clair Ave. N. E. 722 S. Michigan Ave. 1330 Arch St. 198 Second St. 36 Oliver St. 
Columbus 7528 Main 5991 Wabash 9153 Spruce 5296 Douglas 6245 Main 8488 











When writing to Advertisers please mention M1Lt Supp irs 













TheWeakest Link | 





Replaces 
Raw Hide 
Pins 





Study these four pins 
carefully. The three 
at the top are regular 


sa 
Detroit Bakelite Pin f) 
which was used in a 


test and wore out 


it yourself. 
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CUT Your Belt 
Cost In Two 


on’t cost you a cent to prove to yourself that this little 
article will be the greatest money saver ever put in your plant. 
ie Write for a free sample for your hardest drive. 


It w 
Free Sample 


Detroit Belt Lacer Co., Detroit Mich. 


Representatives in all large cities, Licensees in foreign countries 
Jobbers and Dealers Everywhere 


for 


Liackns 
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She Trade Mark, 
. of Supremacy 


Comber 


Waterproof Leather 


Belting 
ea) RAHMANN & CO. 


31S pruce St. New York,NY. 355 Market St. Newark, NJ. 
383 W. Fayette St. Syracuse, N.Y. 











Wickwire Gray Strand Wire Rope 


The Mill Supply Dealer who carries Wickwire Gray Strand Wire 


Rope knows that he is offering his trade the very best wire rope he can ob- 





tain. 





There is a Wickwire Wire Rope of every grade—for every purpose. 
It is made of the best quality steel manufactured from ore from Wickwire 
mines, and every step in the processes of manufacture is carried on in our 
own factories. 


Iron, Crucible Cast Steel, Extra Strong Crucible Cast Steel, Plow Steel 
and Gray Strand. All sizes and constructions. Send for complete catalog. 





Highest grades of Wickwire Rope 
can be identified by the Gray Strand 











WICKWIRE SPENCER STEEL CORPORATION 
General Offices 


41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Detroit Chicago 
San Francisco Los Angeles Seattle 
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ATKINS 


SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 


— } Ld 








UD 





Xp 
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Inserted Tooth Circular Saws, Teeth & Holders; Band Saws, Narrow and Wide, made from ; : ; 
for light, medium and heavy mills. Silver Steel” in widths of % in. to 18 in. Solid Tooth Circular Saws for saw and planing 


mills, woodworking and furniture factories. 


E.C_ATRINS & CO. INDRANAPOLS. IND. 








Atkins Upset Swages for Solid and Inserted 
Tooth Saws 





< Kwik-Kut Metal Cutting Hack Saw Machines, 

Metal Band Saw Machine for cutting all kinds of AAA Non-Breakable Hack Saw Blades for belt or motor driven; capacity up to 8 by 8 in. 

metal; can be driven by belt or motor; capacity hand frames; can be twisted and abused but More economical than Circular Metal Cutting 
any size up to 12 in. by 14 in. it will not break in work. Send for sample. Saws 


Send us your inquiries for Saws of all kinds, Saw Tools and Saw 
Mill Supplies. Manufacturers of Acrolite and Ferrolite Grind- 
ing Wheels for Saws, Knives, Tools, Iron, Brass, Copper and 
other metals. Distributors of Cantol Belt Wax in paste, bar, 
stick and liquid form. Write nearest point below jor complete 
catalog No. 19 just off the press. 


Acrolite Wheels for Saws, Ferrolite Wheels for _ Iron, 
Knives and Tools. Brass, Copper, etc. 
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BELT WAX | 
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\ | 
WATERPROOF OILPROOF Y 
wens etna tat 
Stops Belts from Slipping AAA Hack Saw Frames Machine Knives for Every Purpose 
Write for free sample Template paper for the asking 


‘“‘A Perfect Saw For Every Purpose’’ 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
Home Office and Factory Indianapolis, Indiana 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities 








Atlanta Memphis New Orleans Portland — Seattle Sydney, N. S. W. 
Chicago Minneapolis New York San Francisco Paris, France Vancouver, B. C. 
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HAMILTON 


means 


UNSURPASSED 
QUALITY 


An Unsurpassed Quality in 
Mechanical Rubber Goods 


The Hamilton organization is 
manufacturing their products 
with a full realization of the 
responsibility resting upon the 
satisfactory service of these 
products. No detail is too small 
to receive our full and earnest 
attention—no demand is too 
great for solution. 


Every Hamilton product leaves 
our plant a unit of quality and 
service. Our hundreds of cus- 
tomers who buy from our local 
agents have long recognized 
this unusual quality and serv- 
ice—they know that Hamilton 
Mechanical Rubber Goods as- 
sure to them that service 
which they have a right to ex- 
pect. This established con- 
fidence is the result of adhering 
to a policy of always safe- 
guarding the customer’s in- 
terests. 


That’s why Jobbers will find 
Hamilton Mechanical Rubber 
Goods one of the fastest mov- 
ing lines to handle—assuring 
profitable returns based upon 
quick turnover and volume of 
sales due to repeat orders. Let 
us explain our attractive sales 
plan. Write us today! 


HAMILTON 
RUBBER MANUFACTURING 
COMPANY 
Factories: 
TRENTON, NEW JERSEY 


Branches: 
CHICAGO NEW YORK PHILADELPHIA 
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facturing 


productsendor 


SKF is linked with a world-wide 
eputation for delivering satisfactory ser- 
ito an investment too large to be 
by non-performance of any- 
h which it is connected. 

Therefoe SKF 
vision of factories throughout the world 
and an international organization for 
scientific research in engineering, manu- 
d merchandising to assure to 
the user a fu fall measure of performance in 
sed withthe mark 
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An Exclusive Certified Fact Campaign 


Will Help You Make Sales 


BOVE you see the first flash of a series of advertisements to manufacturers which 


will inevitably react in larger sales. 
Skayef Self-Aligning 


It is the report of an actual installation where 
Ball Bearing Hangers have replaced ordinary type hangers and 


resulted in savings which have repaid the original cost within two years’ time. 





a a 
SKAYEF HANGERS 


Have delivered satisfactory service 
throughout the world during the 
past 15 years. Their dependability 
and greater efficiency have long 
since been definitely established. 











There will be 48 surveys prepared exclusively for us 
by the engineers of the A. C. Nielsen Co. of Chicago, 
covering SKF Products. Each and every fact and 
figure secured is certified, not alone by the engineers 
making the survey, BUT also by the organization where 
the survey is made. And, this data of actual savings 
in power, time and lubrication costs will receive wide 
distributionamong the veryprospectsyou want to reach. 

If you are not a Skayef dealer—NOW— is the time 
to get ready for your share of the results from this 
certified campaign in the interests of low-cost power 
transmission. A word from you will bring full details 
of our attractive agency proposition. 

The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


1307-A BALL BEARING 








SKAYEF REEPLACE BOXES 


Developed to meet conditions 
where it may be impractical to re- 
move present hanger frames. Fit 
regular hanger frames of corres- 
ponding shaft size. Are securely 
clamped to shaft. Take care of 
shaft contraction and expansion. 
Require no adjustment. | 
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| JOBBERS of 

Mill Supplies 
Machinery 
Plumbing 


Hardware 





Automotive 
Equipment 





If interested in an up-to-date, standard size 
7'4x105-inch catalog showing exclusively your 
stock at a reasonable price—write us for our 


CATALOG SERVICE BULLETIN 


outlining to you completely our system for com- 
piling and printing your catalog, including our 
system for keeping same constantly up-to-date. 
This service relieves you of all details connected 
with such work, as it is complete and perfect. 


Cuneo-Henneberry Service Company 


455 West 22nd Street 
CHICAGO ILLINOIS 
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CALDWELL 
VALUE 


HE real worth—or value—of an article is 

predetermined by the ideals of the maker. 
It is in the doing of small things well that we 
find the final secret of quality. 





Users of Caldwell products have never ques- 
tioned the presence of superior value (quality) 
in this equipment. Once used they know this 
value for what it is. Self interest prompts 
them to continue specifying Caldwell products 
over long spans of years. 


If you need elevating, conveying or transmis- 
sion machinery promptly, address Caldwell or 
the nearest Link-Belt office. Send for Catalog MS-45. 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
Chicago: 1700 S. Western Ave. 
New York: 2676 Woolworth Bldg. 
Dallas, Texas: 810 Main St. 
Link-Belt Company Offices in Principal Cities 


























pe 

| Caldwell Line 

Elevating and Convey- 
ing Machinery. 


Caldwell Line 
Power Transmission 
Machinery. 


Bearings Helicoid Conveyor and 
Shafting Accessories. 

Pulleys. Belt Conveyors. 
Machine Molded Gears. Chain Conveyors. 

Cut Gears Elevator Buckets. 


Boots and Casings. 
Catalogs on request. 


Rope Drives. 
Chains, Wheels, Buckets 
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CALDWEL 
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Installation Simple—Service Pleasing 


HAT?’S what users say about Jones Keyless Compression Coup- 
lings. Installation of shaft couplings is an easy detail when these 
Jones products are used. 


No keyways or keys are required. They automatically center the con- 
nected shafts, and when the two flanges are drawn together over the 
tapered sleeve, the shafts are positively gripped by compression. 


These Keyless Couplings are but one of the many quality items that 
comprise the Jones Line of Power Transmitting Machinery, a group 
Mill Supply Dealers of high grade products, produced by an organization with more than 
thirty years of manufacturing experience, and endorsed by the con- 


Write in for the details of fidence of mill men everywhere. 
our attractive and profit- 
able proposition, which Learn the Jones Line and the Jones way. Write today. 


includes practical and 
effective sales helps. Tie 
to Jones advertising and 


Jones quality for a pros- ° 
perous 1925. W. A. Jones Foundry & Machine Company 
Main Offices and Works: 4411 West Roosevelt Road, Chicago 
Pacific Coast Representatives: The King-Knight Company 


San Francisco Los Angeles Portland Seattle 


Branch Sales and Engineering Offices: 


New York Pittsburgh Cleveland Buffalo 
Church and Murray Sts Union Trust Bldg. 226 Superior Ave. NW 45 Pearl St. 


Milwaukee Detroit 
425 E. Water St. 137 E. Woodbridge St. 


Jones 


ing Machinery 
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Vale Material Handling 
Equipment includes Spur- 
Geared, Screw-Geared, and 
Differential Chain Blocks, 
Electric Hoists, I-Beam Trol- 
leys, Overhead Crane Equip- 
ment and Electric Industrial 
Trucks, Tractors and Trailers. 


Factory Locking Equipment. To acquire 

locking control, security and conve- 

nience throughout the factory, use Yale 
Master Keyed Locks. 





YALE 


Chain Blocks \ for - 
Electric Hoists 4 


|-Beam Trolleys For 
Industrial Trucks {~ Shifts 



























YALE 
CHAIN BLOCKS 


“stand up’’ under 
severe overload. 

That is the requirement 
of safety. It is the 
test of quality. 


Every part of a Yale Block is made strong enough 
not only to handle the normal working loads, but 
with a reserve capacity for accidental overload. 


Note the illustration of a Yale standard one piece 
gear and pinion. The driving pinion and shaft 
transmits all the pressure and torque required in 
raising or lowering the load. This part, in the Yale 
Block, is machined from a single drop-forging and 
then heat-treated. The bearing surfaces on the 
shaft are ground to 1-1000 of an inch. The gear 
teeth are accurately cut to mesh with the plan- 
etary gears. 


And every other part in a Yale Chain Block is 
built to the same exacting specifications. Known 
wherever chain blocks are used for their great 
strength and reliability, the standard of comparison. 


The Yale.& Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 
YALE MADE iS YALE MARKED 











MARK 











Hoisting: Conveying Systems 
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For Your Convenience, Mr. Dealer! 


ROM coast to coast—in the large industrial centers—Rockwood Paper Pul- 

ley Warehouses have been established for the convenience of dealers and their 
customers. From these warehouses you can quickly get any one of 2186 different 
sizes of “stock” Rockwood Paper Pulleys from 2” to 14’’ diameters. 


WHAT THIS MEANS TO YOU 
This means that you need no longer sell inferior Paper Pulleys—or iron and 
wood pulleys with their poor transmitting capacities. It means that you may now 
sell genuine Rockwood paper Pulleys, and give good service to your customers, 
without any money tied up in such a slow-moving stock. 


YOU PROFIT BY THIS 
This nation-wide development in Rockwood Paper Pulley Service benefits the 
pulley user as well as you. It is just as though you had 2186 different sizes of Rock- 
wood Paper Pulleys from 2” to 14” diameters right at hand. And you don’t pay 


one cent premium for this service. 


Listed below are the warehouses established for your convenience. Order from the 
warehouse nearest you giving the diameter of pulley wanted, width of belt to be used, 
shaft size and dimensions of keyway in shaft. Booklet giving complete dimensions 
of the 2186 “stock” Rockwood Paper Pulleys sent on request. Ask for form 546. 


BOSTON, MASS., ROCK WOOD PAPER PULLEY STORES, Inc., Olmsted-Flint Company, Cambridge - - - 
CHICAGO, ILL., ROCKWOOD PAPER PULLEY STORES, Inc., Chicago Electric Company, 740 W. Van Buren St. - All Sizes 2 to 14in 
CINCINNATI, O., ROCK WOOD PAPER PULLEY STORES, Inc., The Doermann-Roehrer Co., 450-456 East PearISt. - All Sizes 2 to 10 in 
CLEVELAND, O., ROCKWOOD PAPER PULLEY STORES, Inc., The Strong, Carlisle & Hammond Co., 1394 W. Third St. All Sizes 2 to 14 in 
DENVER, COLO., ROCKWOOD PAPER PULLEY STORES, Inc., The Hendrie & Bolthoff Mfg. & Sup. Co., 1635 17th St. All Sizes 2 to 8 in 
DETROIT, MICH., ROCKWOOD PAPER PULLEY STORE, Inc., Spaulding Electric Company, 1344-1346 Michigan Ave. All Sizes 2 to 14 in 
INDIANAPOLIS, IND., ROCKWOOD PAPER PULLEY STORES, Inc., 1801 English Avenue - + : 
KANSAS CITY, MO., ROCKWOOD PAPER PULLEY STORES, Inc., Webb Belting Company, 1501 West Twelfth St. AllSizes 2 to 10 in 
LOS ANGELES, CAL., ROCKWOOD PAPER PULLEY STORES, Inc., Illinois Electric Company, 313 S. San Pedro St. All Sizes 2 to 14 in 
NEW YORK CITY, ROCKWOOD PAPER PULLEY STORES, Inc., W.A. Jones Fdy & Machine Co.,Church and Murray Sts. All Sizes 2 to 14 in 
PHILADELPHIA, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Charles Bond Company, 617 Arch St. - - AllSizes2 tol4in 
PITTSBURGH, PENN., ROCKWOOD PAPER PULLEY STORES, Inc., Transmission & Belting Co., 325 Second Ave. - All Sizes 2 to 14 in 
SALT LAKE CITY, UTAH, ROCKWOOD PAPER PULLEY STORES, Inc., Capital Electric Co., 310-314 W. Second South St, All Sizes 2 to 8 in 
SAN FRANCISCO, CALIFORNIA, BUZZELL ELECTRIC WORKS, 532 Sansome St. - - - - Most Sizes 2 to 14 in. 
SEATTLE, WASH., ROCK WOOD PAPER PULLEY STORES, Inc., Seattle Hardware Co., 501 First Ave. South : All Sizes 2 to 14 in 
ST.LOUIS, MISSOURI, ROCK WOOD PAPER PULLEY STORES, Inc. 801 North Second Street - - . - All Sizes 2 to 14 in 









2186 
STOCK SIZES 


ROCKWOOD PAPER PULLEYS 
(2 to 14-inch Diameters) _.. 


Ail Sizes 2 to 14:in. 


All Sizes 2 to 14 in. 
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. dia. 
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THE ROCKWOOD MANUFACTURING CO ; Indianapolis, Ind. 
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THE PROTECTION OF PIPE AGAINST 
INTERNAL CORROSION 








Practical Means of Protecting Pipe 
Against Internal Corrosion 


A “NATIONAL” Bulletin that turns the spot-light of 


modern research on this important subject. Every user 


of pipe who reads this bulletin is sure to profit by the 
practical information it contains. 


As a step toward better pipe service — 
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“NATIONAL TUBE COMPANY” 


Frick Building, Pittsburgh, Pa. 


Platesond National bBulllin Ne 3 to- 
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THE AGE OF ELECTRICITY 


years. Three-quarters of the total growth has occurred in the last ten 
years, and the ever-increasing demand for service for commercial use is 
reflected in the increased demand for paper motor pulleys. 
Growth in the Generation of Electrical Energy 
(Central Stations and Electric Railways) 
Year Total Energy Generated 
1887 . 175,000,000 kilowatt-hours 
1902 . 2,337,051,115 om 
1912 .. 17,572,000,000 
1922 47,659,000,000 
1923 . 55,674,435,000 
NING Pp | IDO tistics 
I l | rod fs 
h | pl lobbe S 
; BROW NING 
c I isin DV | » and DO id 
INCORPORATED 
MAYSVILLE, KENTUCKY, U. S. A. 
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A glance at the increase in the generation of electrical energy, as shown 
by kilowatt-hours, is a forceful reminder of the rapid strides which have 
been made in the Electrical Transmission of Power during the last forty 

















Fig. 512 
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THE NEW POWELL 
150 POUND PRESSURE GATE VALVE 


Designed for service where conditions demand a High Grade. 
compact, inside screw stem gate valve. 


BRONZE BODY—NON-RISING STEM—SOLID WEDGE DISC 


Has tapered dise and seat and gland packed. 


All valves thoroughly 
tested and guaranteed. 


SIZES 14 TO 3 INCHES 
Write for Descriptive Literature 


THE WM. POWELL COMPANY 


DEPENDABLE ENGINEERING SPECIALTIES 
CINCINNATI, OHIO 
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WMLL QUPPILU 





“the journal of quality ”’ 


AN INDEPENDENT MONTHLY JOURNAL DEVOTED TO THE INTERESTS OF THE 
JOBBERS AND MANUFACTURERS OF MILL, 





STEAM, MINE AND MACHINERY SUPPLIES 








FOUNDED IN 1910 BY.ELMER CRAWFORD 














Vol. XV 


CHICAGO, JANUARY, 1925 No. 1 








THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 
Member Audit Bureau of Circulations, Associated Business Papers, Inc., 
National Conference of Business Paper Editors, Chicago Business Papers 
Association 


B. H. CRAWFORD-McNASH, CLAY C. COOPER, 
President and Treasurer Vice-President and General-Manager. 
CARL W. MILLER, 


Secretary 


CLAY C. COOPER, Editor JOHN A. CRONIN, Assistant Editor 


E. N. GRANTVEDT, Traveling Representative 





Advertising—Advertising forms containing two-color advertisements close 
on the 20th of each month preceding date of publication. Single- 
color forms close on the 22d. If mailed after the 18th, copy, cuts and 
plates should carry first class postage and special delivery stamp 
to insure delivery. 

Subscription Rates—United States, $1 a year; 
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TUNE UP YOUR ENGINES 


“Full speed ahead” should be the order of all mill 
supply executives, for the “weather reports” from 
all sections of the United States indicate that the 
business skies are clear, and that the 1925 cruise of 
American business will be a pleasant one throughout 
the entire twelve months, and one which should 
leave joyful memories. After studying the opinions 
expressed by leading manufacturers and distrib- 
utors, which appear elsewhere in this issue of MILL 
SUPPLIES, it should not be a difficult task for any mill 
supply executive to chart his own course for the 
New Year. 

It has been many a year since the mill supply field 
has been so unanimous in its prediction as is the 
case this year. There is nothing artificial about the 
enthusiasm with which both manufacturers and dis- 
tributors are facing the coming twelve months. 

It is always helpful at the close of a year to review 
the business conditions of the previous months, 
chiefly with a view to learning what mistakes have 
been made, and, if possible, to determine how to 
avoid similar errors in the future. 

In making such a study for the year 1924, one 
finds that in general the first quarter of the year 
provided a period of good business and profits, that 


this was followed by a period of spotty business with 
a noticeable decline in the late summer months, and 
that after the elections there was a comfortable 
pickup. On the whole the year was not so good as 
had been expected at its opening, but on the other 
hand was much better than it might have been. 

However, and this is one of the points which 
demands careful thought and consideration at this 
time, there was a very marked tendency on the part 
of distributors to engage in that deadly practice of 
taking business at any price, cutting profits to the 
bone and generally causing a demoralization of 
markets. 

There is no better time for correcting this mer- 
chandising evil in the mill supply business than at 
the start of this new year, when all signs point the 
way to a long period of sustained good business. 
This problem, too, is not merely one for the distrib- 
utors to solve for the manufacturers are just as 
vitally interested in keeping their channels of dis- 
tribution in a strong, healthy condition. 

Another point for the distributors to consider is 
the growing displeasure with which manufacturers 
are coming to look upon the practice which has 
grown up of maintaining only skeleton stocks of 
supplies. Warnings against this tendency on the 
part of the supply houses are contained in many of 
the letters which appear in this year’s annual report. 
Distributors must realize that they must keep well 
rounded stocks if they are to continue to serve their 
manufacturers in an efficient manner. Those uncer- 
tainties in the business situation during the past 
year, which led distributors to use more than ordi- 
nary caution in making purchases, have now disap- 
peared, and the manufacturers are now entitled to 
greater consideration on the part of their distrib- 
utors. 

There is an apparent desire on the part of most 
manufacturers and distributors to adopt better 
business policies, and there are also many indica- 
tions that the lessons of the inflation period of a 
few years ago have not been forgotten. Neverthe- 
less, it is well to reflect again on those recent expe- 
riences, and to resolve that they shall not be re- 
peated. 

As to the manufacturers, they must remember 
that they have a powerful influence to wield through- 
out the coming year, and in the exercise of their 
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judgment in its use, lies in large measure the answer 
to whether the promise of prosperous times for mill 
supply men will be fulfilled. Manufacturers must 
use the utmost caution in the matter of price 
changes. They must not advance prices too dras- 
tically. 

If mill supply executives will only use sound 
judgment and not attempt to build beyond reason- 
able limits, and if they will strengthen their organ- 
izations so as to cultivate intensively the business 
which awaits them, they will indeed have plenty of 
reasons for rejoicing when they write “Finis” to 
Nineteen Twenty-five business. 





MORE INSIDIOUS LEGISLATION 

Any legislation which has a background of social 
uplift is quite likely to win strong support from the 
masses, and to be unhampered in its passage by any 
concerted opposition from business men. The pres- 
ent attempt to saddle on this country a “child labor” 
amendment to the constitution, is in this category, 
and because it is, there is a great probability that 
it will receive the necessary sanction by the states 
unless the thinking classes are aroused to a consider- 
ation of the insidious nature of the proposal. 

Generally speaking, the amendment would trans- 
fer from the states to the federal government com- 
plete authority over the labor of all persons under 
eighteen years of age. It is a proposal which should 
have the real thought of all responsible people, and 
one which, we believe, calls for strong opposition of 
our citizenship. It looks very much like the begin- 
ning of an effort to nationalize our youth, which 
appears to be nothing more or less than a step 
towards socialism. 

H. C. Atkins, president of E. C. Atkins & Com- 
pany, Indianapolis, sounds a timely warning to the 
mill supply manufacturers and distributors of this 
country, against this amendment. He sees in it an 
attempt to give congress the right to determine ques- 
tions which should be determined entirely by the 
individual states and by the parents. Furthermore, 
he foresees, in the event that the amendment is rati- 
fied, an overwhelming obstacle in the paths of those 
American industries which depend so largely on 
their ability to develop skilled craftsmen at a rela- 
tively early age. 

We are thoroughly in accord with Mr. Atkins’ 
views on this subject, and cannot see the wisdom of 
any proposal which would take away from the states 
the right of determination in matters so vitally 
affecting the family structure. 

To delegate to congress the right to insist that the 
youth of this country shall not be engaged in gainful 
occupation until after their eighteenth birthday does 
not appear to be a movement embodying the welfare 
of the child, or the welfare of future generations. 

Bearing on this subject, it is interesting to note 
that the United States Board of Education recently 
issued propaganda to farmers to induce the latter 
to support the proposed amendment. In one of its 
news letters was contained the suggestion that 
“many American farmers will be glad to see the 





states ratify the child labor amendment because 
they see in the amendment a means of escape from 
the ruinous competition engendered by excessive 
production of many farm commodities,” and that 
“many farmers who prefer otherwise, have been 
forced to keep their children out of school, and use 
them as a source of labor because so many other 
farmers with un-American standards of living 
through exploiting their children have forced down 
prices to the point where no profit is obtainable 
except through a source of cheap labor.” 

This federal board furthermore stated that “when 
government arbitrarily removes a big surplus labor 
element, those who have real American ideals for 
their children will hail the act as a godsend,” and 
that “many farmers will hail the amendment for 
what it is, legally enforced co-operation serving the 
double purpose of protecting children and parents 
who have real American ideals, and of protecting 
all farmers from excessive competition due to over- 
production as measured by market demands.” 

It appears as though an administrative depart- 
ment of the federal government is overstepping its 
bounds of authority in proposing that farmers should 
support the “child labor” amendment as “a means of 
escape from the ruinous competition engendered by 
the excessive production of many farm commodi- 
ties.” In other words, we have the spectacle of a 
government department urging that we bring about 
a shortage of farm labor so that the nation may be 
placed on short rations and forced to pay a higher 
price for what it eats. 

It is about time that somebody higher up stepped 
on the toes of the persons responsible for this propa- 
ganda, which is just one more example of bu- 
reaucracy’s campaign to further entrench itself at 
the expense of the public. 





SEND IN YOUR COST REPORTS 

Those mill supply distributors who are members 
of either of the two associations serving the dis- 
tributing side of the mill supply field should co-oper- 
ate with their respective secretaries by filing as 
promptly as possible copies of their cost distribution 
figures for the year 1924. 

If all members would send in these detailed re- 
ports, they would make a real contribution to the 
welfare of the mill supply business, and furthermore 
would profit greatly themselves from the informa- 
tion that would accrue to them from the combined 
reports. 

It is extremely important, if the mill supply busi- 
ness is to be conducted economically and efficiently, 
for each distributor to know his own cost of dis- 
tribution. It is likewise important that he know 
what the average cost of distribution is so that he 
may compare his own cost with this average, and 
determine means for paring down his overhead ex- 
penses wherever possible. 

At a recent mill supply convention, one member 
gave a very apt illustration of how a study of the 
average cost of doing business as reported to his 
association, had been helpful and profitable to him. 
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He had noticed that his average cost of insurance 
was somewhat higher than the general average. 
After exchanging experiences with other members 
of his association, he had an insurance audit made, 
and as a result the savings in his next year’s insur- 
ance premiums amounted to more money than he 
had expended in dues to his association for the 
entire period of his membership therein. 

This is merely a specific instance of the value of 
this interchange of experiences. The general value 
is largely in the fact that the distributor who makes 
an annual report is brought to the realization of the 
fact that he has a cost of doing business, and that 
if he is to make a profit in his year’s turnover, he 
must take this cost into consideration. 





SALARIES OF POSTAL EMPLOYES 

It is generally accepted as a fact by all fair minded 
people that the compensation of all classes of em- 
ployes of the postal service is inadequate, but there 
is a wide diversity of opinion when it comes down to 
deciding what class or classes of the government’s 
customers are to pay the bill when salary increases 
are made, as they surely will be, and very soon. 

Our political law-makers at Washington not long 
ago said, “Sure, give the poor carriers and clerks 
more money,” and passed legislation to that effect, 
but neglected to appropriate any money to carry out 
their philanthropic ideas. President Coolidge, de- 
spite an impending presidential election and the 
frenzied appeal of politicians in both parties, bravely 
and very properly vetoed the measure. Now they 
talk of passing it over his veto, but hesitate because 
of the overwhelming endorsement accorded to him 
and his policies. Even our honored congressmen 
and senators sometimes fear they may be sent back 
to the home towns by outraged constituencies. 

Conceding that these postal employes deserve an 
increase in pay, then if congress is to give it to 
them it must appropriate the money, and then pro- 
vide the machinery that will grind out the dollars 
so disposed of. The cry is now, in congress, to 
raise postal rates so that the postoffice department 
will be a self-sustaining or money-making enterprise, 
although from the time of the inception of this ser- 
vice, until very recently, such a result was never con- 
sidered desirable or possible. The service was 
founded for the convenience and education of the 
people, for the free and easy transportation of the 
written and printed word, and more recently for the 
movement of butter, eggs and rat-traps from the 
producer to the consumer through the medium of 
the parcels post. From the day of the pony express 
to the airplane service of today, the users of these 
channels of communication and barter have never 
paid the actual cost, with the exception of first-class 
mail in recent years. 

During the great war all publishers of magazines 
and newspapers willingly accepted and paid an in- 
creased rate amounting to several hundred percent, 
for the transportation of their products through the 
mails, believing it a war measure which would be 
repealed or reduced of its more burdensome features 
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when the war was over and other emergency taxes 
were reduced or abrogated. The tax on publishers 
still operates at peak load, and now our law-makers 
at Washington are thinking of extending the load, 
without an adequate investigation to prove either 
the cost of the service or the breaking point of the 
industry on which they propose to experiment. 

No one expects, or is expected to pay the cost of 
his parcel post service, or for the delivery of his 
business paper or magazine to his door, although 
publishers contend they are now paying this cost in 
full. The government does not know what this ser- 
vice costs, despite large expenditures for congres- 
sional committees at various times which intended 
or pretended to solve the problem. Usually by the 
time they get around to make a report, changing 
conditions have rendered it obsolete. For one thing, 
and a very serious one at that, the government and 
its thousands of agents and agencies annually flood 
the postoffices and railway cars with billions of 
pieces of mail matter. All of it is carried free, the 
expense being eventually distributed on the cost 
sheets to the different classes of mail matter that 
does pay. A proper cost accounting system can 
never be inaugurated until the government pays its 
way in the postal service, by making detailed ap- 
propriations for its various departments, even 
though this would mean simply the transference of 
money from one pocket into another. 

It is probably too much to expect the reading 
public to become very much exercised over the im- 
pending attack on their reading matter, whether it 
is light reading or highly educational, but the matter 
is one important to the welfare of the entire country, 
and in eventual results will be recognized as an at- 
tack bound to abridge the educational facilities of 
all of us. 





CONGRESSIONAL SHORTSIGHTEDNESS 

There are conditions existing in Washington re- 
lating to the housing of several great departments 
of the government that would not only be a disgrace 
but impossible in any corporation in the United 
States. The situation in the Department of Com- 
merce is typical, and prevents an efficient or econom- 
ical administration of its tremendously important 
business. 

In the first place it has no real home, being a 
tenant in a privately owned office building, threat- 
ened with eviction in a couple of years if Uncle Sam 
does not come across with the right price. This ap- 
plies to the administration building proper, while 
branches of the service are scattered over all Wash- 
ington, in other office buildings and in flimsy 
government owned fire and health traps erected 
during the war. Economy is a fine thing, and we 
are all for it, but this failure of congress to appro- 
priate money for proper buildings to house the De- 
partment of Commerce and the valuable records in 
the pension and patent offices is uneconomical and 
acrime. The loss that would result should fire de- 
stroy the records in either the pension or patent 
offices would be beyond calculation. 
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RESULTS | 


The Objective 


The entire sales program and objective of The 
Mechanical Rubber Company has been, and is 
based on these points: 





First—To provide distributors the nation over 
with a genuine, constructive plan for the sale of 
Mechanical Rubber Goods and Packings. 


Second—To issue costs that insure ability to com- 
pete in a competitive market at a profit. 


Third—To rigidly sustain quality and integrity of 
product, creating good-will and winning the re- 
peat order. 


Fourth—To provide a more complete line of mer- 
chandise than is available from any other source. 


Fifth—To render every reasonable aid and service 
in promoting sales and sustaining the welfare of 
the distributor. 
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COUNT 


The Result 


A policy is judged by its result. 





The result for 1924 has been exceedingly gratify- 
ing, the number of our new distributor accounts 
and the volume of our business surpassing any 
previous record. 


Business plays no favorites. 


Beyond doubt this gratifying growth was attribut- 
able solely to the fairness and soundness of our 
policy toward the distributor. 


These facts, we believe, will receive even greater 
recognition in the months ahead. 


Our distributors, many of them, have succeeded 
beyond their expectations, and that is a fact that 
cannot be concealed. 





Results count. 
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Look for Twelve Months 





of Substantial Business 


Genuine Confidence That the Year Nineteen Twenty-Five Will Prove 
Very Profitable For Mill Supply Men Who “Keep Their Heads,” is the 


Predominant Tone of the Views Expressed by Leading Manufacturers 


And Distributors, Representing All Sections of the United States 


Mill supply manufacturers and distributors are looking 
ahead to 1925 with genuine confidence that it will prove 
to be a year of substantial business, with great oppor- 
tunity for profits for those organizations whose execu- 
tives exercise sound business judgment. There is a gen- 
eral feeling that industrial America is entering a period 
of prosperity which will last throughout the entire twelve 
months of the year, and which gives further promise of 
being sustained for a longer period. It appears impera- 
tive, however, that business men “keep their heads” and 
avoid the certain distress which is inevitable if they 
permit themselves to be drawn into a period of inflation. 

The domestic situation in the United States today is 
indeed a happy one. Those elements which combined to 
upset business confidence during the year 1924 have been 
dispelled. The election of President Coolidge and his sub- 
sequent messages on vital questions have instilled a 
general feeling of joyful satisfaction into the business 
world. No longer is there any apparent fear of planning 
for future expansion. The farming population as a 
whole is in a more prosperous condition than has been 
their lot for many years, and even in those sections where 
cattle raisers have been rather hard hit in recent months, 
there appears to be a hopeful outlook for the coming 
spring and summer. In certain coal mining sections of 
this country, local conditions are not so cheerful as they 
might be, but the promise of an early betterment in 
these localities is encouraging. 

The foreign situation has taken on a more wholesome 
aspect than at any time since the world war, and with 
the Dawes plan giving indications of successful opera- 
tion, there is great probability that our international 
trade will experience a marked upward tendency. There 
is, however, a possibility that a revival of severe com- 
petition from abroad may be felt in the not far distant 
future, and what results from this may be on the 
domestic situation is a matter for conjecture. 

Nineteen twenty-four witnessed twelve months of de 
cidedly spotty business in the mill supply field. While 
a few manufacturers report that their volume and profits 
have exceeded their expectations, the more general ex- 
perience has been that, while they have not lost money 
during the year, they have not made very much. One 
big contributing cause has been the presence throughout 
the period of severe competition, with a consequent par- 
ing down of prices. 

On the politica! side of the fence, the most salutary 
event of the year 1924 was the crushing blow which the 
American people delivered against the radical forces, 
which have been threatening the very bulwarks of this 
country. The reduction of taxes and the unfaltering 
stand of the federal administration in upholding honest 
business efforts have also been outstanding achievements 
of the year now closing. 

In the distributing end of the business, there has been 
an unusually marked element of profit slashing that has 


cut down profits below a fair margin on investments. 
The action of these “cut price houses” has created a dis- 
turbance in many sections of the country, and the ery 
for more intelligent merchandising methods is becoming 
louder than ever, particularly at this time, when the 
business outlook holds rosy prospects for those who 
refuse to toss profits aside in order to secure volume 
business. 

Another healthy sign that has appeared in the mill 
supply field within the past year is the increased interest 
which is being exhibited by mill supply manufacturers 
in jobber distribution, and the widespread support which 
is being accorded in the promotion of more effective 
means of co-operation between manufacturers and dis- 
tributors. 

The foregoing is a summary of the views expressed 
in the following reports, which have been made especially 
for MILL SUPPLIES by manufacturers and distributors in 
all sections of the United States: 


From S. P. Browning, vice-president and treasurer, 
The Ohio Valley Pulley Works, Maysville, Ky.—We have 
vour letter of December 6th asking our opinion as to 
what we expect of the year 1925, and it is interesting 
to read again the letters which you published a year 
ago. 

Reviewing our own letter, we find that the year 1924 
has turned out about as we anticipated. Everything we 
hoped for has not come to pass, but even so, the year 
1924 has been much better than it might have been. 
The congress did not see fit to follow entirely the recom- 
mendations of the president and the secretary of the 
treasury in the matter of a reduction in taxes. How- 
ever, a reduction was made and we believe that reduction 
has been refiected in the general business of the coun- 
try. Had the reduction been made on a more scientific 
basis, we believe better results would have been had, 
and we are confident that either in the present short ses- 
sion, or during the first session of the new congress, a 
readjustment of taxes will be made, which will very 
greatly benefit the business situation of the country. 

One of the outstanding accomplishments for the year 
now closing is the acceptance and putting into effect of 
the Dawes plan for the rehabilitation of Germany and 
the European countries which are more or less dependent 
upon Germany for stabilization of their financial situa- 
tions. All of these countries normally import large quan- 
tities of cotton, copper and other raw materials, and a 
large volume of manufactured products. The export 
statistics for the last few months show a continued ex- 
pansion of our shipments to foreign countries, and as 
the purchasing power of these countries is increased 
by orderly progress back to normal, the demand in this 
country for all manufactured products should likewise 
increase. 

The success of the Dawes plan, the outcome of the 
last election in Great Britain, and the tremendous en- 
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dorsement given the conservative policies of President 
Coolidge are, in our judgment, three outstanding factors 
which will make for world’s stabilization, and which 
will have a tremendous influence on the orderly conduct 
of business for years to come. 

The keynote of the present administration seems to 
be efficiency and economy. No one can quarrel with 
either of these programs, and if congress co-operates 
by carrying them into effect, and granted that we may 
have our share of good crops and orderly progress in 
our domestic affairs, we have every confidence that 1925 
will prove a most satisfactory business year. 

Ordinarily, the stock market anticipates, rather than 
reflects accomplishments, and certainly the trend of the 
market since the election proves what the financial inter- 
ests of the country expect. It is to be sincerely hoped 
that there will be no undue inflation either of the cur- 
rency or of commodity values, for all of us will prosper 
more if business expands in an orderly way than if 
there is an extreme inflation. 

Our own volume of business for the year 1924 will 
exceed that of 1923, and, in fact, will exceed any year 
since 1920. We are devoting a great deal of our attention 
to the manufacture of Browning paper pulleys and kin- 
dred lines, and have greatly increased this year our 
facilities to take care of our rapidly expanding business 
in this department. 

Altogether, the future looks very bright to us, and we 
believe every organization which is efficiently managed, 
and which is manufacturing products which promote 
the general good of the country, will have a very pros- 
perous year in 1925. 


B. H. Ackles, manager of the factory supply depart- 
ment, The T. B. Rayl Company, Detroit—The mill sup- 
ply business in Detroit for the year of 1924 has been 
spotty, but as we are drawing this year to a close we 
find that sales have been very interesting. This no 
doubt is due to the first three months of this year, which 
produced a volume of business that we had never had 
before in the history of our company. 


Overhead expense has not been lowered any during 
1924, while percentages of profit are smaller. 
We are pleased to note that a great many leading 


manufacturers are coming to the conclusion that the 
proper method of distribution is through the mill supply 
jobber. We have had a number of instances where 
these manufacturers have come to us this year. 

We believe that we are going to have a very substan- 
tial business in 1925. Speaking for Detroit, we depend 
practically on the prosperity of the North American 
Continent, which at the present time indicates that there 
will be a heavy demand for automobiles, which will carry 
through the entire year of 1925 


From Jacob D. Cox, Jr., president and general manager, 
The Cleveland Twist Drill Co., Cleveland—I recall that 
a year ago I had the rashness to prophesy that business 
would be depressed during 1924, with some recovery in 
the fall. This was quite contrary to the general opinion 
at that time, and I even had a few letters from some 
of your readers wanting to know how I got that way. 

At the present time I am glad to say that I can see 
only good business for the year ahead. It seems to 
me that we have turned the corner, and are definitely 
on a long upward trend which should ordinarily be 
expected to last through 1925 and most of 1926. Whether 
such an expectation will be realized is, of course, always 
a gamble, but the only influence that I can see that 
would be likely to interrupt such a movement would be 











the revival of extreme competition from Europe. Wages 
and prices on a gold basis are lower in most of the 
European countries than in this country and we may, 
before many months, begin to experience severe compe- 
tition from abroad. Barring this development, I cannot 
see anything but continued good business in 1925. 

We are at the present time advising all dealers han- 
dling our line to put in comfortable stocks and be pre- 
pared to take care of an increasing business. We seem 
to see evidence in the orders reaching us that many deal- 
ers have allowed their stocks to become badly broken, 
and are relying on the manufacturer to fill very small 
orders which the dealers ought to be able to fill imme- 
diately from stock. Such a policy, we believe, is an 
unduly expensive one, both for the dealer and the manu- 
facturer, and besides does not give the customer the 
prompt service which he is entitled to expect on these 
small orders. I believe it is better business and will 
prove more profitable in the long run for dealers to 
carry a substantial stock and be prepared to fill all ordi- 
nary orders without recourse to the manufacturer. I 
think such a policy should prove particularly profitable 
in the year ahead. cal alee 

From George Puchta, president, The Queen City Sup- 
ply Co., Cincinnati—A year ago I said that our business 
was good for 1923, and we expected a better year in 
1924, but in this we were disappointed, the reasons 
being—first, disappointing and delayed legislation of 
congress; next, the prospective presidential nominations, 
then the campaign and the possibilities if certain things 
came to pass; then the long delay of the German repara- 
tions which was finally disposed of by the Dawes com- 
mittee; and then the presidential election. All of these 
matters disturbed confidence and invited caution in fur- 
ther movements of business, but they are now all out 
of the way and brought to a satisfactory conclusion. 

The sun is shining once more on the business world. 
Confidence has been established, the railroads and busi- 
ness have no fear of unfavorable legislation, and 
increased buying has begun. 

My opinion is that the supply business will be good in 
1925, and I shall be very much disappointed if it is 
otherwise. a 

From H. W. Strong, treasurer, The Strong, Carlisle 
& Hammond Co., Cleveland—We have had a very uncom- 
fortable sort of year. We started in January very well, 
and February was fair, but from then on it got rapidly 
worse and it has not amounted to anything as a money 
maker. 

Next year, we believe, will be better, but we have 
missed our guess so many times on conditions lately that 
we are not inclined to spend any of that money yet. 

Supplies have increased in volume during the past 
four months but the buying has not been stimulated 
very much as yet in machine tool lines. 


From Charles E. Brinley, president, The American 
Pulley Company, Philadelphia—The past is dead and 
prophesying is a dangerous game. 1924 was a dull year. 
No smashes nor heavy liquidations, but no business of 
importance either. Prices have been badly cut up in 
most commodities, the result of a highly competitive 
market with not enough to go around—a disagreeable 
situation while it lasts, but probably a healthy economic 
phase, all things considered. Costs are generally too 
high and a bad year makes people attend to business. 
Incidentally, I think we shall have to adjust to lower 
levels before we are done. It will take more than senti- 

















t 2 
po ee > 4 
‘ 


Our Sales Promotion {| 


Plan Will Help You {| 


Sending the prospect to 
the dealer’s store te buy 
is the aim of Dodge ad- 
vertising. Helping the 
dealer to identify himself 
as the local Dodge dealer 
is the aim of our dealer 
sales promotion plan. 


Let us tell you how this 
builds sales. 
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» | Any Service— 


the 


Rugged Oneida .- 


When you recommend Oneida Steel Split 
Pulleys, you are using a name with which 
thousands of industrial buyers are familiar 
because of long years of publicity backed by 
successful performance of the pulley itself. 
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ment to keep our friends abroad from jumping into 
our markets in America. I suspect that 1924 was influ- 
enced downward by this fact more than is generally 
realized. And yet spreads are none too large. The 
coming years will provide some food for thought. The 
year 1925 looks promising. The country’s credit is good, 
crops very fair, political situation reassuring. <A reac- 
tion upward is due. The danger is that if good times 
come, we shall spoil it by runaway prices. Already 
base commodity prices have stiffened. We ourselves are 
chiefly interested in steel and that is moving rapidly. 
A good time to keep our heads. Slumps have an uncom- 
fortable way of following booms. 





From George M. Verity, president, The American Roll- 
ing Mill Co., Middletown, Ohio—The general business 
situation is, all things at home and abroad considered, 
the best it has been since before the great world war. 
Much of human unrest and of so-called radicalism was an 
inevitable aftermath of the war. It could not be other- 
wise. 

That spirit of radicalism, which had grown so un- 
usually bold, culminated in a national political campaign 
in which the main issue was radicalism of the extremest 
sort and all that it stands for as against sound conserva- 
tism as founded on the Constitution of the United States. 

The lines were clearly drawn and it resulted in a 
great victory for the fundamentals that have made this 
great country just what it is—the most forward look- 
ing, peace loving, thrifty and prosperous nation in the 
world. 

A feeling of security regarding respect of individual 
property rights, and the opportunity for legitimate busi- 
ness to again become constructive in its efforts, pervades 
the land. Many handicaps have been removed, new and 
favorable conditions have been created and our pros- 
perity during the period just ahead would seem to be 
limited only by our ability to fully and properly advan- 
tage the opportunities that now confront us. 

It would seem as though the next three years should 
create a high watermark in American prosperity of a 
sounder sort than we have ever enjoyed. 





From Farnham Yardley, president, Jenkins Bros., New 
York—We are closing one of the most satisfactory twelve 
months of our sixty years of business existence, notwith- 
standing the fact that conditions in this country have 
been affected by the uncertainties incident to a presi- 
dential year. We feel that as a result of the conserva- 
tive elections both in this country and abroad, and of 
the sound fundamental conditions, we can look ahead 
with confidence. _ 

From Joseph M. Hottel, secretary, Delta File Works, 
Philadelphia—Referring back to my letter of a year ago, 
when the scenery was all set for a strong go-ahead move- 
ment in all business, provided the administration poli- 
cies at Washington were carried out by congress; it 
made the future very rosy at that time, but congress 
elected to go mud slinging for the coming year’s elec- 
tion and ignored all common sense and business methods 
as pointed out by the administration as the straight and 
narrow road that leads to market. The result was that 
we all suffered from this asinine policy; but the people 
spoke in no uncertain terms on Nov. 4th, and if there 
is any sense left in the dying congress, that has just 
been called together, it will in some measure, at least, 
enact necessary legislation in a businesslike manner and 
not build up further resistance to Mr. Mellon’s policies. 
But, the picture has been once more thrown on the 





screen, and the scenery has been perfectly outlined in 
the perspective so that beyond any question of a doubt, 
we are headed for a good long period of continued and 
prosperous business on a sound and equitable basis for 
all. We believe that the business for 1925 in the mill 
supply industry will be the best that it has experienced 
in a great many years. 


From Alvin M. Smith, president, Smith-Courtney Co., 
Richmond, Va.—While we have made no money to speak 
of in 1924, we have not lost any and, in view of the 
statement made to the writer many times in the past 
ninety days by executives of other firms in this industry, 
our particular position seems to be the average. 

Despite this, we have not been at all pessimistic as 
to the business situation, except that it has been a year 
of the most unbridled, ignorant and unscientific price 
cutting that we ever have been through in our entire 
history in this business. 

It is sad to see so many intelligent executives sacri- 
ficing the profits of their stockholders in order to make 
sales. It is little short of dishonest. No executive serv- 
ing a corporation in which the stockholders are just as 
much interested as he is, has any right to give away the 
profits that should accrue to those stockholders. 

For 1925 we expect great things—not a rip-snorting 
business boom, with a dull thud to follow, but a gradual 
improvement, with better profits and some higher prices 
from the manufacturers. We are not inclined to think 
that the advances will be radical. We don’t believe the 
manufacturers expect to make them so, for they are 
interested in getting up to as near 100 per cent capacity 
as they can, and radical advances in prices undoubtedly 
would prevent that. 

The territory which we cover is in good financial con- 
dition. While in some sections farm crops have been fail- 
ures, owing to unfavorable early and late seasons, yet, 
as a whole, the farm interests are prospering and are 
getting good prices for their commodities. 

The textile mills are working practically full time 
now, and new business is coming in from them. The 
railroads never were more prosperous, and they are buy- 
ing liberally. Considerable road work is still going on, 
which is keeping the road contractors busy, and building, 
while not on a boom, is steady. Altogether, we are 
very optimistic as to next year. 

From J. E. Dilworth, president and treasurer, J. E. 
Dilworth Company, Inc., Memphis, Tenn.—We have no 
trouble in telling what the past has been; but to fore- 
cast the future—that is something men are given large 
salaries for doing. Our business for 1924 has been 
fairly satisfactory in volume, but not satisfactory in 
profit because of the tendency on the part of some job- 
bers to secure orders regardless of price. 

Indications seem to point to a larger volume of busi- 
ness for 1925. In fact, there seems to be some indica- 
tion that there is a possibility of a runaway market. 
However, we hardly expect this, but we do confidently 
expect a larger volume for 1925 than we had in 1924, 
and we sincerely hope that there will be a little more 
profit in next year’s business for us. 


From T. W. Lewis, president, Lewis-Brown Company, 
Inc., Memphis, Tenn.—We have been very well satisfied 
with both our volume of sales and profits during the 
last year, with a few exceptions, as there has been a 
great deal of price cutting and unnecessary competition 
in the heavy steel and iron line, but we feel that the 
manufacturers are now stiffening up on their prices and 
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the jobbers will undoubtedly catch the idea and soon 
find out that they are foolish to continue this price 
cutting idea. 

Collections have been fair during the year, and we 
are looking forward to much improvement during the 
coming year. Everyone seems to feel that we have a big 
future ahead of us in all lines, including lumber as 
well as agricultural interests, and we are preparing 
ourselves both at Memphis and Helena to take care 
of our trade as promptly as we have done in the past 
at Helena. 


From E. Porter West, assistant general manager, 

Detroit Belt Lacer Co., Detroit—Our growth and devel- 
opment during 1924 have been steady and consistent. In 
spite of the pre-election slowing down of business, our 
total sales for the year have increased over 1923. As 
the merits of Detroit belt lacing become better known, 
it is being standardized more and more in the indus- 
tries, large and small. 

With the able assistance of your good journal, we 
have added extensively to our friends among the job- 
bers and are getting splendid assistance and co-operation 
from them. 

Our export business is increasing by leaps and bounds, 
scarcely a week passing that has not brought us two 
or three new distributors. 

With the development of the Detroit bakelite pin to 
replace rawhide, and the addition of fifty per cent to 
our floor space, we look for 1925 to keep us hustling. 


From E. L. Rilling, manager, Hollands Manufacturing 
Co., Erie, Pa.—We believe the unsatisfactory volume of 
business in many lines during 1924 was due to the 
action of congress and the United States senate in pass- 
ing legislation that was adverse to business. 

Our volume of business was very satisfactory for the 
first quarter of 1924, but there was a gradual decline 
during the second and third quarters and a slight 
increase in the fourth quarter. We feel that the prospects 
for better business for 1925 are very good. However, 
the continuation of the improvement will depend largely 
on our ability to prevent inflation of prices. 

The foreign situation seems to be very much improved, 
but unless prices of American products can be kept 
within reason, it will be impossible to compete with manu- 
facturers in the foreign field. 

We look for the improvement to continue gradually 
and believe that the last half of 1925 will be better than 
the first half. 


From A. ©. Rynde rs, White Star Company, Wichita, 
Kansas—Our business for 1924 has been fairly good 
and we expect it to pick up during the foremost part 
of 1925. The advance in price of grain has enabled a 
good many people in Kansas to pay their debts, there- 
fore their credit will have been strengthened for the 
future and in due time this will reflect on the mill sup- 
ply trade. 


From F. A. Crush, vice-president, Andrew Cowan & 
Co., Louisville, Ky—Our business, as a whole, during 
1924 has not been what we had hoped for at the begin- 
ning of the year; yet taking into consideration the con- 
ditions and circumstances which existed during the year, 
it has been quite satisfactory. Collections have been 
good; very much better than during the year 1923. 

Now that the presidential election is over, with the 
encouraging messages of President Coolidge, and know- 








ing where we stand, we see no reason why business for 
1925 should not be most satisfactory and show a decided 
improvement over 1924. 

We are optimistic as to next year’s business and are 
making our plans accordingly. Indications point to an 
advance in some lines and if these advances in prices 
are not too drastic, manufacturers will be more inclined 
to make additions and improvements in their plants. 


W. R. R. LaVielle, president and treasurer, Neill-La 
Vielle Supply Co., Louisville, Ky—An analysis of condi- 
tions as we see them reveals the fact that while our vol- 
ume has not suffered in the extreme, competition has 
been quite active and forced prices down to a _ point 
where we realized little or no profit on the several trans- 
actions. Our cost of doing business has remained high 
with little hope of a reduction in the future. All of 
which impresses upon us the necessity of exerting every 
effort to increase the profit per sale, rather than attempt 
to build up a big gross volume. 

We feel that in our own case, had we paid more atten- 
tion to the details of each individual sale, perhaps our 
profits would have been greater, for the volume of busi- 
ness this year compares favorably with others. 

We feel that the year 1925 holds for us a good volume 
of business, but it will require close attention to details, 
diligent and conscientious work. 

Collections have not been extraordinarily good, but 
we look for an improvement along this line when gen- 
eral business conditions begin to respond to the opti- 
mistic feeling that seems to be spreading over the 
country. 


From William C. Morrill, Chas. Morrill, Inc., New 
York—Business has improved considerably and we look 
forward to 1925 as being a much better business year 
than 1924. 

During 1924 there have undoubtedly been a great 
many concerns doing business on little or no profit and 
this, together with the fact that the United States gov- 
ernment has thrown a great many tools upon the mar- 
ket, has disturbed it considerably. However, this is now 
all over and we believe there should be a very good mar- 
ket in the future for high grade tools and supplies. 

From J.W. Wright, president, Colcord-Wright Machin- 
ery & Supply Company, St. Louis—While 1924 by no 
means has been a record breaking year with us, never- 
theless we do not feel that we have any particular cause 
for complaint as we are going to have quite a satisfac- 
tory showing. We are particularly gratified at the way 
the year is closing, as there has been a decided improve- 
ment, and we consider the outlook very promising for 
1925. We shall be disappointed if it is not better in 
every way than 1924. 


From Robert M. Williams, president, Thos. Cor & 
Sons Machinery Co., Little Rock, Ark—This has been 
a very good year for our company both from the stand- 
point of volume and collections. We as yet are not in a 
position to determine our net profit for the year, but 
feel satisfied that our earnings will be better than for 
1923. 

During the past year we have been seriously affected 
by a price-cutting war existing in this part of the coun- 
try, but we believe that there is a feeling among the 
jobbers to do away with practices of this kind, for as 
the year closes low earning sheets will convince many 
of them that another year has been lost, you might say, 
and they will go into the New Year with a resolve to 
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either get a reasonable profit on their merchandise, or 
allow it to remain on the floor. 

Arkansas has already ginned over 1,000,000 bales of 
cotton this year and is not quite through. This places 
in the hands of the farmers from this crop alone over 
$100,000,000, and many an old and slow debt has been 
liquidated. A renewed activity in buying is bound to 
result from this healthy condition. With the same situa- 
tion applying to farmers throughout the country it would 
appear that 1925 should be a very active year. 

In our opinion this coming prosperity can be swept 
aside with one blow by a too rapid advance in prices, 
and our company for one will exercise a very cautious 
buying program and will pay strict attention to mer- 
chandising rather than playing the market. 

From Joseph E. Neily, sales manager, M. J. Daly & 
Sons, Waterbury, Conn..—We have no hesitancy in say- 
ing that we believe 1925 is going to be a good year in 
the mill supply and kindred lines. We are not looking 
for any boom in business, nor do we want to see such a 
boom, but conditions generally are very satisfactory 
state-wise, nationally and internationally, and we can all 
afford to be optimistic and let ourselves out a little. 

W.R. Olds, president, The C. H. Wood Company, Syra- 
The vear 1924 has not been as satisfactory a year 
as the first three or four months gave promise. However, 
business apparently is increasing at the present time 
and we are really looking forward to a very substantial 
increase in business during the year 1925, and are 
already planning our purchases of goods accordingly. 


CUSE 


H. P. Ranney, president, The Bettcher Stamping & 
Mfg. Co., Cleveland—Our business during the current 
year was very good up to July Ist. It then fell of con- 
siderably until about October Ist, at which time there 
was a material change and our orders have been increas- 
ing continually in both number and vviume since that 
time. 

In our opinion the steel industry will have a fairly 
profitable business during the coming year. Practically 
all industries which purchase iron and steel articles have 
been buying from hand to mouth for a considerable 
period of time, and with the pick-up which all business 
is experiencing, we believe that all manufacturing indus- 
tries will be fairly busy, and with profitable business, 
during the entire year now so close at hand. 

From A. Morris Care y, preside nt, Carey Machinery 
and Supply Company, Baltimore—We are looking for- 
ward to 1925 in a very optimistic frame of mind. Since 
the election we have been doing substantially more busi- 
ness, and the whole aspect of business so far as this 
section is concerned seems to have changed. Unless 
there are some complications which we do not now fore- 
see, we look for a good year in 1925. 

From J. A. Scallan, president, The Scallan Supply Co., 
Cincinnati—During the first nine months of this year, 
we had a very satisfactory business. However, during 
the last few months, we have experienced a slump in 
the volume of sales, but we look forward for a large 
business next year. All prices are firm, and everything 
indicates a very prosperous year for 1925. 





From Henry L. Russell, president, J. Russell & Co., 
Inc., Holyoke, Mass.—We think, considering conditions, 
we should be very well satisfied with the business for 
1924. 


Without question our business was very similar 








to the other fellow’s. We started in well at the first of 
the year and took a slump during the summer months, 
but business for the past six or eight weeks has shown 
quite a steady increase and from all appearances we 
look for a good business during the entire year of 1925. 





From James C. Schusseler, secretary, Standard Supply 
Corporation, Baltimore—Business during the past year 
has been very good with the exception of one month, 
namely August, and we are very well pleased with the 
results. 

We are anticipating further increase in volume during 
the year 1925, and to all appearances it seems that prices 
will be slightly higher, netting the jobber a much better 
margin of profit. 

Collections have been slow during the past three 
months, for which lagging it is impossible to account. 
Should the anticipated advance take place during the 
first quarter of 1925, it will, of course, make a change 
in collections. ets. 

From John F. Rudisill, H. B. Mehring & Co., York, 
Pa.—The year 1924 had for us many discouraging fea- 
tures. Our business reached its lowest point in July, 
and each month following we have shown an increase 
of volume. 

We have already taken a number of orders for ship- 
ment after January 1, 1925. Our customers in this 
section are all optimistic; many of them have already 
succeeded in obtaining orders to keep their factories 
busy for the first several months of 1925. 

We look forward to a prosperous year and there is 
every indication in this section that our anticipations 
will be realized. 


From William E. Cross, treasurer and director of sales, 
Victor Saw Works, Inc., Middletown, N. Y.—It would 
be difficult to express greater satisfaction than we now 
have after reviewing our volume of business done over 
the past twelve months. We have received every indica- 
tion of an even better business period for the coming 
year. 

It is quite true the hardware jobbers and mill supply 
dealers are not heavily stocked at the present time, due 
to their not desiring large inventories January Ist. This 
fact, however, means greatly increased sales immediately 
after the first of the year. 

Our success is attributed in no small manner to our 
policy of co-operation with the hardware jobber and 
mill supply dealer. Our dealers know they have our 
support and it is this combination that fits us for the 
bigger and better business period we believe we are 
about to enter. 

From C. C. Gibson, president, Mullins Body Corpora- 
tion, Salem, Ohio—Our volume of business for 1924 has 
on the whole been very satisfactory. However, as prac- 
tically our entire product is used in the manufacture of 
automobiles, we have felt the slowing up that has af- 
fected the entire industry. 

Competition has been extremely keen, necessitating 
careful attention to costs, and we feel that we have 
reached a period in our line of business when profits 
must be made from saving in overhead and in reduction 
of general costs. 

We have every reason to believe the year 1925 will 
show a healthy increase in our line of business. We 
do not anticipate an immediate boom in the automobile 
industry, but rather look for a steady increase that will 
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bring far better results, both to the automobile industry 
and parts manufacturers, than the wild flurries that 
F have occurred in the past. 
4 Our opinion is that both the automobile manufacturer 
and the parts and accessory makers will, from past 
experience, exercise extreme caution in order to avoid 
over-production and the building up of heavy inventories. 
We believe the political situation is such as to greatly 
enhance the prospects for sane and substantial business 
operations for the next few years, and with the reduction 
that is promised in taxes, we should look forward to a 
steady improvement of general business conditions. 
Summing the whole situation up, we are very much 
encouraged over the outlook, but still feel that prudent 
business management and careful attention to refining 
and improving of manufacturing methods and cost ac- 
counting are essential to our future prosperity. 





From J. R. Clancy, pre side nt, J. ie: Clancy, Ine., Syra- 

se, N. Y.—The year 1924 has been a quiet year for 
us, and while newspapers since election are very opti- 
mistic as to the business outlook, personally, I am some- 
what the opposite. As to general business conditions, I 
see nothing in the future that would indicate a revival 
of the activity we had on two or three occasions in the 
past seven or eight years, but it does seem to me that 
we must now readjust the boom of war times. This, I 
would prophesy, might last for some eight or ten years 
with a gradual shrinkage in values down to normal, 
but this normal will not be as low as the prices of 


1913.” 


From L. S. Mayer, vice-president, The Cannon Oiler 
Co., Keithsburg, Ill—If the business for the new year 
is to be forecast from the present influx of orders, it 
will indicate a very busy season. Factories and power 
plants seem to have opened the flood gates since election 
day. We look forward to a very prosperous winter and 


spring. 


From D. P. Toberty, vice-president, Ideal Tank & Sup- 
ply Co., Peoria, [il.—We do not deal very extensively in 
the general line of mill supplies, confining our business 
mostly to plumbing and heating material, but we do sell 
items of belting, packing, hose, etc., as well as valves 
and fittings, which are of interest to the mill owners 
and engineers. Our business in 1924 was less than in 
1923, but we believe that the conditions that have caused 
this have to a great extent been overcome, and that 
there is prospect of increased business and better mar- 
gins of profit for the coming year. 


From W. C. Longenecker, treasurer, The Toledo Pipe 
Threading Machine Co., Toledo, Ohio—Our business this 
year has exceeded our expectations. We already have 
booked for delivery next year a large volume of orders. 
We are pushing towards completion another large addi- 
tion to our plant in anticipation of a much greater vol- 
ume of business during 1925 than we have heretofore 
experienced. 


From J. A. Scallan, president, Harker Manufacturing 
Company, Cincinnati.—Our sales during the past year 
exceeded any previous year in the history of our busi- 
ness. We find that business men look upon an invest- 


" ment in fire prevention appliances from an economical 
: standpoint, and not as an expense. With the help we 
: are receiving from the different federal, state and city 


officials, and especially the national government, in edu- 
cating people along fire prevention lines, we have in- 














creased our sales more than 60 per cent. This is not 
surprising when we know that more than a million and 
a half dollars worth of property is destroyed every 
twenty-four hours. We are very enthusiastic about 1925, 
and look forward to a very large business. 


From L. H. Swind, president, Swind Machinery Com- 
pany, Philadelphia—This year 1924 will unquestionably 
go down in machine tool history as the guide to an era 
of greater efficiency so vitally essential to the continued 
health of the metal working industry. Ways and means 
of high order have been developed that make for less 
labor hours and less factory space with a resultant in- 
crease in production and lower costs. Single purpose 
production equipment has given an excellent account of 
itself, even though the possibilities of this development 
are still in their infancy. 

The vear 1925 offers greater opportunities to the clear 
thinking and visualizing machine tool salesman than ever 
before. Prospective dividends to the metal working in- 
dustry can be had only by suggesting cost reducing facil- 
ities, and ideas inside of its existing factory walls, 
rather than plant additions and new enterprise. 

From J. A. Vann, president, The Young & Vann Sup- 
ply Co., Birmingham, Ala.—We close our year November 
30th, so that we have just rounded out twelve months 
of business. Our business for 1924 has not been so satis- 
factory as 1923. We have found prices very much demor- 
alized for practically the whole year and it will be very 
hard to make any profit, however, we have been espe- 
cially fortunate in Birmingham, in that our steel mill 
has run from 100 per cent to plus 100 per cent, and that 
has made business fairly good. We have suffered though 
from the bituminous coal market, as it has been very 
poor all the year and, in addition to that, we have had 
two supply houses start in business this year in Bir- 
mingham, so you will see that we had our hands full, 
and when we say that we are satisfied with our volume 
of business we really mean just what we say, consider- 
ing all the different phases of the situation. 

We are very optimistic for 1925 and are planning our 
business for a large volume. 

We wish to congratulate you on your annual reports 
which you make in MILL SUPPLIES. It is very interest- 
ing reading. As a matter of fact, we take a number of 
copies of your magazine for our sales force and believe 
it is worth a great deal to us. 

From A. L. Marks, president, Braiding & Packing 
Works of America, Inc., Brooklyn, N. Y.—The year 1924 
has been a very successful one with us. In addition 
to showing an increased volume of business, we have 
added several additional items to our line. In our opin- 
ion, the general outlook for 1925 is very good, prices 
on raw jute and flax have already advanced, and every 
indication points to increased prices during 1925 on 
packings of all kinds. 

From Ben Heer, president, Power Supply Company, 
Terre Haute, Ind.—At the present time, the Indiana and 
Illinois coal fields, on which we are depending largely 
for our business, are suffering from a combination of 
happenings which are not generally understood by manu- 
facturers and jobbers in other parts of the country who 
are experiencing prosperity at the present time. As 
the coal mines in Indiana and Illinois are all unionized, 
the labor cost is so high in comparison of that of non- 
union fields, that the operators are unable to satisfac- 
torily compete with the operators working non-union 
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mines. The Indiana and Illinois coal mines are operat- 
ing at less than 50 per cent of capacity even at this time, 
which is supposed to be the best period in the year. 

The fundamental conditions naturally will eventually 
reflect favorably on this territory, but in view of the pre- 
dominance in this one industry, we do not look for any 
immediate relief. 





From C. W. Brainard, president, Union Steam Pump 
Company, Battle Creek, Mich_—We have found business 
in the year 1924 very similar to the year 1923, in that it 
has been spotted, irregular—but as a whole the volume 
will compare favorably with 1923. 

We anticipate a decided improvement in the year 1925, 
as we believe a confidence has been established that will 
mean investment will be made that would not have taken 
place had the election gone differently than it did. 

In fact, we look forward to a good business for the 
next four years. We do believe we will experience some 
ups and downs, which would be natural, due to supply 
and demand. 

We are inclined to believe that many lines of manu- 
facture possibly have a capacity beyond the present 
demand, which consists at the present time, with the most 
of us, of what we term home consumption, but when our 
neighbors across the water are in.a position to buy, we 
should benefit by it. We do believe they will buy more 
heavily of raw materials, but we must trade, and we 
think that with our manufacturing facilities in this 
country, the economies we are able to work in manufac- 
ture, we will be able to compete in foreign markets and 
get our share of the trade. 

We sincerely hope we will not have a boom period in 
business—that we will not suffer from inflation—and we 
are inclined to believe that the business people of the 
country are alive to the situation and will do what they 
can, with the support of the government, to prevent 
such a condition. 

We are greatly pleased with the prospects we have 
of having our federal taxes reduced. It will be a great 
benefit to manufacturers in this country, as well as 
others, and we think it will very materially increase the 
volume of business done, and in the end should mean 
a revenue to our government by reason of that volume 
that would be even greater than on the present basis 
and the present volume. 

We have not only to consider the tax imposed by our 
federal government, but our state taxes, as there appears 
to be a tendency to increase these, and we think we have 
more to fear from our state than from the federal taxes. 
We have a great confidence in our people doing the right 
thing at the right time, and in the majority of cases it 
works out all right. 








From Raymond Seabrook, secretary, Nason Manufac- 
turing Company, New York—The year 1925 must pre- 
sent something of an enigma to any observer who is to 
work from facts rather than from fancy. We have ob- 
served the end of the violent postwar speculative wave 
and a considerable shaking down of uneven and wild 
methods. However, for stable business to come into its 
own there must be a further elimination of this class 
of merchandising, and it is doubtful if anything short 
of a slow and persistent starvation will accomplish this 
end. 

Opposed to this process is the basic health of our best 
industries; a growing optimism in a realization that 
skilled, strong and friendly hands are on the helm at 
Washington; much recovery from the absolute exhaus- 
tion after the over-mobilization of effort required to wage 





war and to combat the immediate effects; and a great 
fund of energy chafing to be liberated into constructive 
prosperity. 

To speculate in futures may be the inclination of some, 
but the only reasonable policy, and that being adopted 
by the sounder element, is to tie to that philosophy ex- 
pressed by Shakespeare when he said, “There is a tide 
in the affairs of men which taken at the flood, leads on to 
fortune.” 

To say that the crews of industry are resting on their 
oars is not a forced simile, and the only question is just 
when the alert coxswain will sense the turn of the tide 
and send his men swinging forward on the crest of the 
wave. 

From Harold W. Hunsiker, vice-president, Walbridge 
& Co., Buffalo—This year has seen a big change in our 
supply department. This department used to be run in 
connection with our retail hardware department, with 
the result that very few people realized that we carried 
on a wholesale business. In May, 1924, we moved the 
mill supply department to a separate building, increased 
our sales force, and started hanging up new records. 

Now that elections are over and all uncertainties in 
that respect removed, the prospects for the next two 
years look very bright. Money is cheap, which favors 
business expansions. The European situation is con- 
tinually improving. The prices of agricultural products 
are up and building activities continue at a healthy rate. 
Therefore, unless some unforeseen contingency arises, 
the next two years should see the greatest prosperity that 
this country has ever known. 





From W. T. Read, vice-president and treasurer, Morse 
Twist Drill & Machine Co., New Bedford, Mass.—Look- 
ing back over the year 1924, we find it to have worked 
out pretty generally in line with most of the predictions, 
and while the volume was not as large as we could wish 
for, we find the tone of the market, especially since the 
election, decidedly more optimistic, and the promise for 
a steady, normal growth in business for the year 1925 
to loom increasingly larger. Stocks throughout the coun- 
try are still at a minimum, which must mean that at 
the first increase in buying, deliveries are going to be 
more extended, and we feel it wise to point out at this 
time our belief in the wisdom of building stocks to a more 
normal basis to meet this demand than have been car- 
ried during the past year. 

All the fundamentals which go to make up good busi- 
ness we have, and we look forward to a good year in all 
lines. 

From Chapin E. Harris, general manager, The Chas. 
C. Lewis Co., Springfield, Mass.—Business conditions in 
this section of New England have not improved mate- 
rially during the past few months. If general sentiment 
is any criterion, the outloc’: for the early part of 1925 
is very favorable, and supply houses in this territory 
are arranging their stock so as to be able to take care 
of a substantial increase soon. 

From F. W. Swanson, general manager, Globe Machin- 
ery and Supply Co., Des Moines, Iowa—Our business in 
1924 has not been up to the 1923 volume. For 1925 we 
anticipate a better year but not what the newspapers 
would have one believe from their prosperity propa- 
ganda. In Iowa our shortage of crops offsets the in- 
creased price of grains, consequently the purchasing 
power of the country districts is still small. Conditions 
are far from normal. There is a need for buying but a 
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shortage of money with which to buy. We expect some 
increase for the year but any increase will be steady 
and gradual, not sudden or of boom proportions. 
This state needs another year or two of good crops 
before we can be back on a basis that will permit a 
h larger volume of buying and selling than we are 
having at present. We are reminded of the seven lean 
vears of Old Testament times. It looks very much as 
though Iowa will pass through the same allotment of 
time before we have again what we had once, now only 





memory, seven prosperous years. 


Fron > 2 Swartwout, preside nt, The Siwartwout 
Company, Cleveland—Ever since the world war began, 


there has been no regularity to business and no business 





man could plan intelligently for the future. But now 
hat ity seems to prevail everywhere and the “rain- 
WwW * have been laid on the shelf for at least a 





few vears, it seems to us that every business man can 

tack the situation with courage. Optimism is gener- 
, and the more settled conditions in this 
e improvement of conditions abroad ought 





noticeable 
suntry and th 
. and doubtless will, mean continued better conditions. 
We ourselves feel that it is a good time to expand our 
tion and we recommend at this time that 
e jobber analyze his selling organization. 


There is going to be more business, but the dollar 


Saies organlZe 





and we will all need the most alert sales- 
share of the business, and in addition 


wires must be backed by progressive 





and intelligent advertising policies. 


We have already approved a substantial advertising 
budget for 1925, in which we have been glad to include 
ll sple na publica io} 


Fron a Bro on, secre tary, Carman-Thon pson CO. 
iston, Me. Business for 1924 has been, in a measure, 
nd our expectations, taking into consideration our 


1 conditions and the way business in general has 





een in this section. 

Our business largely depends upon the volume of busi- 
ess done by the textile industries and shoe factories, 
and both of these have been at a very low ebb the 
greater portion of the year, but they are now begin- 
ning to see a marked improvement both as to orders 
and production. At the present time material is moving 
as well as, if not better than, at any portion of the year. 
We expect to see business in the year 1925 equal at 


least, if not better than, the year 1924. 


From William E. Bee, president and general manager, 
Palmer-Bee Company, Detroit—We are pleased to advise 
that 1924 has been a very satisfactory year as to vol- 
ume, and we are anticipating the year 1925 to be more 
stable, and of greater volume. 

From H.C. Atkins, president, E. C. Atkins & Co., In- 
dianapolis, Ind.—The writer has a very decided aversion 
to appearing in print, but realizing the wonderful value 
of your publication for the dissemination of sound think- 
ing, perhaps I ought not to object to having you print 
what E. C. Atkins & Co. think of the outlook for 1925. 

The stage is set for one to four years of good business. 
The voters of this country have registered their desire 
in no uncertain terms that the business affairs of this 
nation shall be handled by business people who are ac- 
customed to business usages. 

Fundamentally, business conditions in the United 
States are sound. Our problems are mainly economical 
and not political. Don’t let’s forget that fact. Apropos 














of this very thing, one of the very dangerous questions 
now up for consideration by the legislatures of the vari- 
ous states is the question of whether congress shall have 
the right to assume the guardianship of the youth in 
this country until he is eighteen years of age, and shall 
be in a position to dictate whether the youth shall be 
a loafer or a worker. Masquerading under the guise of 
“Prevention of Child Labor,” certain interests are push- 
ing for the passage of the 20th amendment to the Con- 
stitution of the United States intending to give congress 
the right to determine questions that should be deter- 
mined entirely within the home and within the states. 

If this amendment should be passed, and if congress 
should undertake to exercise its rights thereunder, never 
again would the United States be able to develop crafts- 
men suitable to take their places alongside of craftsmen 
developed in foreign countries. Craftsmen acquire agility 
with their hands, co-ordinating brain and muscle earlier 
than at eighteen vears of age. If they wait, they are lost. 
Of course, any sane person thoroughly understands the 
animus of this whole proposition. If the government of 
the United States wants to be a father to the youth of 
the country, let him be a safe and sane father and not 
“ham string” his son or daughter. The animus behind 
such legislation is not philanthropic in any sense. 

From R. F. Ketchum, president, Kansas City Rubber 
& Belting Co., Kansas City, Mo.—Regarding the busi- 
ness conditions of 1924, it is hardly necessary to state 
anything further than that the past year was satisfac- 
tory. 

However, the coming year 1925, in my opinion, can be 
made one of the best that we have had in several years 
if the present prices are maintained. There seems to 
be in some lines, the general impression that an increase 
in prices will be made which, if it is, may cause a 
slight increase in business, but I firmly believe that be- 
fore the end of the year, on any and all material that 
has advanced, it will be necessary for a reduction which 
always has its bad effect upon business, and I think that 
we should watch expenses more closely and consider very 
seriously before making any advance in prices. 

If the present prices are maintained, and I believe it 
is possible to do so, there is no question but what we will 
have a steady and healthy increase in business conditions. 

From Thomas F. Bailey, president, Banks-Miller Sup- 
ply Co., Huntington, W. Va.—Our thoughts about 1925 
are these: Business will be good but not wild. Prices 
will be slightly higher with farmers getting good prices 
for their products, the metal trade in a stronger position, 
and larger volume of exports, brought about by better 
buying ability throughout Europe. We look forward most 
optimistically to a prosperous 1925. 

For our own section, West Virginia, Virginia, Ken- 
tucky and Ohio, where we make our principal efforts, 
and where bituminous coal has a great deal to do with 
prosperity, we look forward to better market conditions, 
higher prices and a correspondingly easier credit situa- 
tion. 

Ev. y business man should endorse Mr. Mellon’s plan 
for 1 uced sur-tax so that every obstacle that can be 
forese 1, to slow up business, will be removed. 

Fro. F. E. Bonney, Louis Hanssen’s Sons, Davenport, 
Jowa—Our business lies very largely in the state of Iowa 
and the western half of Illinois, one of the most produc- 
tive and progressive regions agriculturally in this coun- 
try, if not on the globe. It is well sprinkled with indus- 
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trial communities, some with a national and even world 
wide distribution. Many, however, are engaged in the 
production of goods that are sold largely, and in some 
cases exclusively, to the agriculturists, and all have more 
or less felt the effects of the curtailed buying of these 
farmers, brought about by the conditions which have 
existed during the greater part of 1924. 

For these reasons our business has not fully come up 
to our expectations as compared with 1923, but we feel 
that we have held our own, and retained the good will 
and support of our customers who will be only too glad 
to pass on to us an increased volume of orders as fast as 
the same comes to them. 

We consider, therefore, the outlook for 1925 most en- 
couraging. Several manufacturers in our territory have 
already booked some nice orders for future delivery, 
which will keep their plants busy for several months, with 
the shadows of still other business creeping over the 
horizon and pointing in their direction. 

We look for little new and no disturbing legislation by 
the retiring congress, and believe the next body which 
will convene in March will be careful and constructive, 
feeling that it has a mandate to use common sense and 
economy in its conduct of the affairs submitted to it, all 
of which will mean less worry and more stability in the 
business world. 

Many of our manufacturing connections have given us 
excellent support throughout the year, and we believe we 
discern among some of them a disposition to further help 
the distributor by doing effective missionary work among 
his customers and prospects. 

Taking it all in all, we are quite optimistic, and are 
facing the new year with a feeling that the worst is over 
and that we are to be helped instead of hindered by all 
the powers that be, both producers and consumers. 


From Irving W. Lemaux, president and treasurer, In- 
dianapolis Brush & Broom Mfg. Co., Indianapolis—The 
past year has, in my opinion, been one of the greatest 
that this country has experienced in a long time as has 
been demonstrated in a number of ways, most important 
of which was the recent set back given the radicals of 
this country in the recent election. 

Business has been hampered as we all know through 
radical blocs in congress, which will be eliminated when 
the next congress convenes in March. With this element 
aside, business must and will expand as is evidenced in 
our daily papers and also the trade papers. On every 
hand one hears nothing but optimism, which indicates 
a healthy business condition. 

I am of the firm belief that business men generally 
will endeavor to keep prices down consistent with a fair 
return on their investments, ever having in mind some 
of the unpleasant events of recent years. The year past 
was a good one for our company, far exceeding 1923, and 
from all indications, 1925 will far exceed 1924. 


From L. D. Frobes, sales manager, Century Brass 
Works, Inc., Belleville, Ill—We look forward with con- 
siderable anticipation to a substantial and satisfactory 
increase in business in our particular field for the year 
1925. While we cannot say that we have broken any 
records in the past year, all things being considered, we 
have obtained fair results. 

We have just contracted for the largest and most ex- 
tensive advertising program in the history of our com- 
pany to be executed in the coming year. We do not look 
for magical results as regards restoration of business in 
general to a substantial basis. We do believe such busi- 
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ness should come in a more deliberate fashion, and as a 
natural consequence it is bound to be a more healthy and 
everlasting development. Our plans for the extension 
and promotion of our business for 1925 are also arranged 
in the anticipation that 1925 will give us the healthy 
development and increase in business which was expected 
by some of our less conservative friends for the last two 
years. 

We actually believe 1925 will be the biggest year in the 
history of our business. 


From W. B. Paulscraft, vice-president, R. K. Carter & 
Co., New York—Business throughout the country is re- 
sponding in a natural and healthy way to the stimulus 
of firmer commodity prices, which are likely to be re- 
flected in manufactured products, a favorable credit situ- 
ation, an improved domestic political outlook, and better 
foreign industrial conditions. It seems evident that the 
proper elements are present, making for continued 
progress and further prosperity. Encouraging develop- 
ments include news of larger activity at steel plants 
throughout the country. 

The re-opening of some textile mills which have been 
closed, and the enlargement of the forces of others is 
reported, although this improved condition at the textile 
mills is not as great as some printed reports seem to 
indicate. Textile goods manufacturers appear to be more 
worried over the market for goods than they are over the 
source of their raw material. If statements of leading 
mill men can be taken as representing the trade as a 
whole, it is extremely difficult to get even a small profit 
out of goods. 

There is no unusual accumulation of surplus goods, 
and labor is well employed at high wages. We hear a 
good deal of talk to the effect that the railroads are 
planning to spend a billion dollars next year on improve- 
ments, and that building construction of all kinds in 1925 
will be in the neighborhood of five billion dollars. Due to 
continued favorable weather, building operations are 
going forward with but few checks. 

Using bank clearings as a measure, the volume of 
general business throughout the country appears to be 
well maintained. Bank clearings for the country as a 
whole for November were over thirty-eight billion dollars, 
being substantially heavier than November, last year. 

As yet, there is no evidence that buyers are worried 
about the available supply of goods. While the hand-to- 
mouth policy of buying is not quite so pronounced as it 
has been, it has by no means disappeared. In this re- 
spect, the present situation is quite different from previ- 
ous periods of advancing prices, when buyers would place 
their specifications in order to anticipate rising markets. 

President Coolidge’s message was considered as op- 
timistic, due to its general atmosphere of conservatism 
and reassurance. Secretary Mellon’s report is of much 
the same sort, the facts that it brings forward being 
encouraging and favorable and the recommendations con- 
structive. 

It is undoubtedly true that the stock market, as a 
rule, in its moves upward and downward discounts the 
business situation, but in our opinion, the present market 
has become an index of uncertain value. During the 
first two weeks after election, investment buying seemed 
the dominating factor. Since then, however, public spec- 
ulation appears to have played an increasingly important 
part. 

It is quite common to hear warnings against a too 
rapid advance in prices. Many of the increases we hear 
about from day to day will not reach the consumer until 
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after the turn of the year and it is very important to 
avoid anything carrying this feature to a point where the 
buying public will balk. 

Pig iron buying in November showed a gain of about 
5 per cent over that of the preceding month, and there 
was a net gain of about twenty-three furnaces. Striking 
an average of pig iron prices in the various districts, 
the advance to date in less than thirty days is from $1.25 
to $1.50 per ton. 

The output of ingots for November increased 
over October, while the actual month’s production was 
less because of two less working days. There was a gain 
of 8 per cent in the daily rate. 

Conditions in the steel industry stand out in a favor- 
able manner. The advancing rate of steel production in 
the several districts indicates the improvement which is 
steady and progressive. Prices of steel, pig iron and coke 
all have risen appreciably, and buyers appear to be con- 
vinced that the character of business has changed, and 
that values on many lines are now established on a more 
secure basis. 


steel 


The industry, as a whole, is now operating 
over 70 per cent. 
cent. 


We think the average is nearer 75 per 
The prediction is made that operations will be up 
to 80 per cent early next year. Part of the buying at 
least has been due to the anticipation of higher prices. 

Some of the independents report that increasing orders 
now Order books in 
many instances are rapidly filling up for the first quarter 
business. Labor is becoming scarce, but it is unlikely 
that wages will be marked up at this time. Semi-finished 
steel prices are tending higher along with raw materials. 
New construction and improvements at many mills in- 
volving the outlay of large sums of money is evidence of 
the confidence of the producers in the future. There are 
104 of the 127 sheet mills in the Youngstown district 
under power, and 13 of the 18 tube mills are working. 
Prices are firm and it is certain that any changes will be 
advances. 


are in excess of outgoing tonnage. 


From J. Charles Ross, secretary and general manager, 
The Edwards & Chamberlin Hardware Co., Kalamazoo, 
Mich.—While our total sales thus far this year have not 
quite reached in dollars and cents the amount we sold 
last year, our earnings have been much more gratifying, 
due to considerable trimming of overhead which has 
been so general by all merchandisers and manufacturers 
during the past few years. 

November showed a nice volume of business, and we 
expect December’s business to beat last December. The 
strengthening of prices has stimulated business and we 
are looking forward to a good year in 1925. 

From Russell A. Clapp, Jv., secretary, Connecticut Ma- 
chinery & Sales Co., Inc., Norwich, Conn.—We confine 
our views to conditions as we find them loéally in New 
England. Primarily there feeling of optimism 
towards the future. An analysis of this sentiment does 
not give any very tangible reason for it, and yet without 
any question of doubt this feeling is prevalent. It 
rather a peculiar situation. 


is a 


is 


This is essentially a cotton manufacturing district and 
the cotton business has been at a very low ebb during 
the past number of months. Economy in government and 
a reduction in taxation, declining labor wage scales and 
a depleted condition of stocks, all combine to influence 
the minds of the manufacturer towards optimism. 

The year 1924 has indeed been a strenuous one in the 
sense that it has taken considerable energetic application 
and careful purchasing in order to maintain a satisfac- 











tory percentage of progress. This sales resistance we 
have been encountering is due entirely to the lack of 
progress in the manufacturing plant, and with any im- 
provement whatever this feeling is sure to be lifted. Next 
year, therefore, obviously should be a better year, and 
with the lessons learned during the past few years the 
maximum amount of return should be realized. 

In the first part of the year we do not anticipate any 
very large consumption of small hardware items, but 
believe the larger purchasing will be done on heavier 
mechanical equipment, placing the mills in position to 
handle the on-coming business with greater efficiency. 
As the mills pick up speed, and the small articles begin 
to wear out then we shall begin to expect gradual growth 
of the small items. 

We trust the growth of business will not be rapid and 
spasmodic but rather general and consistent. The strain 
on the jobber is obvious during boom times with the 
resultant decline. We believe we will have it as we wish. 


From Frederick H. Payne, president, Greenfield Tap 
and Die Corp., Greenfield, Mass.—Our sales for 1924, due 
to the drop in the four months, June to September, in- 
clusive, will fall a bit below our total for 1923, but far in 
excess of 1921 and 1922. It is our belief, after analyzing 
business conditions in the various sections of the United 
States, that our sales for 1925 will exceed any year since 
1920. Not only have manufacturers reduced their in- 
ventory, but every jobber and supply house in the countrys 
have done the same. We believe that the ‘hand to mouth” 
buying that has been going on during the past four years 
is over, and that the jobber and the supply dealer who is 
going to stand 100 per cent with his customers must 
carry a reasonable stock of goods and not continue, as 
many of them have been doing for the past three or four 
vears, sending small orders to the factory for direct 
shipment. He is not only giving poor service to his cus- 
tomers, but is adding an expense to both the manufac- 
turer and himself. 


From R. P. Lockett, A. M. Lockett & Co., Ltd., New 
Orleans, La.—Our business in mill supplies for the year 
1924, so far as volume and tonnage are concerned, is 
ahead of 1923. Unfortunately, however, due to the fact 
that quite a few jobbers in mill supplies are apparently 
able to operate on a very low margin of profit, judging 
from the small margin of profit they are willing to accept 
on the business, the profits for 1924 on the increased 
volume are lower than the profits in 1923. 

Since the national election, sentiment seems to be im- 
proved, and although it appears that this particular terri- 
tory is usually from two to three months behind the 
eastern part of the United States in feeling the effects 
of poor business conditions, it is likewise usually about 
the same length of time behind the eastern portion of the 
country in feeling the effects of improved business con- 
ditions, and it will probably be well into January before 
business is running in high gear. 

We believe that 1925 is going to be a better year for 
us than any recent year, and we are shaping our policies 
accordingly. 

From George C. Pascall, secretary, The Pickering 
Governor Co., Portland, Conn.—While the volume of busi- 
ness offered in 1924 has not been as large as in other 
years, because of trade conditions—which anyone in the 
machinery or allied lines can understand—we have had 
a long-sought opportunity for developing further refine- 
ments and adaptions of the Pickering governor, which 
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Don’t Let 
Them Call 
You 

Bad Names! 


“6% Sou Dp / y 
House’’— That’s 
the worst thing 
anyone could 
call you. ‘‘Sup- 
ply’’ means (0 
furnish on demand. 


Surely you are 
not in such a 
business. It’s a 
jobber’s job to 
sell a mill the 
goods best suited 
to his needs. If 
not, he will even- 
tually pass out 
of the picture in 
this day of swift 
communication 
and rapid trans- 
portation. 


It is time for 
every jobber to 
realize this fact. 
It is time for you 
to pick good 
items in every 
line, to learn 
their sales points 
and SELL them. 
SUPPLY House 
is a bad name! 

















SPECIALIZATION PAYS aS 

wellin the machine-supply 

business as in the practice 
of medicine. 
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It will pay you to special- 

ize on the base of the sales 

pyramid. Belting is unti- 

versally used. Push it 
HARD! 


Gandy Belts are highest quality, backed 
by nearly half a century of service. Sell- 
ing Gandy means repeat orders. 


THE GANDY BELTING COMPANY 


GENERAL OFFICE AND PLANT: 757 WEST PRATT STREET BALTIMORE, MD 
NCW YORK OPFICE: 36 WARREN STREET CHICAGO OFF:cE: 552 WEST ADAMS STREET 


MANUFACTURERS OF 


Gandy Stitched Cotton Thermo-Gandy Belt— Gandy Waxed Belt— 
Duck Belt, Originated A black, mineral-treated , —— construction as 
1880—Best in service and heat and moisture standard Gandy, but left 


white and wax-impreg- 
nated for sanitation in 


handling food products. 


cost on most installations. resisting belt. 


Gandy Belt Dressing ~stick and paste, keeps fabric belts soft and pliable. 


“IT’S THE BELT WITH THE GREEN EDGE 
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puts us in even better position to serve the engineering 
world than ever before. Thus our time has been well 
employed and with an improved business outlook gener- 
ally, we are going to reap many benefits of our con- 
centrated study throughout later months. We are very 
optimistic as.to future sales, because of the larger field of 
services of which we are now in position to take care. 

We feel that 1924 has thus been a mighty successful 
year for us, from a progress viewpoint, and with sales 
of our steam engine governors already showing a de- 
cided increase since election day, the dearth of business 
earlier noticed from that industry will be quickly for- 
gotten. Our distributors generally throughout the coun- 
try have restored earlier skeleton stocks, which evidences 
their confidence in the future, and they are certainly far- 
sighted in doing this, since it will maintain the regard of 
their established clientele through continued prompt de- 
liveries of their needs. 


From Frantz Haverstick, president and manager, Hav- 
erstick & Co., Inc., Rochester, N. Y.—We anticipate satis- 
factory business activity during 1925, with the normal 
growth that each succeeding year should show over the 
previous period as the country expands in population and 
wealth, but we hope business will not be led into wrong 
conclusions by the great activity in the stock market 
since the election. 

It.seems to us that any exceptional prosperity expected 
in 1925 has now been discounted by the average rise in 
value of shares quoted on the exchange at this writing. 
Certainly the actual wealth and purchasing power of the 
country has not increased to the extent of several billions 
as reflected by the advanced quotations, 
assume prior quotations were too low. 

If in anticipation of greatly increased demand, domes- 
tic and foreign, the manufacturers should expand too 
greatly, especially in lines now ahead of average con- 
sumption, and jobbers and retailers should overstock in 
anticipation of higher prices, there might come later on 
a temporary readjustment that would be disappointing. 

Our position is that of conservative optimism. We 
believe the merchant should be satisfied with his ordinary 
merchandising profit, based upon his average growth in 
sales. If he buys speculatively, that is, with the thought 
of making a greater profit, owing to increased value of 
his stock, or with the thought of stocking heavily for 
expected increase in business above normal, his 
action will tend to bring prosperity to a halt. 


even if we 


very 


From George H. Laib, president, Laib Co., Louisville, 
Ky.—The mill supply business is an important adjunct 
with us and is given every opportunity for development. 
Our recent issue of a complete 576-page catalogue de- 
scribing the extensive assortment with more or less de- 
tail, should, we feel, aid in serving our already large 
number of customers and adding thereto. Without doubt 
the consumer of mill supplies is entitled to the best of 
service, and this can be given only through the laborious 
efforts of the entire organization. 

The country at large has increased its manufacturing 
capacity, therefore, it may be assumed by some that the 
demand must necessarily lessen and the general mill sup- 
ply business suffer accordingly. We cannot but assume 
that progress is being made constantly, changes in ma- 
chinery and equipment required, and as civilization con- 
tinues, increased wants demanded, higher wages required 
and consequently improved and labor saving devices in- 
vented and discoveries made to overcome the ever before 
us problems, we shall be busy working them out and 


have but little time to indulge in the pastime of some, 
who bewail the so-called obstacles which the Good Lord 
places before us as a means of making us fit. 


‘From Maynard McFie, W. T. McFie Supply Co., Los 
Angeles—Most people in the Middle West and East have 
long regarded Southern California as the playground of 
America, sharing this honor with Florida and some other 
few sections of the country, and while our tourist crop 
is second alone to New York City and while Southern 
California is truly the “Riviera” of America, a great 
change has come over this section particularly since the 
close of the world war—by which I mean that there is 
gradually springing up an industrial and commercial life 
of great importance. 

While Los Angeles County was the richest agricultural 
county in the United States in the value of its products, 
according to the last census, and while our moving pic- 
ture business is well known to the world, due to the 
influx of tourists and the meteoric growth of this section. 
the building industry is probably our greatest industry, 
and there have developed a great many factories of more 
or less proportion which offer a fertile field to the mill 
supply jobber. 

With the advent of the discovery of oil in such large 
quantities—for Los Angeles harbor is the greatest oil 
port in the world—the oil industry has likewise caused 
to spring up a great many factories making oil tools 
and pumps, all of which need mill supplies and steel 
products which the jobber handles. This, with the tre- 
mendous growth of our harbor, which last year had a 
gross tonnage in and out of twenty-seven million tons, 
second only to New York with forty-eight million, and 
is the largest oil export port in the world and the largest 
import lumber port, there is offered a wider field for dis- 
tribution of Los Angeles products than ever before. 

All this is prefatory to the thought that, given a few 
years, there is destined to develop an industrial life in 
this section of great proportion and every day we see 
changes and consolidations in the various jobbing con- 
cerns, growth expressed in many physical ways, and there 
is a healthy undercurrent to it all. 

3usiness in 1924 has not been so good in Southern 
California, due probably to a recession in our building 
business and an overproduction in oil, but we are op- 
timistic that 1925 will “carry on’ as usual. There have 
been various rumors current throughout the United 
States, in many instances inspired by competitors, to 
the effect that the prosperity of this section was not 
stable after all, but only ephemeral. Los Angeles looks 
very optimistically to the future and we feel that with 
the national business situation ironed out, the disappear- 
ance of LaFollette as a political power, the operation of 
the Dawes plan largely undertaken with the help of one 
of our own citizens in California, conditions in the nation 
are going to be good, and that business for the jobber in 
mill supplies and steel products should pick up next year. 

As far as our own house is concerned, we find that the 
market is growing to such an extent locally that we have 
begun to concentrate our efforts on the sale and distribu- 
tion of steel products only, patterning after some of the 
larger jobbing houses in the east, Chicago and elsewhere. 
This in itself is evidence of the growth of the local 
market, and we feel the demand will grow very steadily 
and rapidly from now on. 

We are inclinded to feel that a young man in the steel 
business on the Pacific Coast in 1924 occupies a very 
enviable position, for the steel industry is just starting. 
Already there have been erected blast furnaces at Provo, 
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Getting the most 
out of truck service 


IN TRUCK CASTERS your customers have two fac- 
tors to consider: (1)Replacement costs; (2) Maintenance 
of transportation schedule. Both are important. 

















To meet the severe strains and sudden shocks of factory 
service, Bassick truck casters are made of heavy gauge 
steel. They are lighter and stronger than ordinary 
iron casters. Breakdowns, with consequent delays in 
schedule, are avoided, and replacements are reduced 
to a minimum. 


Bassick truck casters are an attractive line to handle 
because of their widespread use, high quality and 


good profit. ; This is shaft-bearing 
Made in stationary and swivel types both with and truck caster No. 14431 


without thread guard. 
Write for illustrated catalog No. 102M. 


THE BASSICK COMPANY 


Bridgeport, Conn. 


For thirty years the leading makers of high grade casters 
for the home, office, hospital, warehouse and factory. 





Steel Truck 
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Utah, the Pennsylvania of the west, and this year will 
see the erection of another one at Los Angeles harbor, 
both of which will combine the iron ore of this section 
with the coking coal of Washington and, fluxed by 
Southern California’s limestone, will begin a pig iron 
business in reality here in Southern California. As the 
population increases, the future of this industry cannot 
help but be bright. 


From L. G. Isaacson, president, L. G. Isaacson Co., 
Aberdeen, Wash., and secretary-treasurer, Foster-Isaac- 
son Co., Inc., Raymond, Wash.—In spite of this being a 
presidential year, we are closing a twelve-month of satis- 
factory business. We are buying for deliveries to be 
made in early spring, and feel that our anticipation of a 
substantial demand will be well rewarded. Our custom- 
ers, the lumber manufacturers, report a good demand, but 
are unwilling to book all the business offered them at pre- 
vailing prices. Therefore as prices advance on lumber 
products, we will receive a better business 


from the 
lumbermen. 


The Foster-Isaacson Company’s little empire, the Wil- 
lapa Harbor country in southwestern Washington, is just 
becoming conscious of its great wealth and opportunities. 
We have: lumber, coal, fishing, dairying, grain, berries 
and fruit in abundance, and above all, 


a wonderful 
climate. 


As a jobbing house, therefore, we carry in 
stock a generously large and varied line from a hundred 
thousand feet of wire rope down to a tiny magneto point. 
The year just closing has been a good one—our best, 
especially in building material as well as road material 
and we are going to keep faith with our customers by 
keeping up a good stock. 


From Jay M. Gates, president, Central Commercial Co.., 
Kingman, Ariz.—In this portion of Arizona we see some 
improvement in business activities. This, being a mining 
and cattle center, has experienced during 1924 business 
depression. Our cattle were seriously handicapped by 
the drought of this district, but in the last week we have 
had several good rains which we hope will improve our 
spring feed. The cattle market has been demoralized on 
account of the grower being forced to place upon the 
market all stock at hand, which naturally forced down the 
price and brought about an oversupply in some markets. 

Our bankers naturally have held a considerable amount 
of frozen loans due to the inability of the cattle men to 
liquidate, but we are optimistic as to the spring of 1925, 
and hope that general conditions in the cattle industry 
will improve. 

The merchants have suffered along the same lines as 
the bankers, carrying frozen credits and forcing prac- 
tically all dealers to a cash basis. 

We believe that the Dawes plan will clear the European 
tangle, which can but only create a demand for Arizona 
copper and Arizona metals and a general reaction for the 
better will follow. 


From Fred E. Best, sales promotion department, Clip- 
per Belt Lacer Co., Grand Rapids, Mich.—The year 1924 
has been a very good one for us both in the domestic and 
foreign fields, and indications are that the vear 1925 will 
be far ahead of this year. 


From Howard Coonley, president, Walworth Manufac- 
turing Co., Boston—There is an old saying, that what 
goes up must come down. Fortunately, in business 
economics what goes down must also come up. 

Comparatively speaking, 1924 has been a year of un- 
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satisfactory industrial volume and returns. Fortunately, 
indications for 1925 point to a period of unusual activity. 
There can be no question that the new year will see a 
tremendous tide of incoming business. Evidences at 
present point to the usual increases in prices but not to 
such an extent as in recent boom periods. Fortunately, 
the world has returned to conservatism in business as 
well as in politics. 

We look for the heaviest demand of the year in the 
spring, but a wholesome, though gradually declining, 
level for the full twelve months. 

From S. Duncan Black, president, The Black & Decker 
Mfg. Co., Baltimore, Md.—Regarding next year’s busi- 
ness, our best answer to the question is to tell you that 
we are at the present time opening up four new branches 
and service stations, located respectively at Buffalo, St. 
Louis, Minneapolis and Dallas, and in addition to this, 
one service station at Los Angeles and one at Portland, 
Oregon, making a total of fifteen branches and eighteen 
service stations. We are erecting a large office build- 
ing here at headquarters and have already started work 
on a new manufacturing unit. We will increase our 
sales force about 25 per cent and are preparing generally 
for a big business next year. 

We feel that conditions are fundamentally sound and 
while we hope there will be no boom, we feel sure that 
we will have a good steady run of business to last three 
or four years, and possibly longer. 

We believe that the violent up and down swings in 
business will gradually lessen in intensity, and that, due 
to more people studying these matters, violent fluctua- 
tions will eventually be eliminated, except of course in 
the case of national emergencies. 





From G. L. Reeves, secretary-treasurer, Reeves Pulley 
Co., Columbus, Ind.—I know not what to say to enhance 
the value of your January issue of MILL SUPPLIES or to 
throw any additional color matter into your big, com 
posite picture of things past, present and future, in our 
craft. 

Nobody cares much about things past. Suffice it to 
say 1924 was a year of loud bellowing, of violent shaking 
of the bushes, and few persimmons. We just about held 
the volume level with 1923, and we think we did as well 
as the average, provided everybody tells the truth. 

As to 1925, prenatal observations count for little, but 
all indications point to a healthy, well-behaved, con- 
servatively proportioned and perfectly poised youngster. 
I believe we are going into a long era of good active 
business. 

Industrialism has passed the downward swing of the 
pendulum and is slowly but surely convalescent. 

Let’s—everybody—keep cool and don’t shove, and we 
shall all be able to write a better letter next year. 


From J. K. Borch, president, Scandinavian-Western 
Importing Co., Ltd., New York—The year 192-4 was a 
moderately good one for us, but was not a booming one 
at any time for our line as, at its very best periods, we 
did not see business of even half the volume of the best 
periods of previous years. 

The best period has been this last quarter. The trend 
seems to be going upward very nicely and we expect the 
year 1925 will be a very good one for us. We do not look 
forward to any particular boom, as that after all would 
not be good sound business, but we do feel that all in- 
dications point towards a good sound business year. 

We have this bright outlook not only for our hardware 
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If you had your own factory you could have your 
merchandise manufactured to fit your needs exactly. 


You could avoid delays, correct mistakes, and enjoy 
all the advantages of closer contact. 


Republic is prepared to give you practically just such 
a service. By keeping in closer touch with jobbers, 
the factory is enabled to dovetail production with the 
requirements of the individual order. 


If you mark your orders “rush” we'll turn them out 
in record time. If you tell us exactly what you want, 
your special orders will be manufactured right, in 
in every detail. 


The next time you send in your orders deal with us 
as you would with your private factory. Tell us just 
what your needs are. Give Republic a chance to 
really be your factory. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


REPUBLIC 


BELTING HOSE PACKING 
MOLDED GOODS 


‘*Private Factory Service’’ 
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department, but for our steel department as well—our 
steel department imports quality drill.and tool steels and 
they look forward to a good year as is anticipated 
throughout the entire steel market. 

Prices may go up on imported merchandise; this will 
depend largely on whether exchanges are stabilized or not 
as the return to normalcy in the exchanges means that 
imported merchandise will cost more, and the trend at 
present is for such return. 

As mentioned, all indications point towards a good 
year. The recent elections proved the feelings and con- 
fidence of the people, and we see no reason why 1925 
should not be a successful year for all. 

From James L. Robertson, president, James L. Robert- 
son & Sons, New York—With a considerable increase in 
business in 1924 over several preceding years and real 
bright outlook for a further increase in 1925, we should 
smile. Our brand has more than 40 years of consistent, 
honest effort behind it and during those long years we 
have stuck to our trade policy, trade protection. Some- 
times we have had the blues from lack of reciprocation, 
but on the whole they have been very good to us. We 
will continue that policy. 


From William H. Eager, president, The Whitman & 
Barnes Manufacturing Co., Akron, Ohio—We in our or- 
ganization are looking forward to 1925 with keen antici- 
pation of what is before us. 
many years to 


One has to go back a good 
many things pointing in the 
forward direction at one and the same time. 

A badly mixed up political situation has, through the 
splendid endorsement of President Coolidge, been cleared 
up in one sweep; now we business men may look forward 
in confidence to a stability in the political atmosphere 
to which, for a long time, we have not been accustomed. 
The United States is very fortunate in having such an 
able man to guide its destinies. 


find so 


General Dawes is also one of our country’s real assets. 
The budget system under which we are now operating 
may be expected to be improved upon while 
Dawes resides in Washington. Whether or not he 
direct charge of the budget, his influence is bound to 
be sought and his advice will be free. He has his own 
way of doings things, but most successful people do. 

Our agricultural position is infinitely better than it has 
been for the past four or five years. The purchasing 
value of the farmer’s dollar, together with the dollars 
of all the rest of us, is increasing. 

Financial conditions are easier than they have been 
for years. We have an abundance of money, an abund- 
ance of credit and our federal reserve system has proved 
its ability to distinguish between these two items effec- 
tively in the past, and can be counted upon to do so again. 

Our industries are already feeling the effect of these 
generally improved conditions; production is increasing 
and this in itself gives birth to new and larger business 
throughout the country. 

For many years, too, we may expect to look forward 
to better business abroad. There are those who contend 
that foreign business is a liability, and it is probably 
true that we shall have to contend with certain competi- 
tion that will cause us some difficulty until we have 
learned to overcome it. We believe, however, that these 
conditions will be met when they have to be met, and 
we should direct our energies to taking care of the 
present. 

In short, we believe that with anything like decent 
management throughout business in general, it ought to 


General 


has 


be relatively hard to lose money in 1925. Of course, we 
shall have some of the usual casualties, but we would 
have them no matter how perfect conditions might be. 
There are some, unfortunately, who cannot get along in 
business in any times. 

Business should contribute more pleasure to the busi- 
ness man in 1925 because he is going to be comfortably 
free from worry; so many bugaboos have now been 
removed from his horizon that he will once again be 
able to realize and appreciate the fun of working. 

In some quarters there is hinted that our optimism 
will lead us to overdo matters and that we may even run 
into shortage of commodities. This is, of course, 
possible, and business men should study the situation 
carefully so as to avoid this condition as far as they can. 

We must remember that the production facilities of 
the country have been tremendously expanded during the 
past decade, and that even after taking into consideration 
the improvement in general business during the past two 
or three months, industries on the whole are operating 
far short of full capacity. 

We must remember, that our transportation 
efficiency has been wonderfully improved in the past two 
vears. Our steam and electric railway freight handling 
methods today are such that freight moves with a speed 
unknown to us in times of congestion heretofore. Freight 
that at times has been on the road between two points 
from three to six weeks on an average will now come 
through quite ordinarily in a week’s time and even 
less. The expanding use of motor trucks for short hauls 
is effectively a factor in the question of delivery. It is 
going to be possible to obtain commodities from our 
source of supply with much better efficiency than in 
previous busy times. 

I cannot pass by this opportunity to reiterate certain 
hobbies with respect to the question of distribution, and 
so at the risk of repetition I am going to recall them 
to you. 

One is the tendency which has been gradually spread- 
ing through nearly all industries during the past decade 
upon the part of distributors to seem to forget their real 
mission in the business world, and many are, to all 
intents and purposes, becoming brokers rather than dis- 
tributors. 

You are familiar with the hand-to-mouth buying and 
the passing of customers’ orders direct to the manufac- 
turers through distributing organizations. Dividing up 
into small.units a manufacturer’s output can only result 
in an increased cost of the product. An average manu- 
facturer is not equipped as a distributor; his plant and 
equipment are properly designed to handle his product 
in large units. 

Manufacturers have almost performed miracles in the 
past few years in cost reductions; they have done things 
in the way of reducing expenses that five years ago they 
would have believed impossible. 

The cost of distribution today is one of the popular 
topics whenever business men gather. 


too, 


Distributors must face the situation themselves, and 
consider ways and means by which excessive distribution 
costs may be reduced, and I believe that my good friends 

-my competitors—will for once in their experience be 
in accord with my plea that distributors should realize 
that the solution does not lie in the direction which they 
have been following and which has been described above. 

My other hobby is “inventory.” To the manufacturer 
and distributor an inventory is only valuable in pro- 
portion to its turnover. Business men in general should 
watch inventories to see that their stock of commodities 
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COCHECO BELTING 
Has a Remarkable Service 


Record 


No matter where you use it, you'll find you 
cannot buy more efficient, economical or 
durable power delivery than Cocheco serv- 
ice offers you. 


Cocheco serves and saves wherever it is 
used. Its sturdy quality and reliability is 
achieved by combining expert workman- 
ship and finest leather. It is the result of 
80 years of study and of constant effort to 
produce, not merely a good belt, but a 
super belt, for exceptional service. 


In these modern days of high cost power 
and labor it is not the first cost of belt 
which counts but the perfect transmission 
of power, without loss from slippage and 
the continuous operation, without loss of 
labor. It is in this way that Cocheco 
serves and saves. 


Cocheco Belting costs less per horsepower, 
per day of service. Let us tell you why. 


I. B. WILLIAMS & SONS 
Dover, New Hampshire, U. S. A. 
BOSTON, MASS. 


NEW YORK, N. Y. 
CHICAGO, ILL. 


157 Summer St. 
71-73 Murray St. 
14-16 N. Franklin St. 
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move not only in what they have been accustomed to 
observe, but in turnovers that may be entirely different 
than what they have been led to believe were possible. 

Modern methods, if they are any improvement over 
old-time business ways, ought to show us that the same 
amount of money can and must be used to produce new 
and greater wealth. 

Our closing thought is that, believing as we do that 
1925 is to be a good year, we shall all find ourselves 
confronting the holiday a year hence with that same 
comfortable feeling which one experiences at the end of 
an extremely satisfactory dinner. 


From W. K. Smith, secretary and treasurer, Indian- 
apolis Belting & Supply Co., Indianapolis—Our volume 
of sales for 1924 was somewhat below that of 1923, which 
we believe is quite generally true in this line of busi- 
ness, and due in part to a lower scale of prices. This 
decrease in volume without a corresponding decrease in 
expenses has a very pronounced and immediate effect 
on profits, but notwithstanding this, and sharper com- 
petition, we have had a very satisfactory year and are 
expecting to go ahead in a bigger way than ever before. 

At present we believe business is in a thoroughly 
healthy condition, with an outlook for a conservative 
prosperity. Short cycles of ups and downs in business 
will continue until readjustment is complete, and we can 
have no prolonged period of advancing prices with conse- 
quent large profits and over expansion in the immediate 
future. 

We are thoroughly optimistic in regard to 1925 and 
expect to do a larger volume of business than we have 
ever done before. 

From Edward H. Ball, president, Chicago Belting Com- 
pany, Chicago—We feel very optimistic regarding busi- 
ness during 1925, and we have enjoyed a successful year 
during 1924 in spite of the depression during the summer 
and fall months. After January 1st I feel that orders 
will be released in larger volume and general business 
throughout the first six months of 1925 should show a 
decided improvement over what they have been during 
the past few years. 

Conditions during the last six months of 1925 are 
difficult to forecast, and one man’s guess is as good as 
another’s. Our guess, however, would be that this 
period will show a marked improvement over the corre- 
sponding period of the year before. 

Our sales have shown a steady increase each year, and 
regardless of general business conditions in 1925, we 
expect to continue to maintain the steady increase to 
our list of satisfied users. 


From Thomas Ferry, president, The Ferry Cap & Set 
Screw Co., Cleveland—The volume of business done by 
our company during 1924 has been slightly under that 
of 1923, and at lower prices. However, the writer has 
confidence in the coming year, the price of our product 
has been strengthened somewhat recently, and we are 
looking forward to 1925 for a larger volume of business 
at a better price. 

From L. U. Noland, president, Noland Company, Inc., 
Newport News, Va—While business during 1924 has 
not come up to our expectations, we are now satisfied 
that, taking everything into consideration, we have had 
a satisfactory year. Of course, the price situation has 
been bad, but in handling plumbing, heating and mill 
supplies, we find the mill supply jobber is the worst price 
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cutter, that is, he is willing to sell his goods on a closer 
margin of profit, and in a great many instances we 
find where some of the jobbers secure business from our 
customers in our territory without competition, they 
direct the buyer to specify guaranteed low prices against 
competitive quotations. 

I suppose we are as bad as the other fellow and, as 
a matter of fact, we are all bad. There seems to be 
enough business to go around, but all of us are willing 
to accept business at a much lower price than conditions 
justify. 

We look with a great deal of favor on business for 
the new year. We believe it will be much better than 
in 1924, and I am satisfied when we jobbers strike a 
balance sheet we will certainly find out that volume means 
nothing; that each sale must carry a fair profit in order 
to stay in business. 

I am satisfied the manufacturers will be swamped with 
stock orders after January lst for, from my observation, 
the jobbers in this section are buying from hand to 
mouth and placing orders for January Ist delivery. 
There is a tendency, too, of a strong market which 
invites purchasing at this period of the year. We per- 
sonally have no complaint to make of the manufacturer 
or any jobber, for I suppose we are as bad as the worst 
and as good as the best. 


From E. I. Leighton, gencral manager, secretary and 
treasurer, Leighton Supply Co., Fort Dodge, Iowa—We 
are receiving many letters these days from eastern manu- 
facturers asking about the prospects in Iowa for 1925. 
On the morning of November 5th, the day after the 
great election, we received the following telegram: 
November 5, 1924. 
Leighton Supply Co., Fort Dodge, Iowa. 

Now that election is over all indications point toward a 
substantial business revival. In view of this gratifying out- 
look would it not be advisable to send us specification to 
complete your stock? It will be to your profitable advantage 
to place substantial orders now for fall requirements and 
spring trade. 

To the above telegram we sent the following answer: 

From the tone of your telegram one might be led to be- 
lieve that you anticipated an advance in price. We are hoping 
that the prospects for a business revival will not encourage 
manufacturers in any line to advance prices unless it is 
absolutely necessary. If manufacturers start right in now 
to advance prices, it will kill business. Farmers are not 
over the idea yet that they are paying dearly for what they 
are compelled to buy, as compared with what they get for 
their products. We want to suggest to you that you go slow, 
and use your influence with other manufacturers in your 
line to keep things down to a sane basis. 

No doubt there are some items in our line where com- 
petition, on account of depressed business conditions, has 
driven the prices down until the manufacturer would 
be justified in advancing prices. We believe, however, 
in the majority of lines that there is no justification of 
price advances. 

We are all keenly interested in a return of prosperity— 
in a revival of business, especially out here in the agri- 
cultural district. There is nothing that will discourage 
the farmer as quickly when he is considering building 
or buying farm implements or other merchandise, as to 
be informed that the “price has advanced.” He throws 
up his hands in despair and exclaims—‘We might just 
as well quit if we are going through the same old process 
of having the value of our dollar decreased.” 

Why should any manufacturer take advantage of con- 
ditions and advance the price of his merchandise 10 
percent where the only advance which he is compelled 
to pay is possibly one percent advance on the cost of the 
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material? This, in our mind, is profiteering pure and 
simple—unadulterated, boiled down and unjustified. 

I believe the time is here right now when we all should 
express ourselves in no uncertain terms against this per- 
nicious practice of unreasonable and unwarranted price 
advances. 

I notice by a late news item that the International 
Harvester Co., has reduced prices on an average of six 
percent, and this in the face of an advancing steel 
market. But this is what gives the farmer ‘‘cheer,” and 
encourages him to buy. 

If the automobile manufacturer wants to increase busi- 
ness, he reduces prices. Henry Ford has demonstrated 
that price reduction increases volume. Two very prom- 
inent automobile manufacturers, as an example, in the 
face of advancing steel prices, have made radical re- 
ductions in the prices of their cars, and we are informed 
have maintained full production during 1924 at all times 
simply because prices have been kept to the lowest 
possible level. Others who failed to read the “hand 
writing” have lagged in production, and in consequence 
have been compelled to maintain “higher prices.” 

In our judgment, it isn’t so much a question as to 
whether the price may be considered high, if the price 
is maintained without too many’ unnecessary market 
fluctuations. The consumer may become accustomed to 
a reasonably high price, but does not become reconciled 
to “constantly” advancing or fluctuating prices. In other 
words—get on a reasonable price level and stay there 
until production enables the price to be lowered, and 
then go down and stay there. 

We believe we are correct in stating that in most cases 
the items which have been reduced in price to the point 
where the manufacturer might be justified in now mak- 
ing an advance are those where the manufacturing profits 
are known to be excessive. 

Then, when opportunities come which seem to be fac- 
ing us, unreasonable price advances are established, other 
manufacturers are encouraged on account of the exces- 
sive profits to engage in the same line of business, and 
when a lull comes we again go through the same un- 
pleasant experiences of having conditions demoralized, 
the value of our stock depreciated, jobbers becoming 
panic stricken trying to unload, making it impossible for 
a jobber to unload without offering his merchandise at 
a price below the best “educated” price cutters, and this 
all comes from the fact that others know that 
is trying to make too much profit. 

It is useless for a jobber to attempt to make unreason- 
able profits, because there are too many jobbers. It 
may be useless for the jobber to even suggest that such 


someone 


conditions be prevented. We can at least express our 
sentiments. Are we right or are we wrong? 
From C. D. Waters, president, Empire Pipe Corpo- 


ration, Brooklyn—lI feel that the vear 1924 has been a 
rather sad one in several ways for the jobber in this 
line. Early in the year the writer was firm in his 
opinion that there was a decided oversupply of all kinds 
of material, particularly tubular goods. This opinion 
was verified and widely advertised a little while later by 
the wild scramble of various manufacturers for tonnage, 
which they needed to keep up the sorriest kind of produc- 
tion schedules. 

This situation eventually resulted in an absolute de- 
moralization of the local market. Many of the manu- 
facturers, finding that their old jobbers were no longer 
able to buy any considerable tonnage, began to sell to 
the most undesirable type of jobber, viz., those who had 


no knowledge of overhead costs, but who figured their 
success by the volume of their sales. This type, of 
course, cannot realize that there is but one end to selling 
goods below cost, because they no doubt have never 
included overhead as an item of cost. It is greatly to be 
hoped that better business will see a permanent shorten- 
ing of such jobbers’ supply. 

While on this strain, I have watched with a great deal 
of concern the tendency, during the past two years, of 
the manufacturer to establish a direct contact with the 
jobber’s customers. This is done, either by selling them 
direct, or by forcing the jobber to accept direct mill 
shipment orders. These orders the mills have very 
solicitously made shipment of immediately, often sooner 
than a jobber’s stock order is handled. It is with chagrin 
that I notice some jobbers have been stupid enough to 
actually foster this direct shipment idea. The very life 
blood of a jobber lies in selling goods which first pass 
through his stock, and are then distributed to his cus- 
tomers. Otherwise he might far better remove his money 
from the hazards of business by selling off his stock, tak- 
ing a small office and becoming an acknowledged agent 
or commission sales office. 

However, the past few weeks have shown a most com- 
plete reversal of supply and demand from our viewpoint 
and Empire Pipe Corporation is looking toward 1925 
with every sign pointing to a very busy and prosperous 
year. 


From W. G. Bess, The Crescent Machine Company, 
Leetonia, Ohio—The year just drawing to a close may 
be reviewed with general satisfaction, even though the 
volume of business may have been somewhat less than 
we should like to have it. However, the New Year may 
be faced with complete confidence and very certain as- 
surance that there will be a satisfactory volume of busi- 
ness for those who are active and alert. At this time it 
would seem very certain that commercial activity during 
the year 1925 will be on a much more elaborate scale 
than 1924. Business will be easier to get because there 
will be more of it. 

At the same time it would be well, we believe, to guard 
against a feeling of over confidence in boom conditions. 
Those dealers and manufacturers whose first considera- 
tion is the welfare of their customers and who energet- 
ically go after business are going to be well repaid by 
the end of the year. 


From John L. Keith, president and general manager, 
BE. L. Wilson Hardware Co., Beaumont, Texas—Our busi- 
ness for the year closing, 1924, has not been as good as 
we would desire it, nor has it been an average year in 
the way of volume and profits. In fact, it has been one 
of the low margins and excessive expenses accounts, 
therefore, increasing the cost of doing business on the 
volume of sales, over the previous years. 

It seems to us that we, the jobbers, have lost our 
heads; in a great many instances we have been selling 
our goods below what we could buy and handle them: 
In many cases, perhaps, this has been through necessity 
in order to “keep the wolf from the door.” When we 
review the past and take carefully into consideration, 
the problems that our company has had to deal with, the 
disturbed conditions of our people all over the land, I 
believe that we should feel thankful that we are coming 
out as well as we are, and we feel that we have been 
blessed. The atmosphere in a political way has been 
cleared, and we have no doubt learned a lesson in 1924 
which will be long remembered. It does seem that all 
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things happened for the ‘best, and we are, therefore, 
looking forward to the New Year with a great deal of 
optimism, and believe that 1925 will be quite an improve- 
ment over 1924, and that the coming years will be still 
better, provided no unforeseen calamity overtakes us. 

Our local situation looks bright from the fact that the 
community is growing; no over-expansions in building 
has been indulged in. Therefore, there is room for 
development in building, farming, etc. 

Rice is our principal agricultural crop. The farmers 
have done fairly well this year. The acreage will prob- 
ably be doubled in 1925, and our general crops will 
probably be increased. Our county has spent millions of 
dollars in drainage and road building, thereby making 
the farm situation a more dependable vocation. 


From S. S. Clary, general manager, James McGraw, 
Inc., Richmond, Va.—We are just closing the biggest 
business year which we have ever experienced. Our 
sales show a very healthy increase over 1923, which was 
our biggest year up to that time. Our percentage of 
profits, however, are a little smaller than 1923 due to 
conditions existing in this territory, and we wonder if 
similar ones exist in any other territory. There has been 
a tendency among the mill supply houses to accept busi- 
ness regardless of price. Instead of trying to maintain 
the prices which wou'd justify a reasonabe profit, there 
has been throughout practically the whole year a shading 
of prices until it has gotten to the point where we believe 
that few jobbers are making the money that they should. 
We find competition keen in the city of Richmond, but 
we are losing considerably more in Virginia and North 
Carolina to jobbers in other cities. Collections through 
the year have been rather slow. Farmers in this section 
have had poor crops, which of course has its effect. 
The textile mills have been operating only about 50 per 
cent. The lumber business has been pretty much shot 
to pieces for the past eighteen months and there has 
been very little business in this line. The other indus- 
tries have been operating about normal. There has been 
a fair amount of building, particularly road building, and 
business has been particularly good in this line. We have 
had about the usual number of failures, probably a little 
heavier than some years. We feel from all indications 
that 1925 should be a good business year, and if the 
jobbers would come to the realization that the shading 
of prices is not creating more business, but simply 
depriving them of the profit to which they are justly 
entitled, we would all make some money. 


From J. E. Durham, president, Bonney Forge & Tool 
Works, Allentown, Pa.—The year 1924 in many respects 
was fairly satisfactory to us; sales were somewhat in 
excess of 1923 and the number of orders greatly in excess 
of that year. 

One of the outstanding phases of last year’s business, 
however, was the indisposition of jobbers to order much 
more than sample lots, apparently depending upon the 
manufacturer to carry stock for them and make their 
shipments. The jobbers’ reasons for doing this are easily 
understandable, of course, for the unsettled conditions 
that prevailed over at least a part of the year were such 
as, naturally, to cause them to be conservative in the 
matter of carrying stock. However, since some of the 
sauses for fear have been removed, as the result of the 
elections of last fall and the overwhelming expression of 
the American people in favor of conservatism instead of 
radicalism, reason for hesitation no longer exists, and 
because of this and for the further reason that there is 








a strong probability of higher prices in many lines, it is 
probable that the wholesale trade may feel justified in 
carrying fair stocks of the goods they handle during 
1925. 

Looking forward to next year, we feel very optimistic 
not only because of general conditions but because of 
the increased appreciation on the part of the trade of the 
special lines to which we are largely devoting our efforts. 
We believe there is a market in the United States for 
the best goods that can be made, even though such goods 
necessarily call for a higher price than the ordinary 
quality with which they compete. 


From H. F. Corrigan, sales engineer, The Hill Clutch 
Machine & Foundry Co., Cleveland—Predictions from all 
weather forecasters of business for 1925 have been 
extremely optimistic during the past few months. That 
such prophecies in themselves have salutary effect on 
business is hard to believe, but nevertheless any close 
student of commercial affairs feels the gradual tuning 
up all along the line. True, it is spotty in places, as some 
kinds of business feel the quickening impulses more 
slowly. 

Conditions right now may weli be likened to orchestral 
music, gliding slowly, but surely from the soft dulce 
shading of the leads to the blending crescendo of the 
full ensemble. 

There is always a steady demand for substantial and 
dependable power transmission machinery, and with our 
featured products and bearings, we are confidently look- 
ing for very brisk activities and a wide expansion of our 
efforts in 1925. 


From E. 1. Garrett, president, Puget Sound Machinery 
Depot, Seattle—I am pleased to say that while business 
in the Pacific Northwest during 1924 has not been of a 
satisfactory nature in our line, we have every reason to 
expect a much better year in 1925. 

There is great optimism among the lumbermen, and 
the mill supply and machinery business in this part of 
the country is largely dependent upon the lumber indus- 
try, so as they prosper we prosper and vice versa. 

The consensus of opinion seems to be that the pros- 
pects for next year are better than we have had since 
the war. 





From John V. Larson, president, Speednut Wrench 
Corporation, Chicago—Salesmen of mill supplies and 
kindred lines with whom the writer has talked regarding 
the business prospects for 1925, expressed themselves as 
highly pleased with conditions since the November elec- 
tion. We believe from our sales record thus far, that 
1925 will be a “real prosperous year.” 


From R. M. Gattshall, assistant manager, mechanical 
sales, The Republic Rubber Company, Youngstown, Ohio 
—The year 1924 has been one of steady improvement 
for The Republic Rubber Company due to a strict ad- 
herence to a policy of co-operation with jobbers. As a 
part of this procedure, all Republic branches have been 
closed, and this action has been effective in proving that 
economies have been practiced and, therefore, increased 
the confidence in the jobber’s mind of Republic’s ability 
to serve efficiently and economically. 

There has been a tendency toward better business and 
this, together with the fact that we have placed ourselves 
in a position to better handle it, gives us every reason to 
believe that 1925 will be one of the best years Republic 
has ever enjoyed. 
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HROUGH this departure from 
common practice, a U. S. Drill de- 
livers more power to the drill point. 


Months are added to its life. 
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much. 
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For Delicate Jobs 


N maintenance work delicate solder- 
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ing of time, labor and material, and 
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only heat.” 


The reason? Kester Solder supplies 
from tiny pockets inside itself, a scien- 
tifically prepared flux (Underwriters 
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been compounded to serve best for 
general soldering. It is quick in action, 
and flows to the job in proportion to 
the solder used. 
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lower labor costs, speed up production 
and speak in terms of general saving. 


“fo Z ™ 
ae 0 CEE | 
SOLDER . 








Kester Acid-Core Solder for general use ir 1 lb. cartons; 1, 
5and 10 lb. spools. Small package Acid-Core Solder, Kester 
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radio and electrical work — Kester Rosin-Core Solder. 
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Use Eight-Page Space to Announce New Home 


Power Supply Company of Terre Haute Effectively Tells the Story of 


Scope and Service of a Distributor in a Special Newspaper Section 


An entire eight-page special section in The Terre 
Haute Star was used in that newspaper’s issue of Thurs- 
day, November 27, to announce the opening of the new 
home of the Power Supply Company at Third and Mul- 
berry streets, Terre Haute, Ind. The section is devoted 
to articles designed to show the scope of the activities 
and service of this well-known mill supply house, and to 
advertisements of the manufacturers whose lines the 
company carries in stock. 

The first page contains the announcement of the new 
home and a picture of the building. Beneath this 
illustration there is printed in large type the following 
message: 

“This section is devoted to the scope of activities and 
service rendered this community by the Power Supply 
Company since it has enlarged its sphere of usefulness 
by increase of stock and storage space. 

“Everything herein will be of special interest to the 
mine operator, mill manager, merchant or executive who 
desires the best in the line of materials this company 
handles and the service it renders.” 

Among the advertisements in the special section are 
those of the following mill supply manufacturers: The 
Diamond Rubber Company, Inc., Akron, Ohio; The 
Swartwout Company, Cleveland; Standard Electric Tool 


Co., Cincinnati; The Goulds Mfg. Co., Seneca Falls, 
N. Y.; E. C. Atkins & Co., Indianapolis; Clipper Belt 
Lacer Co., Grand Rapids; Chas. A. Schieren Company, 
New York, and Dodge Manufacturing Corporation, 


Mishawaka, Ind. 

Among the reading notices is one which explains the 
company’s guarantee, by which it backs each article 
which it sells. The story of this special service feature 
is told as follows: 

“The tendency of business today with the buyers’ 
market now existing is such that the wide awake mer- 
chants are constantly on the lookout for ways and means 
of increasing their service to their customers. With 
this fact in mind, the Power Supply Company several 
years ago, when the sellers’ market was at its height, 
adopted a novel form of guarantee under the terms of 
which all purchases from them from a small cap screw 
selling for about a penny to large pieces of equipment 
selling for thousands of dollars carried its guarantee— 
the Seal of Service—in addition to the guarantee of the 
manufacturers of the articles. 

“On the largest machines the guarantee is attached to 
the equipment by means of brass plates bearing the shape 
of the seal of service. Every article sold by the Power 
Supply Company carries evidence of the guarantee in 
some form. This is for the protection of the consumer 
buying supplies. When he ‘the Seal of Service” 
attached to a socket, fixture, wrench or tool, he knows 
that the dealer is buying from a responsible house and 
taking every possible means to assure him of first quality 
as well as satisfactory service. 

“The dealer who buys his supplies and equipment in 
this manner saves time and trouble because he need not 
stop and inquire about quality—all he needs to ask 
about this article is—‘does it bear the Seal of Service?’”’ 

Another article contains an interview between the 
newspaper representative and M. P. Hewitt, sales man- 
ager of the Power Supply Company, in which Mr. Hewitt 





sees 





explains the merits of Terre Haute as a distributing 
center, and boosts the other local distributors as well as 
his own company. Mr. Hewitt says: 

“The growth of Terre Haute as a distributing center 
for mine and mill supply equipment has been very 
thoroughly demonstrated to us during the life of our 
business thus far. There are just 12 more concerns han- 
dling lines today that we sell than there were at the 
time we started in business, and yet they all seem to be 
growing. After making a thorough investigation of the 
matter, we are satisfied that this is due to the fact that 
a very large proportion of the business which formerly 
went to the Indianapolis, Chicago and St. Louis concerns, 
is now being purchased in Terre Haute, with the result 
that the Terre Haute market for this class of equipment 
is being increased accordingly. 

“Our experience has clearly shown that it is possible 
for us to reach points more than 100 miles from Terre 
Haute within a distance of 75 miles of other large dis- 
tributing centers, and that we can give our dealer in 
these communities better service because of the excellent 
transportation facilities, which Terre Haute possesses. 

After describing what transportation facilities 
offered, Mr. Hewitt 

‘‘Many dealers in this territory do not realize that their 
greater support of Terre Haute jobbers would result in 
their profit. The more the jobber is patronized, the 
better he can equip himself to serve his dealers and in 
that way enable the dealer to render his customers that 
service which is necessary today to realize the greatest 
profit.” 

Ben Heer, president of the company, explains the com- 
pany’s price policy as follows: 

“Some of our customers approach us on the question 
of cutting prices, arguing that with the ample stocks 
which we have on hand we are foolish not to attempt to 
move them by cutting prices, as some of our competitors 
do. With our frequently announced policy of ‘selling at 
the market,’ however, these customers are finding that it 
is not necessary to anticipate their requirements or to 
depend on ‘bargain sales’ for buying at the right price. 

“In accordance with our policy of one price and first 
quality, they know that they can send their orders or 
requisitions to us without the necessity of inserting 
price. They have the assurance that the goods shipped 
will be of the best quality obtainable, and that the price 
will be in line with the lowest market quotations at the 
time shipment is made. 

“We advise our customers not to be persuaded to buy 
large quantities in anticipation of their present demand. 
They can make money by depending upon our stocks for 
their requirements. 

“Every day is bargain day here because our prices 
are always in line with the market and because our stocks 
are kept in the proper proportion so that we can have 
no old stock to move and therefore no advantage to gain 
by cutting prices.” 
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Will Appreciate Assistance 
A supply house buyer in the East has an inquiry for 
a Westbrook hack saw frame. He states that he has 
tried every known source of supply. Who can help him? 
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The Bearing 
which says “No” 
to time — 


At one-tenth the 
cost and with over 
six times the life of 
the best bronze, 
you can equip your 
countershafts with 
Areuto Ollless 
Bushings and 
Bearings. 




















ARGUTO sexniné CO. 


WAYNE JUNCTION, PHILADELPHIA 
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Steel Shelving 


Modern steel construction 
Strength— combines strength with light 
weight. 
e4: Fire-resistive—oil, water 
Durability — wear proof. 
: _— Installed or rearranged 
Simplicity — easily and quickly, with 
ordinary tools. 
Ada tabilit __ Arranged to store any 
Pp y commodity. 
10% to 30% greater 
° storage capacity. 
Economical — Moved or altered 
without depreciation. 
Shelving, Files, Desks, Transfer Cases, Safes, 
Counter-heights, Sectional Cases, Accessories and Supplies 
THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 
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Atlanta Selected As Joint Convention City 


Southern Supply and Machinery Dealers’ Association and American 


Supply and Machinery Manufacturers’ Association to Meet May 5-7 


There will be no triple convention of the mill supply 
associations in 1925. Instead, there will be a joint con- 
vention of the Southern Supply and Machinery Dealers’ 
Association and the American Supply and Machinery 
Manufacturers’ Association in Atlanta, Ga., May 5th, 6th 
and 7th; and a separate convention of the National Sup- 
ply and Machinery Distributors’ Association at a time 
and place to be determined by vote of the members of 
that organization, Chicago, Detroit and Atlantic City 
being the cities under consideration. 

The decision to hold the joint convention in Atlanta 
was reached at a meeting of the executive committee of 
the Southern association and the time and place com- 
mittee of the American association in New Orleans on 
November 24th. Present at this meeting representing 
the Southern association were J. L. Pitts, president of 
the association; James Biggs, chairman of the executive 
committee; W. E. Gilkeson, R. P. Lockett, George Win- 
ship, and Alvin M. Smith, secretary-treasurer. In addi- 
tion there were present the members of the time and 
place committee of the American association. The head- 
quarters for the Atlanta convention will be the Atlanta- 
Biltmore hotel. 

The executive committee of the National association 
at its meeting in Pittsburgh on November 10th expressed 
itself as being strongly in favor of a triple convention, 
and was willing that the Southern association should 
determine the time and place of the meeting, provided 
that it was held at some point in the south which would 
not be so far away from the cities where the northern 
members are located, so as to prevent a good attendance. 
As types of such cities Richmond or Washington were 
suggested. The committee at the same time went on 
record unanimously as being opposed to going to a city 
as far south as Atlanta, being of the opinion that it 
would be impossible for the National association to 
secure an adequate representation of its membership at 
such a convention. 

The decision of the Southern association to go to 
Atlanta was reached only after careful consideration and 
in kindly spirit towards the National association. Fred 
D. Mitchell, secretary-treasurer of the American asso- 
ciation, submitted the request of the National associa- 
tion that a triple convention be held in Richmond, and 
gave the reasons which the executive committee of the 
latter association had for desiring such a city. The 
southern dealers were equally desirous of holding a triple 
convention, but felt that as the last four triple meetings 
were held in northern territory, they were entitled to 
have the next convention in Atlanta. It further developed 
that the Richmond hotel facilities are inadequate for a 
triple convention. 

Furthermore, the southern dealers adopted a resolu- 
tion recommending to its next executive committee that 
the time and place of a 1926 triple convention be left 
entirely with the National association for decision. 

George A. Fernley, secretary-treasurer of the National 
association, states that there are certain developments 
in connection with the work of its Machine Tool Section 
which will be announced in January, and that these make 
it extremely necessary that the next convention of the 
association be held at a place convenient to those mem- 
bers who distribute machine tools. A meeting of mem- 


bers interested in machine tools will be held in Cincinnati 
on January 12th, and after that meeting it will be possi- 
ble for the National association to definitely proceed with 
the selection of the time and place of its convention. 

At the meeting of the southern executive committee in 
New Orleans, in addition to deciding on the time and 
place of the convention, several resolutions were moved 
and adopted. 

The first of these resolutions proposes that sixty days 


prior to the next convention, the membership be advised 


that an amendment to the association by-laws will be 
submitted, proposing to change the name of the associa- 
tion to the Southern Supply -and Machinery Distribu- 
tors’ Association. The National association has already 
changed the name of its association. 

Another proposed that the manufacturers’ sales plan 
on cast-iron and malleable fittings, as advocated by the 
National Pipe and Supplies’ Association be rejected as 
incompatible with the best interests of the southern dis- 
tributors. 

The membership was urged to discontinue immediately 
such unbusinesslike and unethical trade practices as have 
existed recently, and to place their houses in order to 
secure an adequate profit on each and every transaction. 
The thought was expressed that better business methods, 
based on profitable lines, would be more in keeping with 
the intelligence of the distributors. 

It was also recommended that the association continue 
to co-operate in standardization and simplification prac- 
tices, and that local group organizations be effected 
throughout the entire territory of the association for 
the discussion of credits and other matters of interest 
which may properly be considered in each locality. 

oe 


HOW TO MARKET AT A PROFIT 


Newark Distributor Suggests Frequent Meetings Between Manu- 
facturers and Mill Supply House Executives 

The main problem of the mill supply distributor today 
is how to market goods at a profit, and this problem 
should be tackled as a co-operative study by manufac- 
turers and their distributors. At least, that is the 
opinion expressed by William S. Roe, Newark, N. J., one 
of the progressive mill supply men in his section. In 
a letter to MILL SUPPLIES, Mr. Roe offers the following 
suggestions: 

“We are spending too much time listening to our 
salesmen tell us about the low prices that are prevailing. 
What we would like to do very much would be for the 
manufacturer of a given line, say, Jenkins valves, to 
have frequent meetings with their representative jobbers 
to hold a general discussion on market conditions, to 
outline in detail the advantages of their product over 
competitive ones, and at the same time have a general 
discussion among distributors as to policies and methods 
of doing business. 

“This is nothing more than Crane Company and others 
which operate branches in all parts of the country, are 
doing. They call their branch managers together fre- 
quently for general discussion. We ought to be doing 
the same thing with our sources of supply. This should 
not be done by the manufacturers alone, but the expense 
should be shared by all interested.” 
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TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 
Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People’ 
305 N. Francisco Ave. Chicago, U. S. A. 
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Just off the Press!!! 


Our New Speed Reducer Bulletin No. 245 


Contains 48 pages of the most interesting information 
and authentic data on speed reducers ever published. 
Comprises our complete line of 

SPUR-GEAR SPEED REDUCERS 

WORM-GEAR SPEED REDUCERS 

HIGH AND LOW SPEED FLEXIBLE 

COUPLINGS 
STEEL SUB-BASES 


including prices and complete data on all sizes and 
ratios. 





Gr on aN 
Cover Removed— 
Real Accessibility! 


Ratios and horse power capacities are so simply arranged that no technical knowledge is required to 
select the proper size machine for a given installation once the requirements have been determined. 


If you are interested in solving speed reduction problems, write us for a copy NOW. 


Manufacturers of Conveyors for Every Purpose 


Palmer-Bee Speed Reducers 


PALMER-BEE M LL TYPE DETROIT 





COMPANY REG. U.S. PAT. OFFICE MICHIGAN 
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OPROE AT BANC nF 


The Dealer From an Advertising Man’s Corner 


Establishing a Basis for Discussion of a Broad Subject Which Has a 
Practical Application in the Sales Work of All Mill Supply Houses 


W. W. FRENCH 
Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


We have all at one time or another returned from a 
trip, a smoker or a banquet with a new respect for some 
man and his business, of whom, perhaps, we had thought 
lightly before. Changing our opinions because of better 
understanding is an entirely 
human trait, and it has a 
tremendous’ influence on 





of the 


Because 


business as well as_ social 
life. 
Because so many people 


have found a more intimate 
knowledge of other men and 
their jobs a big help to them, 
and often a source of un- 
looked for profit, we have 
thousands of organizations 
of one sort or another, whose 
for existence is 
a closer contact and a better 
understanding of conditions 
outside of the particular lim- 
ited sphere in which 


distributors. 


problem. 


sole reason have been 


our | 47, 
specific business forces us to 


many complexities inherent in the 
business of distributing mill supplies, the general prob- 
lem of how to utilize advertising to the best advantage 
in conjunction with the sales promotion work of the 
mill supply house, has been one that has long troubled 
W. W. French, advertising manager of 
the Dodge Manufacturing Corporation, Mishawaka, 
Ind., has devoted an unusual amount of study to this 
Believing that an advertising man of Mr. 
French's long experience can contribute much valuable 
information to mill supply distributors, arrangements 
made to have him 
articles on “Mill Supply House Advertising.” 
poses to discuss this important subject in 10 articles 
under the following headings: 


The Dealer from the Advertising Manager's Corner. 


do not associate a business that seems to consist of 
selecting type, cuts and high sounding phrases, with 
the serious business of moving stocks with satisfactory 
frequency. Yet the two are closely associated. 

The advertising man from 
| his corner may see the 

dealer in a dim light. He 

; may think of him as a cus- 
tomer of the house, and as 
such worthy of attention, 
but he does not always un- 
derstand him because of lack 
of personal] contact. 

If contact is desirable in 
selling, it is equally desir- 
able in advertising, which 
must be translated into 
sales, directly or indirectly, 
in order to justify its place 
in business. In other words, 
if the advertising man does 
i; not understand the dealer 
| and his problems, and if he 





contribute a series of 


He pro- 





| 
| 2. The Dealer’s Side of the Advertising Plan. F 

move. | 3. A Practical Sales Promotion Program for the Dealer. | '8 not competent to step in 

The relation of manufac- | 4. The Local Newspapers Value to the Dealer. | and advise concerning the 
turer and dealer is fairly 5. Using Direct Mail to Build up the Dealer’s Business. | local application of his plans, 
well understood—in the ab- | 6. Establishing a Distinct Personality for Your Busi- | the dealer has a_ perfect 
stract at least. The one | ness. , , | right to consider him merely 
makes and the other sells. | 7. The Catalogue and How It Should Be Used. as the man to ask for cuts 


The Dealer's House 


Because closer contact as a 
factor is unquestion- 9. The 
ably to be desired, we have | 10. The 
conventions that bring the 


x 


sales 


Organ. 
Mechanical Side of Advertising. 


Dealer's Sales Promotion Department. 





and stuffers. 

The advertising man, if he 
is going to help his firm and 
help the dealers sell the 





maker of the goods in 
friendly and close contact with the seller. 

In other words, and perhaps more to the point, we 
have fairly close contact between the two sales factors 
in manufacturing and distribution. We are at present 
interested in discussing another phase of this closer con- 
tact proposition that we believe has not yet been de- 
veloped to the ultimate. 

In every manufacturing plant there are many depart- 
ments. There is the sales department, with which every 
dealer is familiar, because he hears of it with greater 
frequency than some of the other departments. There 
is the accounting department, the order department and 
the traffic department. Every dealer’s files will disclose 
some correspondence with each of these. 

Getting back to the sales department, however, we 
find that there is another department closely allied with 
it, and if the concern is properly organized, working hand 
in hand, with which the dealer is not always as familiar 
as he should be. This is the advertising department. 

This department, if functioning properly, is in reality 
a part of the sales department, because success of the 
advertising plan, no matter how brilliant it may be, must 
be co-ordinated with the sales activities. 

Too often we think of it as a place to secure cuts or 
perhaps a supply of catalogues or envelope stuffers. We 


goods manufactured by his 
firm, must understand the selling game; he must know 
how the dealer functions; what he is up against every 
day in the year in trying to develop sales volume for 
the manufacturer’s product. He must establish contact, 
personal contact wherever possible, and frequent mail 
contact whenever it is impossible to get around. 

We would not expect the dealer to step into the manu- 
facturer’s business without preparation, and we would 
not expect the manufacturer to immediately step into a 
dealer’s business on the same basis. We cannot expect 
a dealer to wax enthusiastic over a plan of advertising 
unless he has some reason to believe that it was pre- 
pared by someone having a knowledge of dealer condi- 
tions. 

In attempting to write of advertising from the dealer’s 
angle, we have been obliged to establish a basis for dis- 
cussion. We have attempted to show that the advertising 
man should be a salesman, simply using a word formula 
instead of a spoken formula, and that he must know the 
game about which he is writing. In other words, we 
have tried to introduce the advertising man to the dealer 
in a way that will establish confidence before we touch 
on the subject of advertising at all. 

The advertising man in a business properly organized, 
as stated before, works closely with the sales staff. He 
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Even SKF Trusts Its Grindin3 to Dumores 





Name 


Address___ 


HE photograph above shows a Dumore 

No. 2—-AG grinder in action in the tool 

room of the Hess-Bright Mfg. Co., sub- 
sidiary of SKF Industries, Inc. Here again Du- 
more grinders have been approved by an inter- 
nationally famous institution; another convinc- 
ing proof of their ability to perform reliably and 
efficiently regardless of how exacting or how 
difficult the requirements may be. 


The same features that make Dumore grinders 
worthy of the trust of such a world prominent 
concern as SKF Industries, will be equally valued 
by many manufacturers right in your territory. 


Comprising six styles and sizes—with individual 
speed ranges—the Dumore line enables you to 
supply a grinder with the correct cutting speed 


for any grinding need. Dynamically balanced 
armatures and smooth operation of Dumore 
grinder motors eliminate vibration. Ability to 
operate on alternating or direct current assures 
100° ,, utility of these tools even in shops supplied 
with two varieties of power current. Portable, 
they can be easily taken to the job—saving the 
cost of tearing down expensive set-ups. 


If you can sell maintenance of grinding limits as 
close as .0001, without taper, bell-mouth or chat- 
ter-marks; if greater production and lowered 
labor cost have a market in your territory, Du- 
more grinders offer you a real opportunity to 
increase your business. Why not get the details 
of our liberal jobbers’ agreement? The handy 
coupon will bring the story! 


Wisconsin Electric Co., 46 Sixteenth Street, Racine, Wis. 
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P WIsconsIN ELECTRIC COMPANY | 
46 Sixteenth St., Racine, Wis. i 
Quote jobbers’ discounts and give complete details of 
Dumore jobbers’ agreement. ! 
I 
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SPEED 








No. 2 
AG Grinder 





When 





The Dumore No. 2-AG grinder is adaptable to 
general tool room use. Motor—!,, H.P. Speed of 
motor spindle—10,000 r.p.m. Speed of internal 
spindle —30,000 r.p.m. Reach of motor spindle 

214”. Self-aligning ball bearings. Furnished 
complete with set of seven grinding wheels, 
canvas belt, wheel-guard and cutting grinding 
rest, cross-feed lever, 10’ cord, switch and plug. 
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knows, or should know, the sales policy of his house, 
the plan of distribution, the manufacturing processes, 
the points of advantage to consumer and dealer, of his 
product over other products. He should be in communi- 
cation with the dealer not only when there are advertis- 
ing plans under discussion, but he should be able to pass 
on valuable information regarding merchandising of his 
firm’s line. He should be awake to every opportunity 
of applying his national publicity plans to the local con- 
ditions in dealer territories. He should encourage sub- 
mission of ideas, criticism of his efforts, 
tive to conditions in specific cases. 


and news rela 


The advertising department of a manufacturer should 
be a clearing house for ideas, not always in the sense that 
ideas are submitted carrying an obligation to adopt them 
because, while a plan successful locally might be all right 
for one, it may have to be altered materially to fit int 
the larger plan with which the advertising man must 
deal. 

A plan of publicity should never be submitted by a 
manufacturer to a dealer as fulfilling an obligation. To 
be sure, a manufacturer should supply selling co-opera- 
tion to a reasonable extent, but if a plan has no other 
justification than that, if it simply keeps a promise form- 
ing part of a sales agreement, it should never be sub- 
mitted. 

First of all, a plan of advertising must be practical, in 
that it is designed to accomplish a practical purpose in 
stimulating and increasing sales. There is no place in an 
advertising plan for one item that does not have a practi- 
cal application to sales work. 

Advertising does many things. It perhaps introduces 
a proposition prior to the time the salesman calls for 
«a physical or verbal presentation of the product, and it 
may, on the other hand, be used not only to introduce, 
but to follow up a personal visit or to create re-orders. 


There has been nothing said about the science of adver- 
tising. Perhaps there is a science of advertising, but if 
there is we can safely leave it to the professors of 
psychology. We much prefer to call it auxiliary selling. 
If it isn’t that, it ought to be scrapped. 

The dealer now has the advertising man’s opinion of 
the dealer, and his analysis of his job with relation to 
the dealer. If the dealer now has received the intended 
impression, he will be in a receptive mood for the brass 
tack side of the subject, which will be covered in a series 
of articles whose sole object is to assist the dealer in 
most profitably adapting to his local conditions the plans 
of the manufacturers he represents. We will talk from 
the dealer’s angle entirely, and we will attempt to prove 
the value of the advertising department in practical sales 
work. 

<P + 
WILL CONCENTRATE STOCKS 
Perth 
Story Addition to Its Present Quarters 

The Perth Amboy Hardware Co., Perth Amboy, N. J., 
on December 1 broke ground for an addition to its pres- 
ent Madison avenue building. According to a statement 
from I. T. Madsen, president of the company, the addi- 
tion will be four stories high, 133 feet long by 25 feet 
wide. It will be on Jefferson street, and will connect 
with the company’s present building in an L shape, giv- 
ing the company 100 feet by 30 feet facing on Madison 
avenue, as well as the new frontage on Jefferson street. 

The front portion of the first floor of the new build- 
ing will be used for delivery purposes, and a side-track 
will permit cars to be run into the building to a raised 


Amboy Hardware Company Has Started Work on a Four- 


platform. Two electric elevators and a metal chute will 
facilitate the handling of incoming and outgoing stocks. 
The rear of the first floor of the new building will be 
used for general offices. The second, third and fourth 
floors will be used for the general storage of hardware, 
mill and plumbing supplies. 

When the new building is completed, the company will 
discontinue the use of its present four scattered ware- 
houses, and will concentrate all its stocks under one roof. 
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ANOTHER RECENT MERGER 
Alabama Machinery & Supply Company Has Purchased the Lum 
Machinery & Supply Company of Montgomery 
Alabama Machinery & Supply Company, Montgomery, 
recently purchased the Lum Machinery & Supply 
of that city, and has consolidated the latter 
company with its own. This is one of the largest mergers 
in that se the South in recent years, and marks 
the passing of one of the old established supply houses 
of Montgomery and the strengthening of another house. 
The Alabama Machinery & Supply Company now has a 
capital of $400,900 and a surplus of $219,000. The 
officers of the company are: President, Arthur Pelzer; 
vice-president, W. K. Pelzer; secretary, Leon Trousdale; 
treasurer, W. W. Doe. The business manager is Willard 

Newson. A. C. Luhn is buyer. 

Lum Machinery & Supply Company was incorporated 
in 1910. It had a capital stock of $25,000 and carried an 
average stock of supplies valued at $65,000. Three 
eling salesmen covered territory including Alabama, 
eastern Mississippi and western Georgia. The company 
distributed saw mill and woodworking machinery and 
general mill suppplies. 

The Alabama Machinery & Supply Company recently 
opened a branch store in Dothan, Ala., under the man- 
agement of Wilson Ashley. All purchases for this 
branch, however, are made through the home offices at 
Montgomery. In addition the company owns the G. W. 
Barnett Hardware Company, 116-119 Commerce street, 
Montgomery, wholesale and retail hardware dealers. 


Chandler, president of The Chisholm- 


George N. 
Moore Mfg. Co., Cleveland, passed away suddenly Friday 





‘tion of 


tyay 
trav- 








morning, December 12th. He had been troubled with 
intermittent heart attacks for some time past. Mr. 
Chandler was not active in the Chisholm-Moore busi- 


ness, but had been financially interested in the company 
since it was founded in 1897, and had been its president 
since 1914. He was a director of the Union Trust Com- 
pany of Cleveland, and interested in various other enter- 
prises. 


Mrs. N. A. Gladding 

Mrs. N. A. Gladding, wife of N. A. Gladding, vice- 
president of E. C. Atkins & Co., Indianapolis, passed 
away at her home in that city on Thursday, November 
27, following an illness with pneumonia and influenza. 
Mrs. Gladding was the daughter of the late E. C. Atkins, 
founder of the company which bears his name. She was 
very active in charity, church and civic work in Indian- 
apolis, and it was while participating in the work of 
raising the city’s community fund that she contracted her 
last illness. She was an ex-regent of the Caroline Scott 
Harrison chapter of the Daughters of the American 
Revolution. 
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Industrys Most 
Productive Drill 


URING 1925, it will be our ambition to interest you in 
CLE-FORGE HIGH SPEED DRILLS on the basis of 


their importance as truly productive tools. 


There was a time, when only carbon steel drills were known, 
that a twist drill may have been “just a small tool for 
making holes.” But, with the advent of high speed steel, the 
irresistible urge for faster production almost forced men to 
choose their drills with the same care they displayed in 
picking men. 

All things are relative. From the promenade deck of the 
mighty Leviathan one laughs at Robert Fulton’s “folly”, the 


little Clermont. The strong, powerful CLE-FFORGE HIGH 
SPEED DRILL of today is equally above its ancestor. 


Our advertisements for the next several months are planned 
to emphasize, in a graphic way, these interesting comparisons. 
Look for them. 

Meanwhile, CLE-FORGE HIGH SPEED DRILLS “tell their 
own story”—as usual. Have you given them a chance to tell 
it? If not, why not start the New Year right? 


The f- JE7T AAT 


TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 





TWIST DRILL 
COMPANY 


CLEVELAND 
NEW YORK- CHICAGO LONDON 


Manufacturers, also, of 
Carbon and High Speed Drills for every purpose ; ‘“Mezzo’”’ Super-Carbon Drills; Hand, 
Jobbers’ and Shell Reamers; “Peerless’’ High Speed Reamers; “Paradox”? Adjustable 
Reamers; ““Quick- Set” Reamers; Chucking Reamers for Turret Lathes; Counterbores; 
Countersinks; Sockets; End Mills; and the “Ezy-Out” Screw Extractor. 


CLE*FORGE *:?f-0 DRILLS 


TRADE MARK REG. U.S. PAT. OFF. 
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Sometimes there calls upon me a salesman whose rea- 
son why I should buy seems to be that he wants to make a 
sale. He does not put that forth as a reason and very 
likely he is not thinking about that reason, but from 
his actions I judge that his underlying motive is entirely 
a selfish one. 

That kind of reason why is not the reason why of suc- 
cessful salesmanship. By “reason why” salesmanship I 
mean the kind of salesmanship that succeeds through giv- 
ing the prospective purchaser the right kind of reasons 
why he should buy. 

It should be rather obvious that the reasons why that 
appeal to the buyer are going to be such reasons as 
are to his advantage. He is thinking of your product in 
terms of his own business success. He wants to buy 
only when buying is to his own advantage. You may 
want to sell because it will pay you to make a sale, but 
the buyer wants to buy because it pays him to make 
the purchase, so he is not interested in your wishes. 

Your approach gives you the opportunity to present 
your reasons why. If you fall down in your approach, or 
if you have certain faults that render ineffective what- 
ever you say and whatever efforts you make, then your 
reasons why are of little avail. You do not get them 
across. Back of the success, then, of the “reason why” 
salesmanship, there must be effective fundamentals. The 
“reason why” of salesmanship is not the beginning of it. 
It is the culmination. You give your prospect the rea- 
sons why when you have laid the foundation, when you 
have secured his attention, if possible his interest, and 
have familiarized him with the identity of your product. 

If you must get the buyer’s ear before you can give 
him reasons why he ought to purchase, it is just as 
important that you know those reasons intimately your- 
self. You cannot pass on reasons you do not know, and 
you cannot explain satisfactorily reasons you do not thor- 
oughly understand. 

I have attended sales conventions and meetings where 
hours were spent in familiarizing salesmen with the 
products in their line. They were taken through the 
plant, given technical instruction as they went, and more 
of it after the trip. And always there were some sales- 
men who did not think it worth while to give careful 
attention to the details of such instruction. 

Sometimes men who would listen attentively to any- 
thing put forward in the way of advice about sales- 
manship, would turn the deaf ear to everything offered 
of a technical nature. Those men were counting on their 
selling ability, upon personality or knowledge of human 
nature or upon pull or push or friendship, or what not, 
to make sales. They did not feel concerned in getting 
the knowledge that would enable them to give actual 
“reason why” arguments to the prospect. 

As a matter of fact, one of the best places to dis- 
cover “reason why” arguments in favor of your product, 
is in studying its manufacture and the technical phases 
of its production and distribution. This does not mean 
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that the ability to pour a prospect’s ear full of technical 
terms and intimate details of manufacture is good sell- 
ing practice. It may be that your prospective buyer 
does not understand those technical terms. He may be 
a buyer and not a mechanic. He may understand fully 
the technical terms relating to his use of your product, 
and yet not understand the technical terms relating to 
its manufacture. Your reasons why need to be couched 
in terms of the buyer’s business, of his use of your 
product. 

If you are selling a certain belt lacing that has real 
advantages, the buyer will be interested in everything 
that applies to the method of its use, the permanence 
of its hold, the way it is applied. You can also talk 
to him in technical terms about the use of belting and 
the percentage of power it delivers. But he will not 
care about the intricacies of the machinery you have 
devised for the manufacture of that belt lacing. He is 
interested in results for himself, rather than in results 
for you. 

The buyer you are consulting may be in the market 
for force feed oilers, but as a buyer he may not be 
informed regarding the mechanics of such oilers. He 
may care little about their technical details. What he 
wants to know is whether they will lubricate properly 
and continuously and without getting out of order, 
whether their parts will endure. If he has plenty of 
time, you may interest him in studying the details of 
how your factory, by the use of certain patented proc- 
esses or methods and with certain specialized machinery 
is enabled to produce oilers that are superior, but in the 
main buyers want assurance of results and will not go 
behind that assurance when it seems to them sufficient. 

Are you well informed regarding the reasons why 
your products are good buys for prospective users? You 
may know of your price advantage, of the advantage of 
the terms you offer and of promptness in delivery. 
Those are matters any salesman knows whether he knows 
anything about the product he sells or not. Unless you 
know something about the business of the buyer you 
are visiting, and something of the technical side of the 
uses to which that buyer might put your product, how 
can you give him any reasons for buying that will seem 
worth while to him? 

It is this situation that makes it so important that 
a mill supply salesman study his customers’ businesses 
and the mechanical side of them. When you see that a 
defect, or a lack of absolute perfection in a customer’s 
own product is due to some relatively unimportant part 
being something less in quality than would be the case 
if you supplied that part or the machines to make it, 
then you have a reason why he ought to buy your product. 
If the imperfection or lack of superiority of his product 
is due to the use of inferior knives, saws, drills, polish, 
brushes, dies or something else, and if you can supply 
him with such tools as will do better work without 
increasing his costs, then you have at hand your reason 
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why he should buy from you, even to the extent of throw- 
ing out other equipment already in use and not yet worn 
out. 

Sometimes familiarity with the methods of sale and 
distribution of the product of a possible customer will 
show you why he ought to buy from you. He may be 
troubled with slow production or shipping delays. He 
may be using an old-fashioned method of packing for 
shipment when you could sell him cases or wrappers or 
something that would cut down the time needed in pre- 
paring his product for shipment. When you meet cus- 
tomers of your own buyers, people who use products 
made by men you want to sell, you have a chance to find 
out from them what are the imperfections and disad- 
vantages of products in the making of which your own 
line is or might be used. 

It not infrequently happens that a mill supply sales- 
man carrying a long line, involving a string of items and 
numbers, is familiar with only the leaders. He can sell 
his best sellers and do it with the utmost intelligence, 
but when the buyer begins to ask why and wherefore 
about some of the numbers that are not. sold every day, 
the reasons why are not forthcoming. 

There is one thing to be remembered in giving buyers 
reasons why, and that is that it should not be overdone. 
It is possible to make the reasons so strong that they will 
seem weak. When you claim too much, you give the im- 
pression that your claims are exaggerations. It might 
even be possible to adhere to the truth in your claims, 


and yet make them so strong as to have them doubted. 
A claim, a reason why, that is not believed might just as 
well be actually false as far as resultant sales are con- 
cerned. It is sometimes better to understate advantages 
than to give them their full value. 

And as you give the buyer your reasons why, see that 
he absorbs and understands them one by one as you offer 
them. It injures your chances of cashing in-on those 
reasons if you pour them out in rapid fire fashion, faster 
than the listener can assimilate them. And after you 
have stated them all, they lose in effectiveness if you 
have to go back and bring them up again, duplicating 
your argument in a sense. 

There is more money for the salesman in refreshing 
his memory on catalog facts and price list information 
on trains and in waiting hours, than in “resting” his 
brain by perusing the latest issues of magazines of near- 
confessions, written by hack writers at half a cent a 
word. 

Develop your most important reasons why and present 
them to your hearer one at a time, making sure that you 
get each one over before going on to the next. One 
reason properly presented and driven home is better and 
worth more in results than a dozen reasons shot into the 
air and allowed to fall where they may. 

Buyers want reasons. They may not go so far as to 
demand them, because they may not care so much 
whether they buy or not. The burden of the proof is on 
the salesman. Use your proofs so they will count a 
hundred per cent. 





WIDE VARIATION IN POLICY 


Interesting Experience of Distributor Who Requested Contribu- 
tions to Expense of His Catalogue 

The wide variation in the policies of manufacturers in 
contributing towards catalogue expenses of their dis- 
tributors is aptly illustrated in the experience of a mill 
supply house which has been compiling a new catalogue. 
The company is a member of the National Supply and 
Machinery Distributors’ Association, and has made a 
report to that organization on the results of an inquiry 
which it made among manufacturers. 

The distributor in question stated that, after consider- 
ing whether or not it was proper to ask manufacturers 
to assist in defraying the expense of the catalogue, he 
decided that such a course was justifiable, at least to the 
extent of giving manufacturers an opportunity to con- 
tribute. The proposition was placed before them in such 
a manner that those receiving the request would under- 
stand that their decision would not in any way influence 
future business relations. 

Letters were sent to 164 manufacturers, both those 
whose products the company regularly handled in stock, 
and also those whose goods the house did not stock regu- 
larly, but for which they might reasonably be expected 
to receive inquiries provided they were shown in the 
catalogue. 

Thirty-two manufacturers agreed to share the expense 
of presenting their lines on an equal basis with the dis- 
tributor. Ten offered an allowance of five dollars a page, 
sixteen offered an allowance of ten dollars a page, six 
offered the entire cost of the page, two offered fifteen 
dollars and two eighteen dollars. Ten manufacturers 
offered miscellaneous propositions such as a five per cent 
rebate on all purchases for one year, a two and one-half 
per cent rebate, a twenty per cent discount instead of 
fifteen, and one-half per cent extra commission on total 
sales. Two others offered an amount to be determined 


at a later date. Sixty-six manufacturers replied that 
they could not see their way clear to contribute, and 
eighteen did not reply to the letter. 


NAMES TWO NEW OFFICERS 
Sterling & Skinner Mfg. Co., Detroit, Adds W. E. Skinner, Jr., 
and G. W. Craighead to Its Executive Staff 

The Sterling & Skinner Mfg. Co., Detroit, manufac- 
turer of brass goods for steam, water and gas, announces 
that its business has grown to a point where it became 
necessary to increase its personnel. The company has 
added W. E. Skinner, Jr., of Chicago, and G. W. Craig- 
head, of Detroit, to its board of directors. The former 
will serve as vice-president, and the latter as secretary 
of the company, and will take over much of the detail 
of maintaining contact with customers. 

W. E. Skinner, Jr., is a nephew of F. G. Skinner, 
treasurer of the company. He is a graduate of Cornell 
University, and served in the Navy with the Pacific 
fleet during the war, and is still a member of the naval 
reserve. Before joining the Sterling & Skinner organ- 
ization, he had been associated with the Seaman Paper 
Company in Chicago. 

Mr. Craighead is well known in the mill supply field, 
having been for the past 10 years secretary and auditor 
of the Detroit Twist Drill Company. 
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Central Association Plans 

The Central Supply Association will hold its next meet- 
ing in the Tiger room, Hotel Sherman, Chicago, Wednes- 
day and Thursday, February 25 and 26, 1925. The 
executive committee meeting will be held on Tuesday, 
February 24. A banquet for members and their guests 
will be held Wednesday evening. It has been eight years 
since this association has had a banquet. W. E. Mc- 
Collum, City Hall Square building, Chicago, is secretary. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


















The material used in the manufacture of VOGEL closets is the best to be obtained + 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
ee the entire fixtures are tested under hydraulic pressure before leaving our 
actory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 




















The name ROBERTS 


It is stamped on every piece of gen- 
uine ROBERTS goods. And every 


piece of ROBERTS goods is trust- 
worthy. 


From master pattern to finished 
goods every operation entering the 
manufacture of ROBERTS goods is 


carried out with a view to quality first. 





Ford Triblocs are quality hoists— 
built to make friends and keep them. The 
facts are in Catalog 6-B. Send for your copy. 
Ask also for Bulletin 4-G, describing and 


ROBERTS goods stand strictly on 


their merit. Standardize on them. 


‘ illustrating the “‘Ezeejoin” Shackle. 
¥ 
‘ Ford Chain Block Company 
¥ 2nd & Diamond Streets, Philadelphia, Penna. 








THE ROBERTS BRASS MFG. CO. 


Vanufacturers of bruss goods for steam, water, gas, gasoline, 
air, oil and automotive use. 
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Helena and Memphis Companies in Big Merger 


T. W. Lewis Heads New Consolidation, Which Is Operating Under the 
Name of Lewis-Brown Company, Inc., With Arkansas House as Branch 


The Lewis Mill Supply Company, Helena, Ark., has 
merged with the L. P. Brown Company, Memphis, Tenn., 
and is now doing business under the name of the Lewis- 
Brown Company, Inc., with general offices in Memphis. 
The new company will operate as a general mill supply 
and heavy hardware house, carrying also a full line of 


not only a complete stock of cotton oil mill supplies and 
machinery, but also a complete stock of all mill supplies, 
iron and steel products and heavy hardware. 

The new company is capitalized at $350,000. The offi- 
cers are: President and general manager, T. W. Lewis; 
vice-presidents, L. P. Brown and T. H. Baker; secretary 
2 and treasurer, W. C. French. Mr. Lewis was president 
be and manager of the Lewis Mill Supply Company, and Mr. 
French was secretary of that company previous to the 
merger, while the two vice-presidents were the owners 
of the L. P. Brown Company. All the directors of the 
Lewis company remain on the new board, which also 
includes other directors who were added by the Memphis 
interests. 

T. W. Lewis, president of the company, made the fol- 

















T. W. LEWIS, PRESIDENT, LEWIS-BROWN COMPANY, INC. 


steam supplies, roofing, nails, iron and steel. The for- 
mer home of the Lewis Mill Supply Company in Helena 
will be utilized as a branch of the new company. 

The Lewis Mill Supply Company was incorporated in 
Helena in 1919, and under the guidance of its president, 
T. W. Lewis, has enjoyed a steady and healthy growth, 
which has made the company one of the big factors in 
its territory. It has recently been operating with cap- 
ital stock of $250,000, and has been carrying average 
stock valued at $165,000. Five salesmen have been em- 




















} HELENA HOUSE WHICH WILL NOW BE A BRANCH 


plans: 

“We have been arranging our building in Memphis 
which is a four-story brick, mill type constructed build- 
ing, full equipped with sprinkler, with side tracks on each 
side of the building. It contains approximately 50,000 
square feet of floor space, and will be ready to take care 
of our trade in the best of shape by January Ist. We 
are now taking care of our customers from Helena the 
same as we did in the past. We will continue to carry 
a large and complete line of mill supplies and heavy hard- | 
ware in Helena and also in Memphis.” 


a | lowing statement to MILL SUPPLIES about the company’s 
~ | 
| 

















Change Bolt and Nut Prices 

MEMPHIS HEADQUARTERS OF THE NEW COMPANY : : 
Bolt and nut manufacturers are reported to have made 
ployed, the company’s territory including the states of a radical change in pricing, eliminating the present 
Arkansas and Mississippi and part of northern Louisiana. basing points and substituting f. 0. b. factory prices with 

The L. P. Brown Company, previous to the merger, was’ freight allowed to destination within certain territorial 
doing business almost entirely with the cotton oil mills limits. The new schedules will be used in quoting on | 
and gins in the south, but the new company will carry  urst quarter contracts for 1925. 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 

















Write your own guarantee on these power plant necessities 
on which we have specialized 
thirty years. 


As standard equipment in super power plants through- 
out the world, they are watchmen protecting expensive 
equipment and reducing maintenance costs. Send for 
Cat. No. 18-5. 


SHERWOOD MANUFACTURING COMPANY 


Brass Founders and Finishers 
Sele Manufacturers of Sherwood Engineering Specialties 


1713 ELMWOOD AVENUE, BUFFALO, N. Y. 
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Many Dealers Overlook Very Profitable Line 


Manufacturers of Fire Appliances Are Ready to Give Complete 
Co-operation, But Their Efforts Must Receive Dealer Support 


W. J. GOLD 
Geo. W. Diener Mfg. Co., Chicago 


Why there should be a feeling in the minds of many 
supply dealers that fire appliances are something hard 
to sell, or too highly specialized to be sold over the 
counter or by their outside salesmen, is strange. Yet 
such an opinion is held by’ a great many dealers, who 
say they can sell the small quart tetrachloride extin- 
guisher, but are shy at the suggestion to try to sell 
2'4-gallon soda and acid or pump tank extinguishers, 
which are required by practically every factory, store, 
shop or industrial plant to which other supplies are sold. 

In addition to the larger types of approved extinguish- 
ers, there is a market for approved safety gasoline cans, 


timable. Fire loss and waste is preventable in 75 per cent 
of the places where fire occurs. Manufacturers of fire 
appliances, municipal fire departments, insurance com- 
panies and fire prevention bureaus engage in propaganda 
to educate the public, to realize the importance of this 
matter, but energetic dealer co-operation is necessary. 
The seeming indifference on the part of dealers to 
support such efforts has led some manufacturers to 
enter the field direct and expensive sales organizations 
have been created to get fire protection intelligently 
before the prospect. As these costly selling organiza- 
tions necessarily function narrowly, the field cultivated 











EXAMPLE OF EFFECTIVE GROUPING OF FIRE FIGHTING APPLIANCES IN WINDOW DISPLAY 


oily waste cans and fire protection accessories which can 
be profitably exploited if effort is directed in that respect. 

The fact is that proper protection against fire through- 
out the country is astoundingly deficient. The market 
for fire appliances in the rural districts is practically 
untouched by dealer sales efforts. 

Specialty salesmen, occasionally working on their own 
account, sell numbers of fire extinguishers in farm com- 
munities, which proves that the farmer is receptive to 
the idea of protecting his property from fire. As a gen- 
eral rule, however, these salesmen are _ irresponsibly 
selling powder nostrums which are worthless in respect 
to most of the claims made for them. 

What is needed is more interest in approved lines by 
established dealers. The profit derived is very liberal, 
and if the same consideration to selling methods is 
employed as that given to selling other lines, results can 
be obtained that will be surprisingly satisfactory. 

Pushing the sale of fire extinguishers and fire pre- 
vention appliances is not only profitable but it is serving 
the community in something the value of which is ines- 


mainly is industrial plants, which in other requirements 
depend upon the supply dealer. 

A window display of fire appliances will draw a good 
deal of attention. During Fire Prevention Week, a bank 
window on Madison street at Kedzie avenue, Chicago, 
was filled with fire appliances of our manufacture, and 
throngs of people were in front of it day and night. If 
this same display had been made in a dealer’s window 
of a downtown street in any city, sales would have been 
effected without doubt. 

Every garage is a prospect for soda and acid or pump 
type approved fire extinguishers, safety gasoline cans 
and oily waste cans. Private residences of the larger 
size can find greater protection in the 2% gallon or 
5-gallon types of extinguishers, and farm buildings which 
are entirely removed from protection of town fire de- 
partments are most of all in need of adequate portable 
extinguishers of the hand type. 

Manufacturers of fire appliances are ready to give the 
fullest co-operation and assistance to dealers at all times 
and opportunities in this line should not be overlooked. 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 
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Fig. 133. Acute Heel Shelf 
Bucket, heavy duty, especi- 
ally adapted for Landling 
coal, stone, cement, ores, 
etc. May be attached to 
either chain or belt. 


Fig. 668. Extra heavy 
“Salem™ Elevator bucket, 


suitable for ores,coal, broken 
stone, and similar heavy 
substances. 
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GENUINE 


Elevator Buckets 


Since 1880, when Salem Buckets were awarded 
first premium for superiority, no other make of 
bucket has approached the Salem in quality, long 
wear, or unusual service. It is made in many dif- 
ferent sizes and gauges of steel ranging from 24 
gauge to 6 gauge, and is adaptable for handling 
materials of practically any size, shape or weight. 





Our large stock of standard sizes and gauges and 
our ability to furnish buckets made up in accord- 
ance with your specifications, enables us to offer 
excellent service and prompt delivery. 


Write for Price List 3625 


MULLINS BODY CORPORATION 


Successors to W. J. CLARK CO. 
102 Mill St. Salem, Ohio 








Fig.1124. Trough front, 
“Continuous Type” Bucket, 
used for a variety cf service 
conditions. Pours its load 
instead of throwing it. 


Fig. 132. Round Heel Shelf 
Bucket for handling damp 
materials which will notdis- 
chaige readily from other 
styles of buckets. 
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New Products 
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Black & Decker Manufacturing Company, Towson, Md., 
has announced three new electric tools within the past 
month. The first of these is a twist drill grinder, the 
second an electric tapper and the third a reversible socket 





r 





six-inch tool 


The grinder is a 
grind straight or taper shank twist drills up to five- 


wrench. designed to 
eighths inch diameter. The drill is fed to a cup grind- 
ing wheel by means of a micrometer screw feed. No 
adjustments are necessary for grinding different sized 
twist drills. The electric tapper is similar in design and 
construction to the company’s electric drills except that 
the mechanism in the gear case is so designed that the 
tap is driven in at a speed of 250 revolutions per minute 
and, by a slight backward pull on the machine, the tap 
chuck is automatically reversed and the tap backed out 
of the threaded hole at double the speed with which it 
is driven in. It will tap holes in steel up to one-quarter 
inch, in cast iron up to three-eighths inch and in brass 
or aluminum up to five-eighths inch. This machine 
weighs eight and three-quarters pounds. The new socket 
wrench is particularly adapted to assembling and disas- 
sembling gasoline motors or any similar type of machin- 
ery. The spindle is provided with a clutch which auto- 
matically releases when the forward pressure on the tool 
is relieved. A reversing switch is provided for use in 
disassembling motors and machinery, and the: wrench 
has ample power for kicking loose nuts or bolts regard- 
less of how tightly they are drawn up. A quick change 
chuck is provided for holding different sizes of socket 
wrenches. The accompanying illustration shows the new 
twist drill grinder. 

Dodge Manufacturing Corporation, Mishawaka, Ind., 
has placed on the market a new roller bearing pillow block. 
It consists of two Timken roller bearings mounted on a 





ground steel tube and fitted into an accurately machined 
cast-iron ring. The latter is turned on the outside to a 
section of a sphere. The bearing is mounted in a cast- 
iron housing with a machined spherical seat on the inside. 





The steel inner tube is slotted and threaded at each end, 
and two threaded clamping collars are provided for hold- 
ing it to the shaft. Grease seals of special design are 
placed at each end of the bearing inside the collar. The 
new block may be used on any commercial shafting. Fas- 
tening is accomplished by setting up the screws in each 
end of the clamping collars. The block may be installed 
either by securing the entire bearing in position and 
slipping the shaft in, or by removing the caps from 
the housing, lifting the ball out and slipping it over the 
shaft, replacing it in the housing, then replacing the 
caps and securing the bearings to the shaft by setting 
up the clamping screws. 

Link Belt Company of Indianapolis has placed on the 
market a new malleable iron safety collar, which is in- 
tended to maintain the proper alignment of such equip- 





ment as pulleys, shaft bearings, hangers and other trans- 
mission devices. It is claimed that the new collar com- 
bines great strength, toughness, durability and light 
weight. 

Poole Engineering & Machine Co., Baltimore, has 
placed on the market two new types of reduction gears 
known as the type H and type K. The former consists 
of a double helical or herringbone gear made of special 





analysis open hearth steel forging, and a herringbone 
pinion cut integral with a high speed shaft made of 
chrome vanadium steel. Gears and pinions are totally 
enclosed in a cast iron horizontally split casing with 
bearing bosses integral with the top and bottom halves 
of the casing. The bearings are removable and consist 
of cast iron shells lined with genuine babbitted metal, 
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“To Get the Right Start—Equip with “MEDARF- Our Specialties are sold to Jobbers Only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 





imples 
and 
tronges 
HANGER EVER MADE 





G What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? a 
© Wire them—’phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at | ‘Medart’s. 

1 MR UPPLY DEALER—We have been enga ged in the 
lley } iess for 15 years, and we know a great de: more 
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@ Note the ball and socket 


joint. 





@ Hanger can swing in any 
direction. 








ng good pulleys than many other concerns. 
Wood Split Pulleys is: 





-OLICY in building 
ee oes @ Not necessary to remove 


hanger to raise or lower 
pipe. 





Get the “MEDART” - WOOD SPL IT PULLEY from stock! 


: Write for 
(Formerly Medart Patent Pulle) = ‘Our Silent Salesman” 

General Offices and Works: St. Louis,  &. A. 

Office and Warehouse, CINCINNATI 





Sag gy eg ye The Penn Engineering Co. 





Friction Clutches. Iron Pulleys, Steel Rim Pulleys, Ge 


s, Ct ; n, Rope Sheaves, Rope Drives, Belt Tighteners, etc. = Philadelphia, Pa. 
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Why Wait 
Until it is 
Too Late? 


When all depends upon 
your ability to get water 
into the boilers or shut 
down the plant —it will be 
too late to regret that you 
did not give more attention 
to the selection of abso- 
lutely reliable injectors. 





HNL 


Gauge Glasses 


Safety Always 











To mill supply dealers who value 
their reputation and good will 
there is no substitute for safety. | : — a a S 


gret. They respond in- 
Consequently there is no substi- stantly to the demand 
and are always ready to 
feed your boilers contin- 
uously when necessary. 
Over a million satisfied 
users is a testimony 


INJECTORS that cannot be over- 


The Libbey Glass Mfe. Co. : looked. 


Toledo, Ohio ‘ = If yours is a special problem— 

: our engineers will be glad to as- 
sist you in selecting PEN- 
BERTHY INJECTORS | that 
will meet your conditions in full. 
Don’t wait. Write us today for 
Catalog. 


wit 


HUET 


tute for Libbey Gauge Glasses, 
which are widely used by lead- 
ing railroads and _ industrials. 
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PENBERTHY INJECTOR COMPANY 
1238 Holden Ave., oe Canadian Plant, 
Detroit, Mich. Windsor, Ont. 
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supported in bosses integral with the top and bottom 
halves of the casing. A splash and gravity system of 
lubrication is provided for low speed drives, and for tur- 
bine and other high speed drives, an oil pump and cooler 
are provided. The type K gear consists of a double 
helical forged steel pinion integral with the shaft, and 
a cast steel double helical spur gear. Both gear and 
pinion have stub teeth. The gear and pinion shafts are 
mounted in babbitted bearings of the ring oiling type, 
and both gear and pinion are lubricated by the splash 
system, and run in an oil tight and oil filled case. The 
high speed shaft or driving pinion in the type K gear is 
located in the top of the casing and the driven shaft is 
directly under the pinion shaft, and just below or near 
the floor line, which is said to be particularly desirable 
for certain types of machines in industrial plants where 
the line shaft is close to the floor. 


William L. Procunier, 18 S. Clinton street, Chicago, 











announces a new double jaw quick change chuck, which 
is said to have several new features. It is claimed that, 





by adapting this new chuck to a single spindle drill press, 
the latter is converted into a semi-multiple spindle press. 

The F. E. Myers & Bro. Co., Ashland, Ohio, has placed 
on the market a new direct water system, which occupies 





NOILONS 


small space and is designed not only for severe service 
but also for easy installation and operation. It is strictly 
a fresh water unit, of ample capacity for the ordinary 
home and for shallow wells or cisterns. It is a complete 
unit and pumps directly to the faucets. Its capacity is 
300 gallons per hour. The outfit is composed of a self- 
oiling electric pump mounted complete with a one-quarter 
horse-power repulsion and induction type motor, pres- 
sure gauge and electric switch. An air chamber on the 
line pipe cushions the streams and does not allow any 
unnecessary surplus of water. 








THE COLUMBUS ANVIL & FORGING CO. 
Main Offce and Plant 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


MANUFACTURERS OF 


The Famous “Arm & Hammer” Wrought Iron Anvils—General Forgings 





ISN’T IT A BEAUTY? 


Prompt Shipments Made From Stock 
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Think Twice About 
Stanley 


We know that most jobbers consider that 
they have ample lines of standard belting—but, 
jin spite of that fact, more and more jobbers are 
'constantly finding STANLEY on the profit side 


of their ledgers. 


For STANLEY SOLID WOVEN COTTON 
BELTING keeps selling and reselling itself by its 
good performance. So the first is worth 
more eftort than most belting houses care to de- 
vote to initial installations. 


sale 


Our salesmen work in close cooperation with 
the jobber, following his leads and developing 
their own leads in the interest of our jobbers. 

“Made in Scotland for the last 150 years” 


Write for our proposition 
to you. 


Stanley Belting 
Corporation 
15 . Jefferson st. 
CHICAGO 
320 Broadway, 
NEW YORK 


peatedelabeteeates 
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Save time save men — 
eut bolts. rods and wire. 
Models include Side Cut- 
ters in various sizes, End 
Cutters and Nut Splitters. 
Sold by leading tool deal- 
ers everywhere. 
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POWER 


BELTING is the servant to power. Better belts 
give more power. 


Ladew Leather Belting means trouble-free 
transmission. Its live, tough leather enables it 
to carry its precious power load without inter- 
ruption. Its pulley-gripping properties mini- 
mize belt-destroying, power-wasting slippage. 


On every drive Ladew belts bring true belting 
economy. Made for service, with all the expe- 
rience of good belt making since 1835. 


BELTING AND OTHER LEATHER 


Since 1835 


PRODUCTS 


Atlanta, Ga. 
Boston, Mass. 
Cleveland, Ohlo 
Chicago, Ill. 
Glen Cove, N. Y. 
Newark, N. J. 
Philadelphia, Pa. 
Pittsburgh, Pa 


29 MURRAY 
STREET 

NEW YORK 
cITY 
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QUALITY 
UNIFORMITY 


SERVICE 
OISTINCTION 


“LENOX” 


HIGH SPEED 
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HACK SAWS 
“The Sooty in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS — SCREW ORIVERS - GLASS CUTTERS 
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BUCKEYE 


Automatically Oiled 


POWER PUMP 


For Pressures Up to 100 Pounds 


Built in five sizes 









The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 


many exc@llent features not to be had in any other pump of 
its kind. It is an exceptional pump for general service. 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 


SPRINGFIELD, OHIO 








When writing to Advertisers please mention Mitt Svuppties. 
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SOR 


Generous feral . 
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Personals 











H. J. Elson is now buyer for Walter A. Zelnicker Supply 
Company, St. Louis, dealer in railway equipment and 
machinery. 

Alfred G. Norris has been appointed manager of the New 
England office of the Strom Ball Bearing Mfg. Co., with 
headquarters in Hartford, Conn. 


R. G. Spratt recently was elected vice-president of The 


Textile Mill Supply Co., Mint and Penman streets, Charlotte, 


N. C., succeeding the late Frank B. Ferris. 

W. P. Goudie, Jr., for many years buyer for the Boyer- 
Campbell Co., Detroit, is now general manager for that 
company, and Melvin Rapp is the company’s buyer. 

W. T. McLeod, president of the McLeod Leather & Belting 
Company, Greensboro, N. C., returned recently to his home 
office after an extended business trip through the East. 

J. R. Lawrence, formerly a member of the Motch & Merry- 
weather organization in Cleveland, has joined the sales de- 
partment of the Marshall & Huschart Machinery Co., 
ee. 

H. J. Casper, buyer for the Pittsburgh Gage & Supply Com- 
pany, was ake a member of the board of directors of the 
Purchasing Agents’ Association of Pittsburgh at its last an- 
nual meeting. 

Frank Smith, formerly northwest representative of the 
Norton Co., Worcester, has been appointed district manager 
of the company’s grinding machine division, with head- 
quarters in New York. 

Neil C. Lamont, formerly at the Cudahy, Wis., works of 
the Worthington Pump & Machinery Corporation, has been 
appointed assistant to the vice-president of the company with 
headquarters in New York. 

R. A. Mitchell has been appointed manager of the San 
Francisco office of R. & J. Dick Co., Inc., Passaic, N. J., 
manufacturer of belting. He was formerly assistant man- 
ager of the company’s Chicago office. 

W. S. Campbell has been appointed manager of domestic 
machinery sales for Joseph T. Ryerson & Son, Inc., Chicago, 
in the eastern district with headquarters in Jersey City. Mr. 
Campbell was formerly with the company’s Chicago office. 

Edgar J. Sloan, vice-president of the Aetna Insurance Com- 
pany, and Leon P. Broadhurst, president of the Phoenix Na- 
tional Bank, of Hartford, Conn., were recently elected mem- 
bers of the board of directors of the Cushman Chuck Com- 
pany, Hartford. 

F. D. Scherl, formerly vice-president and treasurer of The 
Cincinnati Rubber Mfg. Co., Cincinnati, was unanimously 
elected president of the company at a recent meeting of the 
board of directors. Mr. Scherl succeeds the late Stephen 
Douglas Baldwin, who passed away October 26th. 

George M. Verity, president of the American Rolling Mill 
Co., Middletown, Ohio, has been appointed a director of the 
Cincinnati branch of the Federal Reserve Bank. Mr. Verity 
is one of the contributors to the annual report on the business 
outlook which appears elsewhere in this issue of MILL SupP- 
PLIES. 

W. S. Kerr, formerly sales manager of the Marine Decking 
& Supply Company, is now associated with The Upson- 
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Walton Co., Cleveland, Ohio, manufacturer, importer and 
distributor of marine supplies. Mr. Kerr is widely known 
throughout the mill supply field, and has been 
attendant at recent mill supply conventions. 


Ward Delaney, vice-president of the W. K. Henderson Iron 
Works and Supply Company, of Shreveport, La., has been 
notified of his election to membership in the eighth district 
committee of the National Founders’ Association. The ap- 
pointment was made at the recent convention of that or- 
ganization. The committee is composed of George M. Morrow, 
Boe Beep ge Ala.; W. A. Griswold, Nashville, Tenn.; 
W. C. Trout, Lufkin, Texas; W. F. Tynes, Birmingham, Ala.; 
a W ard Delaney. 


a regular 


Uri T. Hungerford, chairman of the board of directors and 
founder of the U. T. Hungerford Brass & Copper Co., New 
York, on December 14th celebrated his 83rd birthday. In 
honor of this event the stockholders of the company, together 
with a few invited guests, gave a luncheon for Mr. Hunger- 
ford on December 18th at the Hardware Club in New York. 
At the age of 83, Mr. Hungerford is as vigorous and keenly 
interested in his extensive business affairs as is the average 
man 20 years his junior. 

Alvin M. Smith, president of Smith-Courtney Co., Rich- 
mond, Va., secretary and treasurer of the Southern Supply 
and Machinery Dealers’ Association, on December 9th cele- 
brated his fiftieth birthday. When it is realized that 28 of 
these 50 years have been passed in the mill supply business, 
many of Mr. Smith’s friends are inclined to believe that he 
must have discovered the long hidden secret of how to keep 
young and happy and still remain in the supply business. 
Mr. Smith himself calls it “fifty years behind me and I hope 
for many more.” 





Factory Additions 
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The Petoskey Cement Co., Petoskey, Mich., will build plant 
additions at an estimated cost of $400,000. 

The Central Lumber & Mill Co., Hammond, Ind., will build 
a mill addition at an estimated cost of $75,000. 

The MacSim Bar Paper Co., Otsego, Mich., will build a 
factory addition at an estimated cost of $85,000. 

The Federal Metal Bed Co., Hoboken, N. J., is building a 
foundry addition at an estimated cost of $40,000. 

The A. C. Spark Plug Co., Flint, Mich., will build a one- 
story factory addition at an estimated cost of $90,000. 

The Goodyear Tire & Rubber Co., Akron, Ohio, will build 
a machine shop addition at an estimated cost of $200,090. 

The Consumers Light & Power Co., Ardmore, Ckla., will 
build plant extensions at an estimated cost of $100,000. 

The Union Metal Products Co., Chicago, plans to remodel 
its Hammond, Ind., plant at an estimated cost of $500,000. 

The Houston Lighting & Power Co., Houston, Texas, plans 
to build another plant unit at an estimated cost of $6,000,000. 

The Aluminum Goods Mfg. Co., Manitowoc, Wis., is build- 
ing a seven-story addition at an estimated cost of $1,000,000. 

The Lewis Mfg. Co., Bay City, Mich., manufacturer of 
ready-cut houses, will rebuild the portion of its mill which 
was destroyed by fire recently with loss estimated at $100,000. 














ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 





Make your belts carry the load. High grade 
materials only are used in the manufacture of 
Atlantic Bar Belt Dressing. It will put life into 
your belts. Nothing injurious to crack or dry 
them out. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 












It’s YOUR Packing 


Progressive Jobbers and Mill Supply Houses 


“VULCAN” 





Drop-Forged now sell their own PACKING 
6é 99 
C -Clamps Highest grades of Asbestos, Cotton, Flax and “Spe 
Giurdw.  veues ennte deonsterced tom cial’ Packings are manufactured by us under your 
sp I -treated to obtain own Brand—under your own name. In attractive 
Li rength wrappings and at very low cost. 
it “Vulcan” heavy Investigate--—say the word and full particulars will be 
‘ service: ‘Light mailed. 
- oo BRAIDING AND PACKING WORKS of AMERICA 
J. H. WILLIAMS & CO. 251-253 Forty Sixth Street Brooklyn, New York 





‘The Drop-Forging People’’ 








New York BUFFALO Chicago 
















Libera] 
uarantee 


Sell the “New Badger’Car Mover Under Our ¢ 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 












The “NEW BADGER?” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 
us send you our dealers’ proposition. 


ADVANCE CAR MOVER CO., Went 



















Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chicago Phone: Pullman 6496 Phone: Monroe 5356 and 5357 
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The Charles Schutte Body Co., Lancaster, Pa., plans to 
build a two-story factory addition at an estimated cost of 
$45,000. 

The Premier Lithographing Co., 1855 North Halsted street, 
Chicago, is building a plant addition at an estimated cost 
of $70,000. 

The Central Lumber & Mill Co., 247 Calumet street, Ham 
mond, Ind., plans to build a one-story addition at an estimated 
cost of $65,000. 

The Vine Railway Appliance Co., Waterworks drive, 
Toledo, Ohio, will build a factory addition at an estimated 
cost of $200,000. 

The Sundown Lumber Co., Puyallup, Wash., plans to re- 
build its mill which was destroyed by fire recently with loss 
estimated at $250,000. 

Johnson & Bassett, Inc., 114 Foster street, Worcester, 
Mass., plans to build an addition to its factory at an esti 
mated cost of $75,000. 


The Holt & Brandon Ice Co., Evansville, Ind., is reported 
be planning to build an addition to its plant at an esti- 
mated cost of $100,000. 


to 


The Southern Rock Asphalt Co., Decatur, Ala., is consider 
ng plans for extensions in its mining properties at an esti 
mated cost of $250,000. 

The Southwestern Light & Power Co., Oklahoma City, 

ans to build enlargements to its Lawton plant at an esti 
mated cost of $200,000. 

The Iroquois Pulp & Paper Co., Thomson, N. Y., will build 

two-story addition to its factory at Ballston, N. Y., at an 
estimated cost of $110,000. 

H. Ehrlich & Sons Mfg. Co., St. Joseph, Mo., manufacturer 
of bank fixtures, is planning to build a two-story addition at 
an estimated cost of $75,000. 

The Philadelphia Paper Mfg. Co., Nixon street, Philadel 
phia, manufacturer of boxboard, will build a factory addition 
at an estimated cost of $75,000. 

The Wurlitzer Mfg. Co., North Tonawanda, N. Y., manu- 
facturer of musical instruments, is building a factory addition 
at an estimated cost of $90,000. 

The Struthers-Wells Co., Warren, Pa., manufacturer of 
steel plate products, will build a one-story factory addition 
at an estimated cost of $50,000. 

The H. C. Frick Coke Co., Pittsburgh, is reported to have 
plans to completely electrify its mines at Connellsville, Pa., 
at an estimated cost of $2,000,000. 

The Chicago, Rock Island & Gulf Railroad Co., El Reno, 
Okla., is reported to be planning new car shops at Shawnee, 
Okla., at an estimated cost of $225,000. 

The University of Chicago is planning a new construction 
program, including the building of a central power house 
which, it is estimated, will cost $2,000,000. 

The Showers Brothers Co., Bloomington, Ind., manufac- 
turers of furniture, recently awarded contracts for two fac- 
tory additions at an estimated cost of $150,000. 

The Southern Railway Co., Washington, D. C., has under 
consideration plans for rebuilding its repair shops at Chatta- 
nooga, Tenn., at an estimated cost of $500,000. 

The Illinois Central Railroad Co., 135 East Eleventh street, 
Chicago, is reported to be planning to build new repair shops 
near Waterloo, Iowa, at an estimated cost of $600,000. 

The Dudlo Mfg. Co., Fort Wayne, Ind., will build a factory 
addition at an estimated. cost of $100,000. The company 
manufactures electric wires, coils and allied products. 

The Sears Paper Co., 305 Hayden avenue, Saginaw, Mich., 
plans to rebuild the portion of its mill which was destroyed 
by fire recently, the replacement cost being estimated at 
$50,000. 

The Plastergon Wall Board Co., Philadelphia avenue, 
Buffalo, plans to rebuild the portion of its factory which was 
destroyed by fire six weeks ago with damage estimated at 
$200,000. 





New Factories 
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The City of Minneapolis will build a new incinerator plant 
at an estimated cost of $200,000. 

Iron Hill Ore Co., Chaonia, Md., plans to build a new ore 
plant at an estimated cost of $130,000. 

The Indiana Service Corporation, Indianapolis, will build a 
new machine shop at an estimated cost of $125,000. 

The Sarasota Ice & Cold Storage Co., Sarasota, Fla., plans 
to build a new plant at an estimated cost of $100,000. 

The Mission Ice Co., 226 Rivas street, San Antonio, Texas, 
will build a new ice plant at an estimated cost of $65,000. 

The Reynolds Brothers Lumber Co., Albany, Ga., is reported 
to be planning a new mill at an estimated cost of $200,000. 

The A. H. Fox Gun Co., 4680 North Eighteenth street, 
Philadelphia, will build a new factory at an estimated cost of 
$75,000. 

The National Smelting & Refining Co., Detroit, plans to 
build a new mill at Ecorse, Mich., at an estimated cost of 
$100,000. 

The Iowa Falls Electric Co., lowa Falls, Iowa, is considering 
plans for a new hydroelectric plant at an estimated cost of 
$250,000. 

The West Coast Mfg. Co., Gainesville, Fla., plans to build 
a new lumber mill at Jacksonville at an estimated cost of 
$100,000. 


The Linwood Cement Co., 713 Kahl building, Davenport, 
Iowa, plans to build a new plant at an estimated cost of 
$1,500,000. 

The Makepeace Box & Lumber Co., Sanford, N. C., is con- 
sidering plans for building a new factory at an estimated cost 
of $45,000. 

The board of industrial education, Beloit, Wis., will build 
a new central vocational school at an estimated cost of 
$175,000. 

The Blackmer Rotary Pump Co., Petoskey, Mich., is build- 
ing a new branch plant at Grand Rapids at an estimated cost 
of $100,000. 

The Master Service Corporation, 1510 West Eighth street, 
Los Angeles, is building a new machine shop at an estimated 
cost of $50,000. 

The Prairie Oil & Gas Co., Independence, Kansas, will build 
a pipe line approximately 100 miles long at an estimated 
cost of $500,000. 

The Oliver & Myers Mfg. Co., Dallas, Texas, furniture 
manufacturer, plans to build a new factory at an estimated 
cost of $200,000. 

The Texas Acetylene Co., Fort Worth, plans to build a 
new factory at an estimated cost of $75,000. The company 
was recently organized. 

The Holly Sugar Corporation, Kittredge building, Denver, 
Colo., will build a new sugar mill at Holly, Mont., at an esti- 
mated cost of $1,000,000. 

The Home Ice Co., Eleventh and Douglas streets, Chatta- 
nooga, Tenn., will build a new ice-manufacturing plant at an 
estimated cost of $115,000. 

Charles Meyers and associates, Washington Grove, Md., 
will build an ice-manufacturing and cold storage plant at an 
estimated cost of $100,000. 

The American Piano Co., Eutaw and West streets, Balti- 
more, will build a new five-story woodworking factory at an 
estimated cost of $85,000. 

The Piedmont Rubber Co., Inc., High Point, N. C., is build- 
ing a factory to manufacture automobile rubber goods, the 
estimated cost being $40,000. 

The Sunset Sanitary Mfg. Co., Los Angeles, manufacturer 
of enameled iron ware, is building a new one-story foundry 
at an estimated cost of $65,000. 


The Gay Engineering Co., 311 California street, San Fran- 
cisco, manufacturer of refrigerating machinery, will build a 

















SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








BEST WOOD FRAME 
CLAMP FIXTURE 


HIS patent malleable clamp fixture priced at $10 00 per dozen 
or 84c each =Mounted on clear maple bars at small added 
st @. light. easy to use No bending strain on screw 
Head cannot turn under pressure Set of fixtures weighs 3! pounds 

Tear out this ad Order a dozen fixtures today Write 

SUPERIOR CLAMP CO. 

4 1055 West Van Buren 
Street 











Chicago, 1D 
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The Chicago Sanitary Rag Co., Inc. 


Manufacturers of 


SANITARY WIPING RAGS 

NEW AND WASHED CHEESE CLOTH 
NEW AND WASHED BEEF CLOTH 
MILL ENDS 


2137-43 S. Loomis St. 


Portable 


Bodine ‘se Tool Grinder 
SAVES LABOR—INCREASES PRODUCTION 


The Bodine provides 
sharper tools for every work- 
man and helps speed up pro- 
duction. 

High quality work is impossible 
with dull tools A Bodine in 
every department soon pays for 
itself in time saved and in better 

= workmanship. 
The Bodine is made in % H.P. and % H.P. Equipped with pre- 
cision ball bearings, heavy wheel guards, adjustable tool rests, 
extra thick rubber covered cord. The Bodine is never an expense 
—always a saving. The price is reasonable. 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO., 


2256 West Ohio st. Chicago, Illinois 





ee TRADE MARK “9 
*\ 
SE-LM-UP | 
Sockets and Sleeves 
One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will 
drive a twist drill only as long as the drill 
has a tang. When the tang twists off or the 
shank breaks, the drill is useless in the ordi- 
mary socket 
BUT—grind a flat (time 3 minutes) on the 
broken drill, slip it into a ‘‘Use-Em-Up” 
Socket, and it’s as good as a new drill. 
Furnished in Sleeve orSocket Type. Specials 
made to order. 
Write for Jobber’s proposition, 


Lovejoy Tool Works 
328 W. Ohio St., Chicago 




















BLUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 

supply houses have sold it for years. Machine operators 

like it because it speeds up production, 
BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon folders 
with your imprint will help you sell, Write for jobbers 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 


GENUINE 
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Adjustable and REG U S PAT OFF 
Non-Adjustable 
——- Outsells Because 
ES 
peas § It Excels 


The Jorgensen Adjustable Hand Clamp is 
recognized as the standard by an overwhelm- 
ing majority of jobbers and dealers the 
country over. It is made of selected straight 
grain hard maple jaws, with cold drawn 
¢teel spindles and nuts. Glue will not adhere 
to spindles. Double action. Adjustable to 
any position. Will not break. 10 sizes 
adjustable. 10 sizes non-adjustable. Ask for 
prices. 


Adjustable Clamp Company 


213 No. Jefferson St. 
Chicago, Tl. 


Queen Safety Gasoline Cans 


Queen Safety 
Gasoline Cans 


lg hg Approved by The 
and are leak . 
proof. They Underwriters 


have the 
approval of 
the Under- 
writers and 
are made in 
all sizes up 
to 10. gal- 
lons in ca- 
Pacity: 
Small quan- 


Made in all sizes 


Agents Wanted 


e Harker Mfg. Co. 


tities of! Fire Prevention and Safety 
gasoline ' o Saf ngineers 

should be kept in Queen Satlety —— ° 

Cans. Cincinnati, O. 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler 
makers, etc, The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 
but also throughout the. entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers. 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 








When writing to Advertisers please mention MILL SUPPLres. 
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one-story factory on Fourth street at an estimated cost of 
$50,000. 


The Utah-Idaho Sugar Co., Salt Lake City, Utah, is plan- 
ning to build a new sugar mill near Bellingham, Wash., at 
an estimated cost of $1,000,000. 


The International Motor Truck Co., 1638 East Seventh 
street, Los Angeles, will build a three-story assembling plant 
at an estimated cost of $330,000. 

The Pennsylvania Railroad Co. has awarded contracts for 
the construction of new engine house and shops at Toledo, 
Ohio, at an estimated cost of $500,000. 


The board of education, Buffalo, will install manual train- 
ing equipment in a new electrical vocational school to be 
built at an estimated cost of $500,000. 

The Jewett Radio & Phonograph Co., 5680 Twelfth street, 
Detroit, will build a two-story branch factory at Pontiac, 
Mich., at an estimated cost of $75,000. 


The Brooklyn Union Gas Co., 176 Remsen street, Brooklyn, 
plans to build new machine shops, mechanical and service 
buildings at an estimated cost of $350,000. 


The Pennsylvania Power & Light Co., Allentown, Pa., is 
working on a hydroelectric development near Hawley, Pa., 
which it is estimated, will cost $7,500,000. 

The G. & W. Electric Specialty Co., 160 North La Salle 
street, Chicago, will build a new one-story factory at 7778 
Dante street at an estimated cost of $75,000. 

The school trustees of Plainview, Texas, plan to have 
manual training equipment installed in a new high school 
to be built at an estimated cost of $120,000. 

The Kansas Steel & Wire Co., Kansas City, Kan., is build- 
ing a new factory at Twelfth street and Terminal tracks, and 


expects to have it ready for operation by February 1, 1925. 





The Detroit Edison Co., 2000 Second avenue, Detroit, is re- 
ported as considering plans for.a new hydroelectric plant at 
Delhi, Mich., at an estimated cost of $500,000. 

The Pacific Fruit Express Co., 65 Market street, San 
frigerating car repair plant at 
Nampa, Idaho, at an estimated cost of $500,000. 


Francisco, will build a re 


The People’s Coach Co., Highland Park, Mich, manufac- 
turer of motor buses, is building a new one-story factory at 
I + 


“lint, Mich., at an estimated cost of $100,000. 


The Atlantic Ice & Coal Corporation, Atlanta, Ga., will 
build a new ice-manufacturing and refrigerating plant at 
Fort Valley, Ga., at an estimated cost of $650,000. 

The board of education of Westfield, N. J., will install 
manual training equipment in a new junior high school which 
is being planned at an estimated cost of $750,000. 

The Oil-O-Matiec Heating Co., 207 West Washington street, 
Bloomington, Ill., manufacturer of oil burners, will build a 
one-story factory at an estimated cost of $45,000. 





Increased Capital 











H. L. Turner Sheet Metal Co., Oklahoma City, has increased 
its capital stock from $25,000 to $150,000 to finance the erec- 
tion of a new factory. 

Milton Iron Co., Wellston, Ohio, has increased its capital 
stock from $200,000 to $600,000. 

Howe Auto Products Co., Chicago, has increased its capital 
stock from $50,000 to $60,000. 

Tulsa Boiler & Machine Co., Tulsa, Okla., has increased 
its capital stock from $100,000 to $150,000, and is said to be 
planning to enlarge its plant. 

Allen Specialty Co., Chicago, has increased its stock from 
$100,000 to $200,000, and has changed its name to the Amer- 
ican Automotive Accessories Corporation. 





New Corporations 








Ogletree Pump Co., Oklahoma City, $200,000, to manufac- 
ture pumps; incorporators: W. D. Ogletree and C. R. Robie. 

New Universal Boiler Co., Picher, Okla., $500,000, to manu- 
facture boilers; incorporators: J. M. Hughes, F. L. Acock and 
G. G. Hall. 

Highland Park Die Casting Co., Highland Park, Mich., 
$100,000, to manufacture aluminum castings; incorporators: 
H. D. Rice, D. Sanders and J. Carrier. 

The Atlas Sanitary Mfg. Co., Zelienople, Pa., $100,000, to 
manufacture sanitary enameled ware; incorporators: H. B. 
Beighley, J. H. Danver and R. R. Goehring. 

The Production Machine Tool & Parts Co., 416 Broome 
street, New York, $50,000, to deal in machine tools and parts, 
continuing a business previously established. 

Southern Power & Light Co., Oklahoma City, $350,000, to 
construct ‘and operate power plants; incorporators: J. F. 
Owens, 428 West Nineteenth street, and others. 





i 
Field Notes 





Ek. R. Palmtag is now treasurer as well as secretary of The 
Schaw-Batcher Co., Sacramento, Calif. 

Link-Belt Co., Chicago, has moved its St. Louis offices to 
larger quarters at 3638 Olive street. 

The Boston office of the Page Belting Company has been 
moved from 60 Pearl street to 120 High street. 

Dubuque Rubber & Belting Co., Dubuque, Iowa, distributor 
of belting and mill supplies, is no longer in the business. 

George E. Davis, 68 Murray street, New York City, reports 
that he is no longer in the mill and auto supply business. 

Walton & Brackett, 108 Walnut street, Philadelphia, dealer 
in packings, has changed its name to Brackett Company. 

Crane Co., Chicago, will soon open its new Evansville, Ind., 
branch house. R. E. Burgett has been appointed branch 
manager, 

Los Angeles Rubber Co., 124 E. Third street, Los Angeles, 
recently has changed its name to Los Angeles Rubber & 
Asbestos Works. 


The Ohio Plumbers’ Supply Company, Toledo, Ohio, has 
notified MILL SUPPLIES that its new business address is 
ports from the company. 

Backer Machine Tool Supply Co., formerly located at 39 
Cortland street, New York City, dealer in machine tools, has 
eone out of business. 

The United States Metallic Packing Co., Philadelphia, man- 
ufacturer of steam packings, has acquired the business of the 
Locomotive Lubricator Co., Chicago. 


Peden Iron & Steel Co., Houston, Texas, is no longer operat- 
ing a branch house in Fort Worth, confining its branch house 
activities to San Antonio and Shreveport. 

Percival Iron Co., 232 Alisio street, Los Angeles, jobber of 
machine shop, garage and blacksmith supplies, recently 
changed its name to Percival Steel & Supply Co. 

Barrett-Christie Co., 37 S. Clinton street, distributor of 
engineers’ and contractors’ supplies, has recently increased 
its sales organization from five to seven salesmen. 

S. F. Hayware & Co., formerly located at 250 W. 57th 
street, New York City, dealers in fire extinguishers and fire 
department supplies, have discontinued this business. 

The Reed-Prentice Co., Worcester, Mass., manufacturer ot 
machine tools, has moved its New York office from Room 536 
to Room 825 of the Singer building, 149 Broadway. 


The Flexible Steel Lacing Company, Chicago, will hold its 
annual sales convention at the home offices January 6th, 
7th and 8th. Following the precedent established last year, 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











Did You, Mr. Jobber, 


develop the sale of gaskets during 1924. or did you let that 
part of your business get away from you? 


Vhere’s real profit in WETALLO Gaskets. Your salesmen will 
oo n learn their many uses and advantages and establish a 


steady demand. Better investigate now. We have an Al job- 







Metallo Valve 
Dises. better 


— than composition 
~S 


METALLO GASKET CO., 242 Lafayette St., New York 








Would you like to 


know about 


Sweetland Chuck 
Service? 


THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 


Sell sal Clutches ns 1925 


Improved business conditions will mean more machinery and 
replacements sold. We have specialized on clutches for 28 
years and can offer you a profitable sales proposition on a re- 
liable, well known friction clutch that will satisfy every cus- 
tomer who buys one or more. And our engineering service 
will help you sell. Write now. 


A. L. Schultz & Son, 1675 Elston Ave., Chicago 


Write at once 


HET TIRICIC 
ie for our 
ETTRICK 
1925 
HETTIRICK 
Sales 
HETTRICK Proposition 


The Hettrick Mfg. Co. 
Toledo, Ohio 


Red and Black—Conveyor and Transmission 


HETTRICKC 





“The Belt of Service” 





Every mill supply house 


should stock and catalog— 
DAVIS VALWE 


—- STEAM SAVERS SINCE 1875 
SPE CLAILTLES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 
Write jor your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


108 Milwaukee Ave.. Chicago 


DETEX 


WATCHCLOCK 
CORPORATION 


SUCCESSOR 








EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 


WIZARP <>) 
| Balt WN Sich | 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 


Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 


Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. | 
Richmond, Va. 


EXCELSIOR 
Wood Pulleys 


Strong—Light—Durable 
Absolutely the Best Wood Pulley 


Manufactured. 


We solicit your correspondence and orders. 


Excelsior Pulley Co., Inc. 
Cuba, N. Y., U.S.A. 


When writing to Advertisers please mention MILL SuppPLies. 
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salesmen’s wives have been invited to attend. H. L. 
sales manager of the company, will have 
business sessions of the convention. 


Coats, 
charge of the 


Ernest W. Peters, who for some months operated as a mill 
supply dealer with address at 109 West Division street, South 
Bend, Ind., is no longer in the business, and has removed 
from South Bend. 


The Bayonne Supply Co., Bayonne, N. J., is now located in 
new quarters at Avenue FE and 50th street, that city. The 
company has recently increased its sales organization to seven 
outside salesmen. 

Ducommum Corporation, 219 S. Central avenue, Los 
Angeles, now has capital stock of $1,500,000, and is carrying 
average stocks valued at $2,000,000, according to recent re- 
from the company. 

A. M. Castle & Co., who recently purchased the Berger & 
Carter Company, 400 Mission street, San Francisco, has been 
appointed sales agent in that city for the Tyler Tube & Pipe 
Co., Washington, Pa. 

Charles Bond Company, Philadelphia, has been appointed 
by Foote Bros. Gear & Machine Co., Chicago, as the latter's 
distributor in eastern Pennsylvania, Maryland, Delaware and 
part of New Jersey. 

The Pawling & Harnischfeger Co., Milwaukee, manufac- 
turer of cranes, has changed its name to The Harnischfeger 
Corporation. The company recently celebrated its fortieth 
business anniversary. 

Geller, Ward & Hasner Hardware Co., St. Louis, has been 
offering at special sale a revised list of what remains of 


the stock purchased by the company from The Southern 
Hardware & Supply Co. 
Gibb Instrument Co., Bay City, Mich., has changed its 


name to The Gibb Welding Machine Co. 


This will entail no 
change in 


the company’s organization or 


business, 
strictly a change in name. 


being 


Announcement has been made that the new Ford branch 
plant at St. Paul, Minn., will start operations next spring, 
and that the plant will probably employ 1600 men. It will 


manufacture replacement parts. 


Philip Carey Mfg. Co., Lockland, Ohio, manufacturer of 
roofing, has established a branch office and warehouse in 
Atlanta, Ga., in charge of E. O. Perry, formerly Atlanta dis- 
trict representative of the company. 


Ek. C. Chureh Co., formerly located at 1-5 Eddy street, 
Providence, R. I., has notified MILL SUPPLIES that its address 
has been changed to 136 West Exchange street. The company 
is a jobber of hardware and iron and steel. 

The Galigher Machinery Co., formerly located at 565 West 
Sth street, South, Salt Lake City, Utah, is now located ‘at 
228-232 S. W. Temple street. James Farrell is now president 
of the company, and A. P. Tregeagle is buyer. 


Mideke Supply Co., 100 E. Main street, Oklahoma City, 
reports that its capital and surplus is now $432,000, and that 
its average stocks are valued at $450,000. Joseph Mideke, Jr., 
is president and business manager of the company. 


Palmer-Bee Company, Detroit, recently has changed its 
business in practically all lines of power transmission sup- 
plies from a Michigan to a national organization, and has 
increased its sales force from six to twelve salesmen. 


The Tacoma Marine Supply Company has succeeded Manion 
& Sunde Company, 1009 A street, Tacoma, Wash. The officers 
of the new company are: president, E. E. Sunde; vice-presi- 
dent, Carl Sunde; secretary and treasurer, Lewis Boen. 


Elderfield-Hartshorn Hardware Co., Niagara Falls, N. Y., 
distributor of hardware, mill and steam supplies, now carries 
a complete stock of electrical supplies in addition to its other 
lines. The company now has a capital stock of $600,000. 


Williamsport Wire Rope Company, Williamsport, Pa., has 
contracted with the Madesco Tackle Block Company, Easton, 
Pa., to act as the latter’s distributor. The blocks will be 
distributed by the Williamsport organization as an adjunct to 


its own wire rope business. The Madesco Tackle Block Com- 
pany recently took over the block end of the business of the 
Marine Decking & Supply Company. 

The Birkle Machine Works, 456 North Union avenue, Chi- 
cago, manufacturer of cast iron pulleys, announces that it has 
made arrangements with the Best Pulley Mfg. Co., St. Louis, 
to stock a line of the latter company’s paper motor pulleys. 

The Lewis Steam Specialty & Valve Co., manufacturer and 
distributor of valves, power plant and fire protection equip- 
ment, has moved from its former location, 500 
avenue, Philadelphia, to new quarters at 5145 
avenue. 


-arkside 
Delancey 


Thomas M. Reece, formerly with the Treadwell Engineering 
Co., Easton, Pa., has been appointed a member of the Pitts- 
burgh sales organization of Manning, Maxwell & Moore, Inc., 
Mr. Reece has had a broad experience in machine tool selling. 

J. L. Lindsay, Ine., 1321 E. Main street, Richmond, Va., 
has discontinued its mill supply business. The company has 
incorporated in 1911 and had a capital stock of $30,000. Five 
salesmen covered territory including Virginia and North and 
South Carolina. 

The Charlotte Supply Co., Charlotte, N. C., distributor of 
mill supplies, now has capital stock of $125,000, and carries 
an average stock of general supplies valued at $150,000. The 
company now employs seven outside salesmen, covering North 
and South Carolina. 

The officers of A. Baldwin & Company, New 
Orleans, are: president, G. B. Baldwin; vice-president and 
treasurer, C. S. Baldwin; general manager, W. M. Pitkin; 
secretary pro tem, C. A. Zitzman. J. M. Carbine is manager 
of the machinery department. 

Baldwin Supply Company, Elkins, W. Va., has changed its 
name to Valley Supply Company. The officers of the com- 
pany are: President, C. S. Robb; treasurer, W. N. Fitzwater. 
The company has included Maryland and Virginia in its terri- 
tory, which now comprises five states. 

Tomlinson Steam Specialty Co., 1601 St. Clair avenue, 
Cleveland, Ohio, has informed MILL SUPPLIES that it is inter- 
ested in receiving propositions from manufacturers of power 
transmission, belting and accessories to represent them ex- 
clusively in northern Ohio and Detroit. 


present 


The Chicago Engineer Supply Company, 68 West Lake 
street, Chicago, after April Ist, 1925, will be located at 22-24 
West Austin avenue. R. W. Rowen is president of the com- 
pany, which specializes in valves, tube cleaners, governors, 
packings, oilers and other steam specialties. 

The Leather Belting Exchange reported domestic sales of 
oak leather belting for November as 302,794 pounds, valued 
at $514,750. This compares with October sales of 338,425 
pounds, valued at $576,338. In November, 1923, the sales 
were 347,202 pounds with a value of $642,324. 

Effective January Ist, the address of Rollins Supply Co., 
now located at 17-19 West Kinzie street, Chicago, will be 30-32 
West Kinzie street. 
dent and treasurer, 
Rollins; treasurer, J. 

B. J. 
chinery 


The officers of the company are: presi- 
John E. Rollins; vice-president, S. D. 
A. Rollins. H. Peterson is buyer. 
Flanagan, formerly treasurer of the Herberts Ma- 
& Supply Company, Los Angeles, and manager of 
that company’s San Francisco branch, who recently decided 
to go into business for himself, is now established at 321 
Clay street, Oakland, Calif., under the name of the Flanagan 
Machinery Co. 

Morehouse & Wells Co., 134 E. Main street, Decatur, IIL, 
distributor of mill supplies, hardware and automobile sup- 
plies, reports its present officers as follows: President and 
manager, Wilbur Humphrey; secretary, B. W. Dillehunt; 
treasurer, E. P. Bishop. The company has increased its 
capital to $300,000. 

Corken Machinery & Supply Co., Oklahoma City, distributor 
of mill supplies, machinery and oil refinery equipment, has 
closed out its business and is cancelling its corporation 
charter, according to announcement made by O. K. Corken, 
president of the company. The Corken Machinery & Supply 
Co., was established in 1915, and had a capital stock of $200,- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








ASBESTOS PRODUCTS CO. 


Manufacturers of 


Asbestos Aircell Coverings 
AND 


Asbestos Cement 


Prompt Shipments—Carload or Less 


General Offices and Factory 


2100 Fullerton Ave., CHICAGO, ILL. 


Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 
The Very Best Balata Belt Obtainable. 
We also Manufacture 
Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 
Tractor Belts 





= 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


hicago Warehouse: 
15-351 W. Austin Ave. 


Factories: 
Easton, Pa. 


GtrandD 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 


c 
3 





Several sizes 
Catalog Upon Request 
Manufactured by 
N. A. Strand & Co. 


5001-09 No. Lincoln St. 
Chicago, Ill. 








Below Zero Torches 


208 Improved Double Needle Torch 
best for extreme cold and windy 


The burner is more powerful, 


producing over 300 degrees more heat 
burning low test gasoline. The cleaner 
le prevents the gas orifice from clog 

ng and keeps the burner at its highest 


efficiency. They are the most popular for 


res Why bother with cheaply con- 
structed Torches? Jobbers supply at fac- 
tory price. Send for catalog. 





No, 208 Torch 
Ask for latest price 


10583 Knodell Ave. 
DETROIT, MICH., U. S. A. 


100 





emergency use and below zero tempera- 


CLAYTON & LAMBERT MFG. CO. 





“Christiansen” Hand Screws 


None Better Made 


Put them in stock. They sell them- 
selves. 17 sizes, opening from 14” to 
i. Hard maple jaws. Screws are 
second growth hickory, the only wood 
tough enough to stand the twisting 
strain. The threads are carefully saw- 
cut, without injury to wood fibre. 
Stronger than ordinary hand screws. 
Used in woodworking plants and shops, 
machine shops and foundries. 


C. Christiansen 
2814-42 West 26th Street, Chicago 


Manufacturer of Woodworking Benches, Clamps, Hand Screws, Vises, 
Swing Cut-Off Saw Tables, Bench Stops, Manual Training Furniture, etc. 











. Peel ’em down to fit 


and save 1 to 4 hours 


LAMINATED SHIM COMPANY, Inc. 
223 14th St., Long Island City, N. Y. 


ELDINER() 
eoctNeLOUIPMENT 
OXY-ACETYLENE PROCESS 


Complete Welding and Cutting 
Outfits for All Requirements 


Lead Burning Outfits 
Welding Rod, Flux, etc. 





Automatic Acetylene Generators 
Brazing and Pre-heating Torches 


Catalog and Prices on Request 


Imperial Brass Mfg. Co. 
511 South Racine Ave., Chicago 


Reducing Valves 
Are Standard 





Do You Carry 
Them in Stock? 





MASON REGULATOR CO. 


BOSTON, MASS. 
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When writing to Advertisers please mention Mitt Supptiegs. 
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000. The company carried an average stock of machinery 
and supplies valued at $75,000, and served territory including 
Oklahoma, Kansas and Texas. The company’s headquarters 
were at 213 West Ist street. 

Standard Supply & Equipment Co. of N. J., is the name of 
a new company which has been organized and which has 
taken over the former Trenton branch of the Standard Supply 
& Equipment Co., of Philadelphia. The company will continue 
to operate at the old address, 143 N. Warren street, Trenton. 
Frank E. Thomas, formerly manager of the branch, is presi- 
dent of the new company. 

The National Supply and Machinery Distributors’ Asso- 
ciation’s latest clearing house bulletin contained eleven 
pages of typewritten listings of overstock, all offered by a 
single member of the organization. The distributor offering 
the list states that all items on it are in good condition, but 
that his particular territory has no demand for some of the 
sizes and classes of material in the list. 

Wm. H. Taylor & Co., Allentown, Pa., distributors of mill, 
mine, contractors’, factory, quarry, heating and electrical sup- 
plies, machinery and tools, which for many years operated as 
a partnership, is now a corporation under the name of Wm. H. 
Taylor & Co., Inc. The officers of the company are: president, 
William H. Taylor; first vice-president, C. S. Beckwith; second 
rice president, T. E. Hazell; treasurer, C. R. Robinson; secre- 
tary, N. Taylor. 

A. M. Castle & Co., Chicago, iron and steel distributor, 
which some weeks ago acquired the Berger & Carter Co., 
San Francisco, has now acquired a Los Angeles branch by the 
acquisition of the Little & Robertson Co., 37th and Alameda 
streets, Los Angeles. The Castle organization is planning to 
go after the steel business in every important port of the 
Pacific coast. The company has changed its San Francisco 
address to 17th and Mississippi streets. 

After January 1, 1925, the Equipment Mfg. & Supply Com- 
pany, Philadelphia, will change its name to Coates and 
Rainear, Inc., and its address will be 244 N. 24th street. The 
officers of the company will remain as at present: J. Boyd 
Coates, president, and C. Warren Rainear, secretary and 
treasurer. The company was established and incorporated in 
1917, and has a capital stock of $75,000. It employs six 
traveling salesmen, and stocks contractors’, mill, mine, rail- 
road and shipyard supplies. 

Evansville Supply Co., lst avenue and Ohio street, Evans- 
ville, Ind., now has 19 salesmen in its organization, according 
to the company’s latest report. In addition to the lines 
previously carried, the company now distributes hardware, 
cutlery and sporting goods. F. J. Hofacker is general manager 
of the company. F. W. Kullmann is vice-president and mill 
supply buyer. The buyers in the hardware department are 
Adolph Coudret and Irwin Dickman. The average stock 
carried by the company is now $200,000. 

The Foster-Alexander Corporation, 105 South 21st street, 
Birmingham, Ala., distributor of mill supplies and manufac- 
turer of leather belting, is now one year old. The company 
was incorporated in 1923 with capital stock of $18,000. It 
now carries an average stock of supplies valued at $15,000, 
and has five traveling salesmen covering Alabama, Tennessee 
and Mississippi. The officers of the company are: president, 
V. C. Foster; vice-president, W. W. Deal; secretary and treas- 
urer, R. B. Alexander. Mr. Foster is the company’s buyer. 

The Austin Company, Cleveland, announces that, in antici- 
pation of greatly increased activity in the industrial con- 
struction field, it will begin to place orders for materials to 
cover its 1925 requirements. The company estimates that its 
requirements for the year will include 10,000 tons of steel 
shapes, plates and bars, 30,000 tons of fabricated structural 
steel, 22,000,000 feet of lumber, 20,000,000 bricks, 200,000 
barrels of Portland cement, and other materials in proportion, 
totalling in value approximately $7,000,000. The company is 
now greatly increasing its facilities at its steel fabrication 
shop at Euclid, Ohio, and during the year 1925 plans to pur- 
chase a large amount of new equipment for its branches 
which maintain construction equipment departments. G. A. 
Bryant, Jr., is vice-president of the company and P. J. Bren- 
nan general purchasing agent. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc. 
will be published in this Department at j 


insertion. {( nt nin rds to a line. 
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SALESMEN WANTE 








WANTED—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend- 
ing on territory. Write for particulars giving reference and 
present occupation, territory covered, etc. Address No. 780, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 

WANTED—Experienced Belting Salesman: Must be thor- 
oughly acquainted with jobbing and mill supply houses. Give 
full record of experience and with whom connected. Address 
No. 796, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—Mill Supply Salesman acquainted in Chicago, 
Illinois, Wisconsin or northern part of Indiana. Would 
prefer young or middle aged man who could make a small 
investment in firmly established corporation. All communi- 
cations strictly confidential. Address No. 795, care MILL 
SUPPLIES, 537 Dearborn St., Chicago. 


SITUATIONS WANTED 
WANTED—Situation by man of 40, with experience as 
salesman, manager and buyer of Mill Supply House, 18 years’ 
experience in this line; can furnish very best references. In 
reply address No. 784 care MILL SUPPLIES, 537 South Dear- 
born St., Chicago. 


WANTED—Experienced Mill Supply man desires to con- 
nect with a reliable jobber with opportunity to work into 
share of business. College graduate, 31 years old and 
married. Available January 1. Prefer Middle West location. 
Address No. 794, care MILL SUPPLIES, 537 S. 
Street, Chicago. 


Dearborn 


WANTED—Thoroughly experienced mill supply man de- 
sires to make a change. Executive and sales experience. 
Would consider position with either manufacturer or jobber, 
northern or southern territory. Address No. 803, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Capable, industrious man, 36, desires perma- 
nent connection with opportunity for advancement with 
responsible manufacturer or jobber—location immaterial. 
Engineering training, 12 years mechanical sales experience, 
and wide acquaintance among jobbers and consumers. Ad- 
dress No. 799, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 

WANTED—A well qualified man who has had many years’ 
experience in the mill supply business desires to get in touch 
with a responsible manufacturer who has an opening in his 
sales organization for a sales representative to cover one or 
more of the southern states. Address No. 800, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 








BUSINESS OPPORTUNITY 

CHICAGO SUPPLY BUSINESS 
The owners, having other important lines of business, desire 
to interest experienced man in their engineers’ supply depart- 
ment, which is capable of being built up on account of an 
old established name. All bills discounted, highest credit 
‘rating. Opportunity to step into established money-making 
business if you have $9,000 cash; easy terms, if necessary. 


Address No. 804, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 





FOR SALE 
Large stock assorted sizes Grapho-Metal Packing at very 


attractive prices. Apply M. J. Gibbons Supply Company, 
Dayton, Ohio. 
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EXPERIENCE 


in the manufacture of 
Fire Protection Equip- 
ment is absolutely es- 
sential. The name 
“Diener” in connection 
with safety equipment 
is in itself a guarantee 
of correct design, care- 





















pees Den 
WI; I>) 0 | 


MT jul Ml Hiern 








Reverso is a long-lived valve. 
It outlasts the ordinary valve 
because of its hard Nickel Al- 
loy disc and seat—providing 
super durability and extraordin- 
ary wear resistance where most 
needed. 

In addition to this inherent 


wear -resisting 


quality — 100°% 


Fen ene 


ful workmanship and 
underwriters’ approval. 


more seat life is obtained 
through the reversible feature 
of the disc and seat—giving 
the life of two valves in one— 
at no extra cost. 

Regrindable as well as renew- 
able, Reverso has every pos- 
sible mechanical advantage to 
keep it efficiently on the job for 
the longest period of time at the 
lowest cost per year of service. 

Other features that contribute 
to the Reverso’s remarkable 
efficiency are a high lifting disc 
and full body areas—union ring 
bonnet—gland packed stuffing 
box—heavy, non-stripping stem 
and a malleable iron, non-heat- 
ing hand wheel. 

Heavily constructed through- 
out, Reverso is adapted to a 
wide variety of uses and is 
guaranteed for 200 lIbs., work- 
ing pressure and maximum tem- 
perature 550° Fahr. 

Put in a sample order and 
watch your valve sales grow. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


iting For This 


SELF- OILING 


SELF-« TRADE ING 


ELECTRIC 


_ WATER SYSTEM 


In the new MYERS SELF- 
OILING ELECTRIC WATER 
SYSTEMS to which we direct 


| your attention in this an 





“PERFECTION” APPROVED WASTE CAN 


like all Diener Products is a standard article 
with a definite demand in all industrial plants. 
It is easily sold by jobbers who go aggressively 
after business. 


JOBBERS: INVESTIGATE THE DIENER LINE 


If you do not carry a line of Fire Protection and 
Safety Equipment or if the line you carry has failed 
in any essential detail, investigate the Diener Line. 
Write for catalog, price list and other desired in- 
forrnation. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE. 





No. 780 


CHICAGO 











































Round Rawhide Pins 


(used in connection with metal belt lacings) 


We are the manufacturers of 
these and now offer our prod- 
uct direct to the jobbing trade. 


nouncement are to be found 
| those practical and simplified 
| improvements which have 
ironed the kinks out of home 
water service and given to 
those who depend on Myers 
| Water Systems the assur- 
} ance, that day or _ night, 
week in and week out, running 
water at the turn of a faucet will 
be available whenever needed. 


\ 





Twisted Round 


“Safety Lacing”’ 


A round wire-like stretchless, non- 
metallic belt lacing which is stead- 
ily replacing the ordinary round 
metal wire lace. 


Dependable, easy 
to install, simple in 
operation, safe and 
sure, you will find 
the new wake 


Cc 
WATER SYSTEM 
a business builder 
as well as a prolit 
maker — just the 
water system you've 
been looking for to 
take care of your 
water system busi- 
ness. Write for cat- 
alog, new prices 
and terms. 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 


Rawhide — Indian Tan — Krome KANSAS CITY 


NEW YORK 


THE FLEJMYERS & BRO.cON 


ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOLWORKS 


FUNPS. Won EVERY PURPOSE, 
D GRAIN Sy ay 
Re 
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- BUY ADVERTISED PRODUCT 


is A Classified Index to the Products of Advertisers in This Issue 
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ACCESSORIES, AUTOMOBILE 


Gandy Belting Co. 





wis dee Fatt ones ce o snag BLOWERS, HAND, ELECTRIC 
The Wm. Powell Co, The Mechanical Rubber Co, a eee ee ss —e betes Oe 
The Roberts Brass Mfg. Co. New York Belting & Packing Co. BLOWERS, SANDBLAST 


The Republic Rubber Co, Leir 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 

Stanley Belting Corporation 

Victor Balata & Textile Belting Co. 


nar 3ros. 
APRONS, LEATHER Po aes 
Chicago Rawhide Mfg. Co. 
Edw d R. Ladew Co.,, In 
ASBESTOS PRODUCTS 


Asbestos Products Company 


Radiex Sales Company 


BOILER TUBES 
National Tube Co, 




















































BOILER METAL TREATMENT 


ABs dias us BOILERS, TUBULAR AND WATER TUBE 
BABBITT METALS ieee BELTING, IMPREGNATED Henry Vogt Machine Co. 
Dodg Manufacturing C ‘ 1e ettrick Mfg. Co, +. Pe > vs) 
Ww. A “ses Foundry & Mach ne Co Gandy Belting Company : BOLTS, _—se a SCREWS 
M r 3 nes — ry Machin ° cd cugs dy vat hag 09 Standard Pressed Steel Co. 
The Medart Company Stanley Belting Corporation 
BARRELS, STEEL BELTING, LEATHER Mullins Body act aia 
M Body Corp. Alexander Brothers mance: BRACKET WALI 
‘ a aa Chicago Rawhide Mfg. Co. é AES, aL 
BARRELS, TUMBLING Edward Ladew Co., Inc. Bond Foundry & Machine Co. 
Roy ord Foundry & Machine Co. lting Company tag in 7 —— : - ary © 
EL NGS, BRONZE ann & Co. he Hill Clutch, Machine & Foundry Co, 
~ : penennena tt a : . thas. A. Schieren Co, W. A. Jones Foundry & Machine Co, 
The Bunting Brass & Bronze Co, ‘Ss "Chas, Bond & Co., Philadelphia The Medart Company 
O ae dl ae — ~~ . B. Williams & Sons T. B. Wood's Sons Co, 
ste art i fact ing rp, 
" anes ELTING, LINK 3RAS x » STEA 
BEARINGS, BRONZE, BABBITTED = LTIN( , LINK eee = pa oe — STEAM 
The Bunting Brass & Bronze Co, Chas. A. Schieren ‘ ele : ‘ Detroit Lubricator Co. 
BEARINGS, SHAFT, BABBITTED BELTING, ROUND McRae & Roberts Co. 
Bond Foundry & Engineering Co, Chicag tawhide Mfg. Co. Penberthy Injector Co, ‘ 
H. W. Caldwell & Son Co Schieren ( o. She rwood Manufa¢ turing Co, 
Lodge Manufacturing Corporatior - Ladew Co., Ine The Roberts Brass Mfg. Co. 
The Hill Clutch, aaa hinie & Foundry Co. lliiams & Sons rhe Wm Powell Co, 
W 4, Jones Foundry & Machine Co, BELTING, RUBBER She rwood Mfg. Co, : 
"he ‘ t Company Boston Woven Hose & Rubber Co. arling & Skinner Mfg. i 0. 
Foundry & Machine Co. Diamond Rubber Co., Ine, D. T. Williams Valve Co, 
’s Sons Co. Hamilton Rubber Mfg. Co, BRAZING OUTFITS, ACETYLENE 
BEARINGS, SHAFT, BALL bea be nines . a Imperial Brass Mfg, Co. 
go Pulley & Shafting Co. ee a BRONZE BARS, CORED AND SOLID 
Skayef Ball Bearing Co The R tepub lic Ri ber S ay e The Bunt ng Brass & Bronze Co, 
: 2 siae ™ e ‘ ; M. L,. Oberdorfer Brass Vo, 
BEARINGS, SHAFT, OLLLESS BELTING, THRESHER canienas Manufacturing Corp. 
miami sens Rosser oie The fi ttriek Mfg. Co BROOMS, FACTORY, WAREHOUSE AND 
BEARINGS, SHAFT, ROLLER alert gg Boe. cal RAILROAD 
Bond Foundry & Machine Co, The Mec “hte ical Rubber Co. Indianapolis Brush & Broom Mfg, Co. 
ze Mal turing Corp, Naw Vark suitine & Packie Co BRUSHES, BENCH, FLOOR, ETC. 
Reeves € ae ar, ! pe The Republic Rubber Co, Indianapolis Brush & Broom Mfg, Co, 
! yundry & Machine Co I. B. Williams & Sons ‘ETS. ELEVA’ 
on an . . Marts “eobecees ‘a » Reltine C BUCKETS, ELEVATOR 
BELT DRESSING Victor Balat: « — Be It sect Oo. H. W. Caldwell & Son Co. 
Alexander Brothers BELTING, TRACTOR W. A. Jones Fdy. & Machine Co, 
Atlantic Manufactt uring Co, , : : The Hettrick Mfg. Co. “Salem’’—Mullins Body Corporation 
“Cantol Belt V W: yax"—E. C. Atkins & Co. Inc. Victor Balata & Textile Belting Co. BURNERS, GASOLINE AND KEROSENE 
ee an Mie BELTING, TWISTED Clayton & Lambert Mfg. Co, 
sseph Dixon Crucible Co he te Sage ded . pi BUSHINGS, BRONZE 
Mfg. C Ldward kh. Lade' Poy SER 3 g Brass é¢ , 
Edw a? _ Victor Balata & Textile Belting Co. ae 
T} Mechanical Rubber Co, , BELTING, WATERPROOF Stewart Manufacturing Corp, 
tic] ) selt Dressing Mfg. Co. 3 exands srothers ‘ ee ' 
i} Dressing M ™ Al ler Brothers CABINETS, FILING 
( 1 ‘ en Co ( "hic azo Rawhide Mfg. Co. ™ 4 wy a t 
Star ; Cort ition Gandy Belting Company The General Fireproofing Co 
Victor B ta & Textile Belting Co. The Hettrick Mfg. Co. CABINETS, METAL 
BELT FASTENERS Edward L, Ladew Co., Inc. General Fireproofing Co. 
: . sa Moloney Belting Company : nie » ver 
Phe s npany = Geo. Rahmann & Co. ; : CANS, EX( ELSIOR 
Clipper Be - er Company Chas. A. Schieren Co. Geo. W. Diener Mfg. Co. 
Crescent Be Fastener Co, I. B. Williams & Sons Harker Mfg. Co. = . R wad 
Detroit Belt L pt Rote Victor Balata & Textile Belting Co. CANS, OILY WASTE 
x e Steel Lacing Co. T 7 CG seo, W. Diener Mfg. Co 
eee > ara BELTS, WELL DRILLING : ice “ ; ° ’ 
BELT LACINGS, LEATHER The Hettrick Mfg. Co Harker Mfg. : o. ae 
Alen Brothe Stanley iting Corporation CANS, SAFETY, GASOLINE 
I igo Rawhide Ms nt Co, © Moos Victor Balata & Textile Belting Co. Geo. W,. Diener Mfg. Co. 
Dy checo”’’— 3 ams Cc . ri 7 P F > a4 
sae sag” ggg - BENCHES, CABINET MAKERS Harker Mfg. Co. 
Pe eee ee Christiansen CAR-MOVERS 
BELT LACINGS, METALLIC BENCHES (WORK), JEWELERS Se ae Gee oe 
oe a = : PEC tr Leiman Bros. sii : rae . 
ype elt Lacer ympany ; ’ no . a ‘ 
Clipper Belt Lacer Compan} BENCHES, MACHINISTS’ ___ CASES, FILE AND TRANSVER 
wae se Sarg ng Co hristianse lhe General Fireproofing Co, 
xible Steel ac £ oO. t, Christiansen . Ede _— 
Bristol Company BENCH LEGS CASING, WELL 


BELT SHIFTERS W. A. Jones Foundry & aetne Co. 
3 y ’s Sons C The Hill Clutch, Machine & Foundry Co, 
T. B, Wood's paces ‘ : bis — Standard Pressed Steel Co. The Bassick Co. 
BELT TIGHTENERS BLOCKS, CHAIN Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation Ford Chain Block Co. The Faultless Caster Co. 
The Hill Clutch, Machine & Foundry Co, Wright Mfg. Co. 
W. A. Jones Found! y & Machine Co, The Yale & Towne Mfg. Co. 
The: Medart Company BLOCKS, PILLOW 
eh ee Sons sere Bond Foundry & Machine Co 
a : ” y lary & Mac e ° 
BELTING, BALATA Chicago Pulley & Shafting Co. 
Balata & Textile Belting Co. Dodge Manufacturing Corporation 
BELTING, CANVAS STITCHED The Hill Clutch, Machine & Foundry Co. 
: % - ae W,. A. Jones Foundry & Machine Co, 
osten Woven Hote & Rubber Se. The Medart Company CATALOGS, MILL 
“Gandy”—The Gandy Belting Co. Royersford Foundry & Machine Co. Cuneo-Henneberry Service Co, 
ne ha ne i ‘“ Skayef Ball Bearing Co. ht. R. Donnelley & Sons Co, 
1e echanica ubber oO. 

: - Standard Pressed Steel Co, TOMES 
Victor Balata & Textile Belting Co. To Woods Rone Cu sas c SEN, ASBESTOS 
BELTING, CONVEYOR BLOWERS Asbestos Products Company. 
Boston Woven Hose & Rubber C 


. Champion Blower & Forge Co, 
The Wiamond Rubber Co., Inc. Leiman Bros. 


National Tube Co, 


CASTERS, TRUCK 


The Hill Clutch, 
Illinois Malleable 
Poole 


Machine & Foundry 

Iron Co, 

Engineering & Machine Co, 
CASTINGS, SEMI-STEEL 

Bond Foundry & Machine Co, 

Poole Engineering & Machine Co, 


Victor 





Alexander Brothers 
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CASTINGS, GRAY AND MALLEABLE 


Co, 


SUPPLY 


CEMENT, LEATHER BELT 


Seer precast eee 
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Rawhide Mfg. Co. 
Cocheco—I, B,. Williams & Sons 
Edy hk. Ladew Co,, In 
Chas, A, Schieren Co, 


« cE MENT, PIPE JOINT 


J Se} LIIN( ( u 
CHAIN BE LTs 
Ve ( é & Sor 
W. A. Jones | ind: & Ma hine Co, 


CHAINS FOR ALL ELEVATING, CONVEYING 
AND ALL POWER TRANSMISSION 
PURPOSES 

H. W. Caldwell & Son Co 
CHEESE CLOTH 
ry | 


r |. Milton Hagy Waste Works 
€ hag KS, LATHE 
“Sweet id I 1 & Pettis Mfg. Co. 
_CL AMPS » BAR 
Adjustable Clar 0. 
( 1 AMPS, BELT 
The Hogg & 1 tis Mfg. Co. 
zt B. Vi i's So Co, 
CL AMES, “—y* 
Armstrong Bros, T 
J. H, Williams & 
CLAMPS, WOODWORKERS’, ADJUSTABLE 
Adjustable Clamp Co, 
« Cr EANERS, FLUE 
Sherwood Mfg. 
; CLIPPERS, BOLT 
CLOCKS, WATCHMEN’S 
CLOSETS, FROST PROOF 
Jos. A Vogel Co. 


CLUTCHES, FRICTION 





» Pu & 5 I ( 

Manuf turi! Co ion 
Ed mont Machine Th 
The Hill Clutch, Machine & Foundry C 
“Lemley’—wW. 4 dy. & Mach, Co. 





cOCKs, AIR 








An ) 
Me! s 
The Co, 
TI Mfg. Co 
Ti ner 
Tr Va Co 
cOcKS, BALL 
Detroit tor Co. 
M ut berts Co. 
TI S ng & Skinner Mfg. Co. 
COCKS, CORPORATION 
The Wm. Powell Co. 
COCKS, CYLINDER 
3 Roberts Brass Mf ‘0. 
Tl Sterling & Skinner Mfg. Co 


COCKS, GAGE 





The Roberts Brass Mfg. Co. 

Walworth Mfg. Co, 

The D. T. Williams Valve Co. 
( as S, FOR MORTISE GEARS 

Poole Engineering & Machine Co. 

COLLARS, SHAFT 

Bond Foundry & Machine Co, 

Chicago Pulley & eg me Co, 

Dodg Manufactur Cor} ior 

The Hil 1 ¢ lute h, Ma 1chine & Lo geapid Co. 
j ndr & Ma ine wv, 


rat 
ora 





COLUMNS, WATER 
Nason Manufacturing Co, 
CHT OR ND, BOILER 
Radiex Sales Company 
COMPO ND, PIPE JOINT 
Joseph Dixo Crucible Co. 

CONVEYORS, FOR ALL PURPOSES 
dwell & Son Co. 
sce Company 

COPPERS, SOLDERING 
Solder Co. 

COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Edgemont Machine Co., The 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 








Chicago 


Royersford rounary & Machine Co. 
T. B. Wood’s Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works. 
N, A. Strand & Co. 
CUUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
»dge Manufacturing Corporation 
A. Jones Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co, 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
The Hill Clutch, Machine & Foundry Co, 
Ww. A. Jones Foundry & Machine Co. 
I -B Company 
7 B. ‘Wood's Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Dodge Mfg. C« 
Edgen 1ont. “Mz 1 hi ne Co., The 
The Hill Clutch, Machine & Foundry Co, 
Ww. A. Jones among & Machine Co. 
3 Moore & W t " 
The Medart Com ps iny 
A. L. Schultz & Son 
T. B. Wood's Son 
COL ad a INGS, SH AF T, MARINE 
Four & Machine Co, 
COVE RING, PIPE AND BOILER 
Asbestos Products Co, 
COVERING, PULIFY 
Chicago Pulley & Shafting Co. 
CRANES, I-BEAM 
P er- Be Co pany 
CRAYONS, LUMBER 
it p Dixor ble Co, 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
E i w Co., In 
The Watson-Stillman Co, 
CUPs, OIL AND GREASE 
American In jector Co. 
Detroit Lu ator Co 
Penberthy Injector Co. 
The Wm. Powell Co, 


Sherwood a g. Co. 

D. T. Williams Valve Co. 
CUTTERS, BELT 

Clipper Belt Lacer Company 

Detroit Belt Lacer Co, 


BOLT, ROD AND CHAIN 





H ) 
CUTTERS, GASKET AND WASHER 
Edward I, L w Co., In 
CUTTERS, GLASS 
American Saw & Mfg. Cx 
CUTTERS, MILLING 
J, n 


CUT TERS, PIPE 
Armstrong Bros. Tool Co, 
reenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 








The Hoggson & Pettis Mfg. Co. 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 
DESKS, STEEL, OFFICE AND FACTORY 
The General Fireproofing Co. 
DIES, BOLT THREADING 
The National Acme Company 
DIES, PIPE THREADING 
Arms trong abe Tool Co, 


fie T: & Die Cory; 
Tol ede Pipe Threadi ng Machine Co. 
DISCS, VALVE 
Jenkins Bros. 


Metallo Gasket Co, 
DOGS, LATHE 
Armstrong Bros. Tool Co, 
J. H. Williams & Co, 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
N. A, Strand & Co, 
U. S. Electrical Tool Co. 
Wisconsin Electric Co, 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp, 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 


DRUMS, CAST IRON 

ag Hill Clutch, Foundry & Machine Co, 
. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. - 
EJECTORS 

American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
Sherwood Mfg. Co. 

ELIMINATORS, OIL 
The D. T. Williams Valve Co. 

ENGINE AND BOILER FITTINGS 

American Injector Co. 
McRae & Roberts Co, 
The Wm. Powell Co. 
The Roberts Brass Mfg. Co. 
Sterling & Skinner Mfg. Co. 
Sherwood Mfg. Co, 
D. T. Williams Valve Co. 

EXPANDERs, TUBE 
The Watson-Stillman Co, 
Lovejoy Tool Works 
EXTENSIONS, TAP 


The Allen 





E XTINGL ISHER LIGUID 
Geo. W. Diener Mfg, Co. 
Harker Mfg. Co. 
EXTINGUISHERS, FIRE 
Geo. ‘WNW. Diener Mfg. Co. 
Harker Mfg. Co, 
FASTENERS, BELT 
The Bristol Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, STEAM HEATING 
BOLLER 
Nason Manufacturing Co, 
FILES 
American Swiss File & Tool Co. (Precision, 


diemakers’, toolmakers’, jewelers’, machin- 
ists’.) 

Delta File Company 

Ss dinavian Wes ern Importing Co., Lte 


F IRE. FIGHTING DEVICES—U NDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 
FIRE PREVENTING EQUIPMENT—UNDER- 
Wi tITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
] Mfs 


Co. 





FITTINGS, HIGH PRESSURE 
Henry Vogt Machine Co. 

The Watson-Stillman Co, 
FITTINGS, HYDRAULIC 

Henry Vogt Machine Co, 

The Watson-Stillman Co, 

FITTINGS, PIPE, MALLEABLE 
Illinois Maileablie Iron Co. 
Walworth Mfg, Co. 

FITTINGS, PIPE, 
The Watson-Stillman Co, 
Henry Vogt Machine Co, 

FLEXIBLE SHAFT EQUIPMENTS 
N, A, Strand & Co. 

FLOOR HARDENERS, CEMENT 
The General Fireproofing Co. 

FLOOR STANDS 

Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co, 
T. B. Wood's Sons Co. 

FLUX, SOLDERING 
Chicago Solder Cc. 


FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 


FORGES, BLACKSMITH 
Champion Blower & Forge Co. 
FORGES, RIVET 
Champion Blower & Forge Co. 
Lovejoy Too] Works 
FRAMES, HACK SAW 
E. C, Atkins & Co., Inc, 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co, 
B. Wood’s Sons Co. 
FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co, 
—- W. Diener Mfg. Co. 
indinavian Western Importing Co. 
The Turner Brass Works 


STEEL 
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For 54 Years 





we have been making it easy for supply 
dealers in the United States to keep up 
their stocks of Genuine MONCRIEFF 
Gauge Glasses. Our warehouse stock in 
New York is supplied by constant ship- 
ments from the Moncrieff plant in Scot- 
land. Our customers are never asked to 
wait “until our ship comes in.” 4 


New dealers write for 
full information and prices. 


H. A. Rogers & Co. 


87 Walker Street 

















New York 
~ : 7 
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ZF 
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4 , 2 iar 
Vis i a 
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Genuine 
Nason 
Steam 


Class B. 


Traps 


1841 
to Class C 


1925 Ose oc 


ma 


Send for our Bulletin. 





Sidelug 


Nason Manufacturing Co. 
Steam Specialty Specialists 
71 Fulton St. New York 
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A Type for 
Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING CO. 
SENECA FALLS, N. Y. 
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When writing to Advertisers please mention Mitt Supp.iies 











Our Line is the Recognized Standard on 


Air Cocks 
Air Valves 
Cylinder Cocks 











Gauge Cocks 
Water Gauges 
Priming Cocks 






Write 
for 


Catalog 





THE 


STERLING & SKINNER MEG. CO. 


DETROIT, MICH. 
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GAGE GLASSES 
ass Mfg. Co. 
I 4. Rogers & Co 
_GAGES HYDRAULIC 
A s iit in Co. 
GAGES, LIQUID AMMONIA 
GAGES, WATER 
Ar n Injector Co. 
Detroit rricator Co. 
McRae 4 oberts Co 
Nason Manufacturing Co, 
Penberthy Injector Co 
The Penn Engineering Co 
The Wm Powell Co. 
R rts Brass Mfg. Co. 
Sterling & Skinner Mfg. Co 
GASKETS 
ns Bros 
Rubber Co, 





Gasket Co, 


New York Belting & Packing Co. 
GEARS 

















H. W ‘aldwell & Son Co. 
Manu uring Corporation 
Tr Hill Clutch, Machine & Foundry Co. 
Ww. A. Jones Foundry & Machine Co. 
The Medart Company 
Poole Engineering & Machine Co, (all kinds) 
GEARS, RAWHIDE 
t igo Rawhide Mfg. Co. 
v 4. Jones Foundry & Machine Co 
GEARS, SPEED REDUCING 
1ill lutch, Machine & Foundry Co. 
-_ = nes our a Machine C 
1 r-Bee Co 
Engineering ‘& * Mai hine Co, 
GE NE RATORS, ACETYLENE 
ass Mfg. Co. 
GLASSES, GAGE 
The Libbey Glass Mfg. Co. 
i 4. Rogers & Co. 
GRAVIITE FOR ALL PURPOSES 
seph Dixon Crucible Co, 
GREASE, LUBRICATING 
Bond Foundry & Machine Co., ‘“‘Bondeline”’ 
Joseph Dixon Crucible Co. : 
Royersford Foundry & Machine Co. 
GRINDERS, BENCH AND FLOOR 
I age Pulley & Ghettieg Co 
Roye re y & ne Co 
The tl Co. 
Wiscons aI 
GRINDERS, ELECTRIC 
; Elect 
NS. . 
U Co. 
Ww 21 
GRINDEI ts, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co. 
GRINDERS, VALVE 
Wis sin Electric Co. 
GUARDS, ELECTRIC LAMP 
Flex Steel Lacing Co. 
G BU ARDS, MACHINE 
GUNS, OIL. AND GREASE 
y & Machine Co 
Royers Foundry & Machine Co. 
HANDSCREWS 
HANGEKS, BALL BEARING 
HANGERS, DOOR 
F B. Myers & Bro. Co. 
HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co 
I M ol 
Vv Mfz. 0. 
~aongptonsuetlt SHAFT 
\ I -ulle Company 
Bond Pounds? & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 


W. A. Jones Foundry & Machine Co. 





a Medart Campane 
I tt indrv 
Roye ra Foundry & Machine Co. 

Ball searing Co, 
Standard dhe -d Steel Co. 
T. B. Wood’s Sons Co. 

HEADS, EXHAUST 
p Swartwout Company 
HEATERS, FEED WATER 
The Sw twout Company 
HEATERS, GLUE, STEAM AND GAS 


Nason Manufacturing Co, 
HOISTS, CHAIN 

Ford Chain Block Co. 

Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 
HOLDERS, TOOL. 

Armstrong Bros. Tool Co 

J. H. Williams & Co. 


HOOKS, BELT 





The Bristol Company 
Flexible Steel Lacing Co. 
HOSE, cor TON 
st Woven Hose & Rubber Oo. 
Diamond bber Co., Ine. 
The Mechanical Rubber Co, 
New York Belting & Packing Co 
HOSE, RUBBER 
Woven Hose & Rubber ¢ 
Dis amond Rubber Co Inc. 
Ru Mfg. Co. 
Hewitt "Robes Co, 
The Mechanical Rubber Co, 


New York Belting & Packing Co 

The Republic Rubber Co. 
HYDRAULIC LEATHER 

Chicago Rawhide Mfg. Co. 

Chas. A. Schieren Co. 

The Watson-Stiilman Co. 

INJECTORS 

American Injector Co. 

Penberthy Injector Co, 

The Wm. Powell Co. 

Sherwood Mfg. Co. 








JACKS, LIFTING 
Lovejoy Tool Works 
KNIVES, MACHINE 
E. C. Atkins & Co, 
LACE LEATHER 
Chicago Rawhide Mtg. Co. 
Edwat ht. La w o., In 
Chas. A. Schieren Co 
I. B. Williams & Sons 
LACERS, BELT 
Clipper Belt Lacer Co, 
Detroit Belt Lacer Co. 
LACING, — BELT, METALLIC 
I t Lacer Con <a 
Fastener " 


Crescent Belt 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 
The Bristol Company 

1 cage a AND LADDER SHOES, SAFETY 


1. Prone ES AND KETTLES, MELTING 


Mullins Body Corporation 
LAMINUM 
Laminated Shim Co., Inc, 


LAMP GUARDS 
Lacing Co. 
LATHES, SPEED 


Flexible Steel 


Bros 

LEATHER SPECIALTIES 
Alexander Brothers 
Chicago Rawhide — Co. 


I Ww ie 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGs, BENCH 


W. A. Jones 
Standard Pr 
LETTERS AND FIGU RES, STEEL 
& Pettis Mfg. Co. 
LOCKERS 


Foundry & _ hine Co 


essed Steel (¢ 


The 





BALL & ROLLER BEARING 
& Machine Co. 

Foundry & Machine Co. 
LUBRICATOR GLASSES 

Rogers & Co. 

LUBRICATORS 


ctor Co. 


LUBRICANTS, 
Bond Foundry 
Royersford 


H. A. 


American Inje 


T 


Detroit Lubricator Co. 
McRae & Roberts Co. 
The Wm. Powell Co. 
Sherwood Mfg. Co, 


Williams Valve Co. 
MACHINE TOOLS 
The Crescent Machine Co, 
Greenfield Tap & Die Corp, 
Royersford Foundry & Machine Co, 
MACHINERY CLUTCHES 


The D. T. 


Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch, Machine & Foundry Co, 
Jones Foundry & Machine Co. 
The Medart Company 
The Moore & White Co, 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
MACHINERY, COAL HANDLING 


W. Caidwell & Son Ce 


H, 
Dodge 


Manufacturing Corporation 
MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 

w A. Jones Foundry & Machine Co 
Palmer-Bee Company 


MACHINES, GRINDING AND 
Bodine Electric Company 
Royersford Foundry & Machine Co. 
N. A. Strand & Co. 

TInited States Electric al Tool Co 
Wisconsin Electric Co. 


POLISHING 


When writing to 


Advertisers 


MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co, 
MACHINES, MARKING 
The Hoggson & Pettis Mfg. Co. 
MACHINES, METAL CUTTING 
E, C. Atkins & Co., Inc, 
MACHINES, PIPE CUTTING AND 
THREADING 


Greenfield Tap & Die Corp, 
Toledo Fipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINERY, WOODWORKING 
E. C. Atkins & Co, 
The Crescent Machine Co. 
MALLETS AND HAMMERS, RAWHIDB 
Chicago Rawhide Mfg. Co. 
MATS AND MATTING, 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
MERCHANDISE CONVEYORS 
F. B. Je rs & Bro. Co. 


RUBBER 


Palr -Bee Company 
METAL, BEARING 
Dodge Manufacturing Corporation 


Bunting Brass & Bronze Co, 
The Medart Company 
Reeves Pulley Co. 

Stewart Manufacturing Corp. 





MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
Chicago Te Co. 
bs Chicago Rawhide Mfg. Co 
rdward R. Ladew Co,, Inc 
Chas. A. Sec hieren Co. 
I. B. Williams & Sons 


MILLBOARD, ASBESTOS 
Asbestos Products Co. 
MOTORS AND DYNAMOS 
Wisconsin Electric Company 
Bodine Electric Company 
MOVERS, CAR 
Car Mover Co, 
Car-Mover Co. 
MULE STANDS 


Advance 
Appleton 


Bond Foundry & Machine Co, 
Dodge Manufacturing Corporation 
= Hill Clutch, Machine & Foundry Co, 
A. Jones Foundry & Machine Co, 
The Medart Company 
T. B. Wood's Sons Co, 
NAME PLATES 
The Hoggson & Pettis Mfg. Co, 
OLL, PUMPS, HAND 
Sherwood Mfg. Co. 
OLL WELL ACCESSORIES 
The Wm. Powell Co, 


OLLERS, MULTIPLE 
Detroit Lubricator Co, 
Sherwood Mfg. Co. 
OLLING DEVICES 
American Injector Co, 
Detroit Lubricator Co, 
The Wm, l 
Sherwood 


FEED 





ene BD. &, ns Val ‘o 
PACKING, pe 

Braiding & Packing Works o America 

Diamond Kubber Co,, tne, 

The Mechanical R ubber Co, 

New York Belting & Packing Co. 

The Republic Rubber Co, 


PACKING, HYDRAULIC 


Alexander Brothers 
Braiding & Packing Works o Ameri 
Chicago Kawhide Mfg. Co. 


Diamond Rubber Co.,, Inc, 
Hewitt Rubber Co, 

Edward R. Ladew Co,, In 
The Mechanical Itubber Co, 
New York Belting & 
Chas. A. Schieren Co, 
The Watson-Stillman Co, 
I, B, Williams & 


PACKING, 


Sons 


LEATHER 





( chic ago Rawhide Mfg. Co. 
R. La w Co,, Ine 
Schieren Co, 





PACKING, 
ling & Packing W 


PISTON 

orks of America 
Rubber Co., Ine, 

Rubber Co, 

Mechanical Rubber Co, 

Belting & Packing Co, 


Bra 
Diamond 
Hewitt 
The 
New York 


The Republic Rubber Co, 
PACKING, RUBBER 
Braiding & Packing America 


Works of 
Diamond Rubber Co., Ine, 
Hamilton Rubber Mfe. Co. 
Hewitt Rubber Co, 

The Mechanical Rubber Co. 
New York Belting & Packing Co. 
The Republic Rubber Co, 
PACKING, SHEET 
-acking Works of 
Rubber Co... Ine, 
Rubber Mfg. Co, 


Braiding & f 
Diamond 
Hamilton 


America 


please mention Mitre Supptiea 
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“RADIEX” 


Water Treatment 


Prevents and Removes Scales in Boilers 
Used Successfully for 20 Years 


Essentially a Water Purifier and Softener 


A Large Mill Testifies: 


“‘Your ‘Radiex’ Boiler Compound is 
the Best Compound we ever used for 
dissolving Scales and Keeping Boil- 
ers clean.” 





{ Reputable Manufactur- 
er Says: 


A Prominent Mill Supply 
Jobber Writes: 

“We have pleasure in recom- 

mending “RADIEX® most high- 

ly for dissolving scales and 


“He do not remember ever 


having had a_e single com- 


plaint in 15 years.” keeping boilers clean.” 














“RADIEX” is so HARMLESS that it has been 
used for Purifying DRINKING WATER 


“RADIEX” was formerly known as 
“GUNBY’S LAVADURA” 


Prices and further information sent upon request 


RADIEX SALES COMPANY 
42 West Broadway, New York 











“MI & W”’ 
The Clutch Supreme 





Power—Speed—Endurance 


200,000 in Operation 


Complete Information on Request 


MADE ONLY BY 


The Moore & White Co. 


Established 1886 


2711 N. 15th St., Philadelphia, Pa., U.S. A. 
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Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


Tisttitr111111111h} 





EXNUUEE 


Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


Che 
Crescent Machine Co. 


96 Columbia Street 
LEETONIA OHIO 
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Swartwout Hydromatic Steam Traps 


This Swartwouttrap doesits work per- 
fectly, without trouble, without ex- 
pense. Illustration shows enlarged view 
of monel metalvalveand valve seat, both 
ofwhich are reversible and interchange 
able, insuring perfect fit and long wear. 
Should be carried by every jobber. 











ROWING DEMAND is constantly making the 
sale of Swartwout Steam Specialties more profitable 
to our agents. Back of this increasing demand stands 
consistent advertising, whole-hearted cooperation of our 
salesmen, prompt deliveries, and products of the very | 
highest standard. 

High Pressure Bucket, Low Pressure Float and Return, 
Lifting and Vacuum Steam Traps. Cast Iron Exhaust 
Head, Steam, Oil and Air Separators, Air Traps, Water 
Level Control Valves, and the well known Swartwout 

All Service and Junior Feed Water Heaters. 


Swartwout 




















A LEBEL ORE RE A CORED La IO TEIN AU Nt 


When writing to Advertisers please mention Mitt Supp irs. 


Steam Specialties 


THE SWARTWOUT COMPANY 
CLEVELAND, OHIO 


General Offices: 18523 Euclid Ave.--Factories: Cleveland,O.-Orrville,O. 
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“Jenkins ‘Of Jenkins Bros 

Hewitt Rubber Co. 

The Mechanic Rubber Co. 

New York Belting & Packing Co. 

The Repu ber Co 


PACKING, VALVE STEM 


I & | W 4 
Diamond Rut ( Ir 
Hewitt Rubt y 
The M I r Co 
New Yor & E ng Co 
The Republic Ru 
PAINT, SILIC \-GRAPHITE 
Joseph Dixor 
P AINTS, Ww ATERP ROOF 
The Ger -_ roofing 
PANS, rOTE 
— — STOS 
Asbestos Products or 
a SOLDERING 
Chicago Sol 
PEGS OR PINS, BELT LACING 
ctr igo Rawl Mfg. Co. 
( pper Belt L r Ce 
D Belt L r ¢ 
Flex Steel I ng ( 
PIPE THREADING TOOLS 
Arms ng Bros. To Co, 
4 i 


Toledo Pipe Threading Machine Co. 


PIPE, HIGH PRESSURE 
The Watson-St man Co. 
PIPE, STEEL 
National T Co, 
PLATES, BASE 
Bond Foundry & Machine Co. 
Dodge Manuf iring Corporation 





PLATES, FLOOR AND CEILING 
The Penn Engineering Co, 








vil ATFORMS, —* TRUCK 
Standar Pres Ste 
PLUGS, recap AND FUSIBLE 
Ame n Tr t ( 
Sherw Mis. Co 
The D. Williams Valve Co 
The Wm. Powell Co. 
POLES, FURULAS STEEL 
Nat n ( ) 
POWE R T R. ANSMISSION APPLIANCES 
Ame t ny 
Arguto Oilless B ng Co, 
Bond Four & M ichine Co, 
H. W. Cald ll & Son Co. 
Chicago Pulle Co 
Dodge Manufact poration 
gem<¢ M The 


hine & Foundry Co. 
& Machine Co, 





White Co. 

Compan 

undry & Machine Co, 
1 & Son 

I ring Co. 
Pres i Steel Co, 

Sor Co. 


PRESSES, 
Leiman Bros, 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co, 
PRIMING CUPS 


Detroit Lubricator Co, 
McRae & Roberts Co, 
TI R rts Brass Mfg. De 
The Sterling & Skinner Mfg. Co, 
P ROTEC rORs, ELECTRIC LAMP 
Flexi Stee ng Co. 


PULLEY COVERING 


Chicago Rawhide Mfg. Co. 


ry U L _ YS, BALL BEARING 
Ska} ng Co 
hicago Pul y & Shafting Co. 
PULLE =e, CAST TRON 
Machine We 





Foundry & imachine Co, 
H, W. Caldwell & Son Co. 

Dodge Manufacturing Corporation 

Hill Clutch, Machine & Foundry Co. 





W. A. Jones Foi ry & Machine Co, 
The Medart any 
Royersford F< 4 <= Machine Co, 





Vood’s Sons 
PULLEYS, CONVEYOR 
H. W. Caldwel 1 & Son Co, 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 

PU LLEYS, FLANGE 
nufacturing Ccrporation 
( Slutch, Mac hine & Foundry Co. 





oO. 


Dodge Ma 
The .* 
ie 









Ww. s I , & Machine Co, 
The Co a 

The Ohio Vv: alle Pulley Works, Inc, 
Reeves Pulley Co. 

Ss LW M g. Co. 

Be Wood's Sons Co, 





PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co, 








DRILL, JEWELERS’ SENSITIVE 


ictur 
iont Mz 


ing Corporation 
ichine Co. 





Dodge Manuf 
The Edg 











The Hill ¢ lute i: Mac hine & Foundry Co, 
: 1 , & Machine Co, 
‘0. 
ng Co 





od's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 

















The ny 
The alley Works, Inc, 
R 
TT. B Ce 

PULLE ys, LOOSE 
Chicago Pulley & Shafting Co. 
dD g Manuf turing Corporation 
TI Hill Clutch, Machine & Foundry Co. 
Ww. A s Fe ir & Machine Co, 
Th 
The y Works, Inc, 
Re Pu 
Saginaw Mfg. Co 
3] f |} B ne Cc 
7. E. Ve 0. 

- U LL EYS, MOTOR 

n¢ se. orks 

yr © poration 


tch, Ma‘ shine & Foundry Co. 
5 iry & Machine Co, 





i Co 

PU 1 LE YS, PAPER 
The Ohio Va , Pulley Works, Inc, 
The Rockwe Mfg. Co. 

PU LLEYS, ROLLER BEARING 

Sl! é B I Co, 

PULLEYS, STEEL 
American tsps th Con pone 
lodge Mar t ng Corporation 


PULLEYS, STEEL RIM 
PUl L EYS, STE P AND TAPER CONE 
uring Corporation 
u r & Machine Co, 

Ma -~hine & Foundry Co. 





Pul ey Works, Inc. 


Sane Co. 





g : “Sha fting Co. 
g turing Corporation 
el Cor many 
The Medart Compan 
The Ohio Valley Pulley Works, Inc, 
I ? Pulley Co. 
Ss w Mfg. Co 


PUMP JACKS 


The Deming Company 


= Goulds Mfe. Co, 
M For & « 
F. E, Myers & Bro. Co. 
PUMPs, ATR 
n Bros. 
PUMPS, ELECTRIC 
1 - Company 
I Gou Mf ) 
I My & Bro, Co. 
PUMPS, GAS AND VACUUM 
YT Bros 
rUMPS, HAND AND POWER 
The Deming C ompany 
The Goulds a Co. 
Mast, Foos & 
F. E. Myers & Bro. Co. 


PUMPS, JET 
American Injector Co, 
PUMPS, MINE 
The Deming C Sompany 
The Goulds Mfg. Co. 
Mast, Foos & Co 
F, E. Myers & Bro. Co, 
PUMPS, OTL 





Detroit Lubricator Co. 
Leiman Bros, 
Oberdorfer } ss Co, 
Sherwood ; Co 
PUMPS, TANK 
The Deming Company 
The Goulc is Mfg. Co. 
Mast, Foos & Co 
y. E. Myers & Bro, Co, 


PUNCHES AND DIES 
Foundry & Machine Co, 


PUNCHES, SCREW 


Royersford 


Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 
Nason Manufacturing Co. 
RAILS, ELECTRIC MOTOR 


Birkle Machine Works 
RASPS 
Seandinavian Western Importing Co., Ltd. 





RATCHETS 

Tool Co, 

REAMERS 

Cleveland Twist Drill Co, 

Greenfield Tap & Die Corp. 
REDUCERS, SPEED 

The Hill Clutch, Machine & Foundry Co, 

W. A. Jones Foundry & Machine Co, 

Palmer-Bee Company 


Armstrong Bros, 


Poole Engineering & Machine Co, 
ROPE DRIVES 

H. W. Caldwell & Son Co. 

Dodge Manufacturing Corporation 


The Hill Clutch, Machine & Foundry Co, 


The Medart Company 
T. B. Wood's Sons Co. 

ROPE, WIRE 
Wickwire Spencer Steel Corp. 


RUBBER GOODS, MECHANICAL 


Bosto1 hig see Hose & Rubber Co 
Diamond Rubber Co.. Inc, 
Hamilton Rubbe r Mfg. Co. 
Hewitt Rubber Co, 

Jenkir Bros. 


> Me chanical Rubber Co. 

New York Belting & Packing Co, 
The Republic Rubber Co. 

SAF E S, UNDERWRITERS’ 
neral r i Co. 

ETY DEVICES 

The Crescent Machine Co, 
Dodge Manufacturing Corporation 

SAND BLAST OUTFITS 
Bros, 


The Ge 





Leiman 
SAWS, BAND 
& Mfg. Co. 


American Saw 


E. C. Atkins & Co, 
The Crescent Machine Co. 
SAWs, CIRCULAR 
E. C. Atkins & Co. 
SAWS, HACK (Blades) 


American Saw & Mfg. Co, 
E. C. Atkins & Co. 
Victor Saw Works, Ine, 


SAWS. HACK (Machines) 


E. C. Atkins & Co. 
SAWS, HAND 
E. C. Atkins & Co. 
SAWS, SWING, CUT-OFF 


E. C. Atkins & Co. 

The Crescent Machine Co, 
SCREWDRIVERS, ELECTRIC 

The Black & Decker Mfg. Co. 

N. A. Strand & Co. 

SCREWDRIVERS, 

American Saw & Mfg. Co, 

bc ge een PRODUCTS 


HAND 


Ferr Set S« w 

Standard. ’ Pressed Ste <a ‘Co 
SCREW PLATES 

Greenfield Tap & Die Corp. 


SCREWS, CAP AND SET 
The Allen Mfg. Co. 
Ferry Cap & Set Screw Co, 
Standard Pressed Steel Co, 
SCREWS, SAFETY SET 
Allen Mfg. Co, 
The Bristol Company 
Standard Pressed Steel Co 
SEPARATORS, OIL 
The Swartwout Company 
The D, T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co. 
Bliss & Laughlin, Inc. 


‘AND STEAM 


H. W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 

Royersford Foundry & Machine Co. 

A. L. Schultz & Son 

T. B. Wood’s Sons Co. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood’s Sons Co. 

SHELVING, STEEL 
The General Fireproofing Co. 


SHIMS, BRASS 
Laminated Shim Co., Inc. 
SHOP FURNITURE, STEEL 
The General Fireproofing Co. 
SHOVELS 


Wood Shovel & Tool Co. 
SLEEVES AND SOCKETS, 
Lovejoy Tool Works 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, FLUX, 


DRILL 


PASTE AND 


SALTS 
Chicago Solder Company 
SOLDERING OUTFITS, ACETYLENE 


Imperial Brass Mfg. Co, 

SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co, 
W. A. Jones Foundry & Machine Co, 
Palmer-Bee Company 


When writing to Advertisers please mention MILt Suppuigs, 
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A READY SELLER 


Everyone who uses belts for transmitting 
power will prove a ready purchaser of 


DIXON’S 
SOLID BELT 
DRESSING 


A sure cure for slipping belts. It contains no 
harmful ingredients and does not deteriorate. 

It is recommended and used for all kinds of belt- 
ing. 

Dixon’s Solid Belt Dressing is put up in handy 
convenient bars and may be applied to belts without 
the necessity of stopping the machinery. 


Write for dealers’ prices and Booklet No. 71-0. 
JOSEPH DIXON CRUCIBLE CO., 


OXeXe Jersey City, ~ # 
BS ee Mstablished 1827 











7% HEREVER liquids are to be 
moved there is need for an 
Oberdorfer Bronze Pump. There is 
a size and style to meet particular 
requirements, with a maximum 
capacity of 400 gallons per hour. 


Built on a portable platform with 
motor: hooked up for belt drive or 
as a unit for your installation. 


Write for catalogue and name of 
nearest dealer. 


M. L. OBERDORFER BRASS CO. 
Syracuse, N. Y. 





























WATER GAUGES 


and 
other quality 
Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Ete. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 




















“Cleveland Type” “Smith Type” “Industrial Type” 
Collar Oiling Hill Friction Spur Gear Speed 
Bearings Clutches Transformers 


There's a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Collar Oiling Bearings 


‘Industrial Type” Spur Gear Speed 
Transformers 
“‘Steelarm’”’ Automatic Belt Tighteners 
Your customers’ wants mean more to us than “so 
much material’. A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 
lerns. You receive the accumulated experience of 
“half a century’ serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 
General Office and Plant, Cleveland, O. 
New York Office, 50 Church St. 











When writing to Advertisers please mention “Mitt Surp.irs 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


RON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 





SPROCKETS 
A. Jones Foundry & Machine 
The Medart Company 


° 






Pyott Foundry Co. 
A. L. Schultz & Son 
STANDs, EMERY WHEEI 


Bond Foundry & Machine Co, 


STEAM SPECIALTIES 
American Injector Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Metallo Gasket Co, 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Roberts Brass Mfg. Co, 
Sherwood Mfg. Co. 
Sterling & Skinner Mfg. Co 
The McRae & Roberts Co. 
The Wm. Powell Co. 
H. A. Rogers & Co 
The Swartwout Company 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 

STEEL 
Laughlin, Inc, 

STENCILS, SHIPPING 
The Hoggson & Pettis Mfg. Co. 
STOC x BINS 


Bliss & 


The General Firepre 
STOCKS AND ‘DIES 
Armstrong Bros, Too 
ireenfield Tap & ik rp 
Tole io Pipe Threa ~ tes Machine Co. 





STRAINERS 


American Injector Co 





The Swartwout Company 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas, A. Schieren 
L B. W ims & Son 
SWAGES, UPSET 
E, C. Atkins & Co., Inc, 
Sw Ire HES, I-BEAM 
P r-Bee or iny 
T ABLES, STEAM 
Nason Manufacturing Co, 
TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TOOLS, BORING 
Armstrong Bros, Tool Co 
TOOLS, ELECTRICAL 
U. S. Electrical Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co 
Armstrong Bros. Tool Co. 
Greenfield Tap & Die Corp 
Scandin n Western Importing Co., Ltd. 
J. H. Williams & Co, 
TOOLS, PLUMBERS’ AND STEAMFITTERY’ 


Armstrong Bros. Too 


1 
Co 


Greenfield Tap & Die Corp. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co 
TOOLS, SAW 
E. C. Atkins & Co., Inc, 


TOOLS, SCREW CUTTING 
Greenfield Tap & Die Corp. 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co, 
Geo. w Diener Mfg. Co 
Ss n W t n Importing 
The Turner Brass Wor! 
TRANSMISSION, VARIABLE 
The Moore & White Co. 
Pulley Co 
TRAPS, AIR AND SEDIMENT 
The Swartwout Company 
TRAPS, STEAM 
G. M. Davis Regulator Co. 
Nason Manufacturing Co. 
D. T. Williams Valve Co. 
The Swartwout Company 


SPEED 


Reeves 


TROLLEYS 


Lovejoy Too) Works 
Palmer-Bee Company 

TUBES, BOILER 
National Tube Company 


TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 


National Tube Co. 
UNIONS, BRASS AND fhKON 
Illinois Malleable Iron Co. 
Walworth Mfg. Co. 
VALVE LEATHEKS 
Chicago Rawhide Mfg. Co. 
Edw I. Ladew Co,, Ine 


VALVE-UNIONS 


Nason Manufacturing Co, 
VALVES, AIR 
The Penn _Mnagincering Co. 
The Robs grass Mfg. Co, 
Sterling & ‘Skinner Mfg. Co, 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 

Jenkins Bros, 
The Wm, Powell Co, 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 

VALVES, CHECK 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 

VALVES, COLD WATER, BALATA 


Victor Balata & Textile Belting Co 
VALVES, GATE, GLOBE AND ANGLE 

Illinois Malleable Iron Co, 

Jenkins Bros 

The Ohio Brass Co 


The Wm. 
Walworth 


Powell Co. 
Mfg. Co. 


The D. T. Williams Valve Co. 
VALVES, HIGH PRESSURE 
Jenkins Bros. 


The Ohio Brass Co. 


The Wm. Powell Co. 
Henry Vogt Machine Co, 
oo D. T. Williams Valve Co 
Walworth Mfg. Co. 
The Watson-Stillman Co 
VALVES, HYPRAULIC 
Jenkins Bros. 
The Wm. Powell Co 
Henry Vogt Machine Co, 
Walworth Mfg. Co. 


The Watson-Stillman Co. 
The D, T. Williams Valve Co. 

VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 


The Wm. Powell Co. 
Walworth Mfg. Co. 

VALVES, PRESSURE REGULATING 
G. M. Davis Regulator Co. 


Mason Regulator Co, 
Walworth Mfg. Co. 
VALVES, PUMP, 
Diamond Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co 
New York Belting & Packing Co. 
VALVES, QUICK OPENING 
Nason Manufacturing Co, 


VALVES, RADIATOR 
Detroit Lubricator Co. 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


RUBBER 


When 


VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 


VISES, MACHINISTS 
The Chas, Parker Co. 
Walworth Mfg. Co. 
VISES, PATTERN MAKERS’ 


Christiansen 

VISES, PIPE 
Tool Co, 

ip & Die Corp. 


Armstrong Bros, 
Greenfield T 
The Chas. Parker Co. 
Toledo Pipe Threading Machine Co 
Walworth Mfg. Co. 
VISES, WOODWORKERS’, 
C, Christiansen 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Inc 
WASHERS, KUBBER 
Diamond Rubber Co., In 
New York Belting & vesiing Co 
WASTE, COTTON AND woo! 


RAPID ACTING 


hicago Sanitary Rag Co. 
The J. Milton Hagy Waste Works 
WATCHCLOCKS 
ex Watel ock Corporation 


WATER CLOSETS, FROST PROOF 
Jos, A. Vogel Co. 
WATER GAGES 
Nason Manufacturing Co, 
The Roberts Brass Mfg. Co. 
T Sterling & Skinner Mfg. Co, 
WATER LEVEL CONTROL 
Nason Manufacturing Co 
WELDING AND CUTTING 
Imperial Brass Mfg, Co. 
WELDING ROD, FLUX AND SUPPLIES 








EQUIPMENT 


Imperial Brass Mfg. Co, 
WHEELS, GRINDING 
E. C. Atkins & Co., Inc, 


New Yurk Belting & Packing Co. 


WINCHES 


A. L. Schultz & Son 

WIPING CLOTHS, MACHINERY 
thicago Sanitary Rag Co, 
The J. Milton Hagy Waste Works 


Louisville Sanitary Wipers Co., Inc. 
WIRE ROPE 
Spencer Steel Corp. 
WIRE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
Machine Co, 


WRENCH SETS 


Wickwire 


Crescent 


Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Walworth Mfg. Co. 
J. H. Williams & Co. 


WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


WRENCHES, PIPE 
Greenfield Tap & Die Corp, 
Walworth Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 


WRENCHES, SOCKET 
The Allen Mfg. Co. 
Armstrong Bros. Tool Co. 


The Black & Decker Mfg, Co 
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PULLEYS 
R RAILS 
COUPLINGS 


There’s no waiting for shipments of Birkle Motor 
Pulleys, Couplings and Rails. Over 100,000 cast- 
ings, in all sizes including pulleys up to 12”, are 
kept in our stock room, and ample machine shop 
facilities enable us to ship from 12 to 24 hours 
after receipt of order. We also carry a large 
stock of paper motor pulleys. Catalog on request. 
Send us your next order for Motor Pulleys, Rails 
or Couplings. 





quality first requisite. 


=e ‘Bink1e“Macsine“Wonks 


wa NOT INC 





456 N. Union Ave., Chicago 





410-416 Trumbull St., 











AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 


Booklet with list of distributors and other interesting daia sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


Elizabeth, N. J. 








Uses all the energy to PUSH the car. 
energy wasted in lifting it. 


The chief engineer of tests of one of America’s 
leading railroads, after experiments with various 
makes of movers, said of the ATLAS: ‘It will move 
a car farther in a given number of strokes than any 
other mover, and with less effort.” 








oe 
The ATLAS Car Mover 9 «22: 
AS y Cuntanabe 






for it. 


Our 1925 Distributors’ Proposition 
will interest any supply house that is 
not selling Atlas Car Movers. Send 














Do you KNOW the wipers 
you are selling your trade? 


The big thing in manufacturing wiping cloths 
from used cotton goods is to make them safely 
clean. Your surgeon would not use a bandage 
he did not know was ster- 
ile. We have set the same 
standard for BLUE 
GRASS Wipers. They are 
not only washed, but ster- 
ilized in a temperature ot 
about 324°. As a result 
they have the endorse- 
ment of health officials. If 
you are not sure of the 
quality of the wipers you 
are selling, remove all 
doubt by stocking the 
BLUE GRASS brand. 


PROFITABLE DEALER LINE 
DISTRIBUTORS WANTED—Write at once for 


special arrangement with jobbers. Frequent 
turnover and liberal arrangement make BLUE 
GRASS Brand Wipers a profitable line for mill 


supply distributors and hardware dealers. 


Louisville Sanitary Wipers Co., Inc. 
Manufacturers 


Louisville, Kentucky 














POOLE 


Machine Moulded Gears 


meet the most exacting requirements because they 


are the most accurate cast tooth gear made. 


Made by improved moulding method. 

No patterns used or necessary. 

16.000 different fixtures. All kinds, types and sizes. 

Correctly designed—best materials and workmanship. 

\ skilled organization of 82 years’ experience in = trans- 
mission problems. 

Unlimited capacities. 


A gear service unequalled. 


Ne also make Reduction Gears, Castings and Special Machinery 


Our Catalog No. 259 Sent by Request. 


POOLE ENGINEERING & MACHINE CO. 


BALTIMORE, MARYLAND 
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arnessing 
Horse Power } 





Each roll and cut length of belting 
represents unharnessed horse-power. 
Your belting customer pays just so 
much in dollars and cents—but upon 
the belting he buys depends much 
more than its original cost. Upon 
its length of life and the uninter- 
rupted service it delivers depends the 
production of his plant. 


What animates the belt he buys, 
makes it endless, a thing of power 
and transforms it from the lifeless 
length—is the joining. 


Assist him to harness the horsepow- 
er in the belt. That’s the point—the 
joint. Upon this joint depends the 
life of the belt itself, power and pro- 
duction. Sell him Crescent Belt Fast- 
eners. Crescents at the joint are his 
insurance against escaping power, 
idle machinery, loss of labor, time 
and production. 








Scientifically built, Crescent Belt 
Fasteners distribute the strain across 
the entire width of the belt. Curved 
—they hug the pulley and hold the 
power. They present no wearing 
surface to the pulley. 


Crescent Plates and Rivets are made 
of special formula Steel developed 
as a result of 27 years’ experience 
with belting problems. They are uni- 
versally used on all kinds and makes 
of belting, of every length, width 
and description. 


Recommend the standardization of 
Crescent Belt Fasteners throughout 
his plant. They will maintain con- 
tinuous production at minimum ex- 
pense. The belting you sell will give 
better service and with the aid of 
Crescents serve its longest life. 


ESCENT 


BELT FASTENERS 























An interesting booklet on this 
Aid to Power is yours for the 
asking. Write for it to the 
Crescent Belt Fastener Company, 
247 Park Avenue, New York. 
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Don’t Substitute! 


Buy Ferry Process Screws 
and Satisfy Your Customers 


The following is taken from a 
letter sent us by a large jobbing 
house. It goes to show that once a 
customer has used Ferry Process 
Screws he will not be satisfied with 
a substitute: 

“We wired you today as follows: 
‘Express quick one thousand Cap 
Screws order twenty eight fifty 
nine.’ 

“On this order we specify 5000- y 
x2 SA E Hexagon Cap Screws, and 
our customer telephoned the writer 
today requesting we see to it that 
1000 of these are sent at once by 
express. We are up against it, and 


must have these at once. Due to 
the fact that they have become very 
much attached to the Ferry Cap 
Screws, WE CANNOT SUBSTI- + 
TUTE, and are entirely dependent 
upon you.” 

Don’t substitute—give your cus- 
tomers what they know to be the 
Ferry Standard Cap and Set 
Screws. 

Ferry Process Screws are packed 
in convenient cartons for the hard- 
ware trade. Immediate delivery. 
Send for sample screw illustrated 
above, examine it carefully—com- 
pare it with other makes.. Then 
let us quote you our prices. 





“If it’s upset—it must be heat-treated” 


THE FERRY CAP & SET SCREW CO., Cleveland, Ohio 
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